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THE BEAVER MODEL-SB - A Highly-Etficient Portable. 


Utility “% to 2-inch Pipe and Bolt Machine of Exceptional Merit 








protect the design 
and mechanical 
features of 
Beaver Model-B. 


Different Patents 


the 
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Cuts, threads and reams !4 to 2” pipe. 


Threads bolts '4 to 114” 
7.” with wheel cutoff. 


: cut off bolt stock '4 to 


Cuts and threads 2!'> 


and geared tools, 


to 8” pipe with driveshaft 


Quick-opening fully-adjustable ring-type dieheads— 
no lower hinge to get fouled with chips from dies. 


Full range ', to 2” cone reamer. 


Ball-bearing self-centering wheel-and-roller cutoff 
—for pipe and bolts, 

Automatic knife-type cutoff optional. 

Operates on ordinary light line. 

Universal motor, choice 110 or 220 Volt. Works 


on AC or DC, 25 to 60 evele. 

Abundant power—develops 1.6 horsepower. 
Adequate motor ventilation. 
Motor reversible at switch. 

Low center of gravitvy—stability. 
Cast steel-iron housings—no sheet metal. 


Righthand operation—like a lathe. 


All operating controls at finger tips. 








Thirteen (13) inches open working space — best 
competitive machines, 8 inches. 

Easy to clean out chips—has sliding perforated 
chip tray. 

Instant return of oil to sump. 

Rack-and-pinion feed — operated by large con- 


venient handwheel. 
All gears fully enclosed—ruan in oil. 


All-steel 3-jaw universal chuck—full ', to 2” range 
without accessories. 


Automatic chuck-wrench 
safety deviee—which 
chine against injury. 


ejector — an 
protects workman 


important 
and ma- 


Adjustable pipe support—independent of spindle— 
absorbs pipe whip and prevents flat-sided threads. 


Seven anti-friction bearings insure maximum power 
and efficiency. 


Enclosed 
an extra. 


steel stand with 17” wheels available as 


Sockets permit use of IL” pipe legs instead of en- 
closed stand. 


Net weight approximately 280 Ibs. 
Size—Base 18" x 36"; height 13'.”", 


Resale Priee—$295 


Complete, 1 to 2”, 
$22.50 extra. 


Stand, 
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THE SUPPLY MONTH 


K IMPRES N of “Ted” Pugh. 
new Southern Secretary: competent, 
quiet, capable, congenial. All in all. 
a worthy successor to Alvin and a 


fortunate choice. 
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PLAN hit us last month 
just at deadline. MILL SuppLies 
was held open two extra days while 
editors went “all out” to get the clear- 
est possible explanation of the new 
priorities system. Full recompense 
for the burned midnight oil came with 
the comment of a Chicago distributor: 
“One reading of your article on the 
Defense Supplies Rating Plan saved 


me a two-day trip to Washington.” 


A NEW STAGE of the emergency, so 
far as distributors are concerned, was 
reached with arrival of the Rating 
Plan. Hence data of the type con- 
tained in the Industrial Supplies De- 
fense Survey, which we conducted 
since January, is less valuable now 
than other information. The survey 
therefore is ended as of this month. 
We're confident it served its purpose 
of keeping the industry abreast of its 
developing situation. Under the new 
system of distributors reporting to 
their manufacturers. it was felt that 
this questionnaire form was one that 


could be eliminated. 

DDS ARE that prices are going to 
he a hot topic soon. Maybe as hot as 
priorities. To date it’s encouraging 
to see how reluctant manufacturers 
are to announce increases. [t could 
be Leon Henderson’s shadow that 
scares them, or just natural desire to 
keep the boat from rocking as long 
as possible, but we know of at least 
two manufacturers who were ready 
to issue new price sheets then thought 
better of it. 
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YOUR CUSTOMERS CAN BE SURE 
OF EASY OPERATION, LONG WEAR 
AND GOOD THREADS WITH "'TOLEDO" TOOLS 


There is a "TOLEDO" to meet the requirements of 
practically all users of pipe tools in all types of indus- 
tries. 

Easy operating on all sizes. Long wear—good for 
years of hard, exacting service. Smooth, standard 
taper threads that make up tight assuring maximum 
production. 

"“TOLEDOS" are backed by more than 40 years’ 
experience in pipe tool manufacture and are known 
and used throughout the world. 

Recommend "TOLEDOS" to your customers for sat- 
isfaction and top value at reasonable prices. 





“TOLEDO” SIMPACT 
SELF-CONTAINED 
1" TO 2" RATCHET THREADER 


THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO NEW YORK OFFICE, No. 2 RECTOR ST. BLDG. 








"TOLEDO 


“TOLEDO” No. IR Gy , 
1" TO 2" RATCHET THREADER 





“TOLEDO” No. 1A 
1" TO 2" RATCHET THREADER 
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j;$h CALDWELL CONVEYOR 








Since Helicoid, continuous flight screw conveyor was originated by 
Caldwell over 40 years ago, it has been continuously refined and 
improved in design, material and construction. Original Link-Belt 
Caldwell Helicoid is recognized as the standard by which all 
screw conveyor is measured. 


COMPLETE LINE 


Link-Belt also manufactures sectional-flight screw conveyor, rib- 
bon conveyor and paddle conveyor, as well as a complete line of 
accessories. When you sell a Link-Belt installation you can sup- 
ply the entire requirements from this one source. All products 
made specifically to fit the need, to last longest, and to perform 
at lowest cost. 


LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia 


Dallas San Francisco Toronto 
Carried in stock by mill supply houses throughout the country 


Atlanta 


FEATURES THAT 


, f Formed steel lug welded to flight and 
pipe, adds strength and rigidity by 
anchoring the flight securely to the 
pipe and supporting the overhang of 
the flight at its outer edge. 


¥ Flighting rolled for tight fit throughout length 


of pipe; assures accurate, uniform pitch and 
diameter, and free flow of materials. 


JV Pipe passed through straightening rolls be- 


fore flight is mounted for straightness; assures 
concentricity with bore of pipe. 


y Solid bushing pressed or shrunk into pipe, 


gives extra thickness and strength at coupling 
bolt holes, and assures greater accuracy of fit. 


J Other refinements, not so readily apparent at 


first sight, become impressively evident over 
long periods of trouble-free service. Long ex- 
perience shows the importance of careful 
finish to secure accurate length, straightness, 
concentricity and uniform pitch. 


COLLARS + COUPLINGS - HANGERS + TROUGHS + BOX ENDS + FLANGES - THRUSTS + DRIVES 
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These Are 
Two of the Reasons 


FIRST. There is no line of industrial 
rubber products more complete 
than the Thermoid Line! 


This makes your selling job far easier. 
You meet every need of every cus- 
tomer from one nationally-adver- 
tised source of supply. You don't 
have to jump from line to line, or 
from story to story. 


Thermoid’s complete line has been 
built upon the practical experience 
of Thermoid’s engineering and manu- 
facturing organization in meeting in- 
dustry’s problems in many fields. 
For over sixty years Thermoid has 
been constantly making good prod- 
ucts better—and perfecting new 
products for every new requirement. 


SECOND. You get the benefit 
of personal attention to your 
requirements. 


Thermoid people have a real and 
active interest in your business and 
In its progress. Because of that inter- 
est you get to feel that you know the 
place and the peaple—and know that 
you can count on their giving your 
orders personal attention all the way 
from receipt to delivery. 


it isn't often you find a big supplier 
who has kept this personal touch. But 
the combination makes a difference 
—both in the smoothness of your own 
operations and in the service you can 
give to your customers. 


Remember these Two Reasons why 
“it’s good business to do business with The “fs 





THERMOID’S LINE INCLUDES: 








NEW THERMOID V-BELT DRIVE DATA BOOK! 


Complete V-Belt Drives Thermoid offers a complete V-Belt Drive 
Fiat Transmission Belting Service — both belts and sheaves—to cover 
Conveyor Belting every possible application, from the smatlest 
Elevator Belting F.H.P. drive to the largest muiltiple-belt in- 
Wrapped and Molded Hose stallation. Thermoid's new 80-page V-Belt 
Sheet and Rod Packings Data Book (just off the press), makes it simple for you to 
Industrial Friction Materials select correctly engineered Thermoid Drives. Be sure to get 
Rubber Covered Rolls your copy of this Data Book. See how thoroughly it covers the 
Pulley Lagging subject—in a simplified manner that makes the book easy to use. 





DIVISION OF THERMOID CO.—TRENTON, N. J. 


MILL SUPPLIES © JULY, 1941 





Preparedness 
calls for Precision 


% Since Preparedness got under 
way, Acco Registered Sling Chains have 
been first choice for operations which call 
for strength and dependability and precision. 

Here you see ACco Sling Chains handling 
the delicate assembly of a pinion in the re- 
duction gear of a Type C-3 cargo ship. 

Each pinion conveys 4250 horse power of 
a Diesel engine at a nominal speed of 200 
revolutions per minute. 

For precision jobs such as this specify 
Acco Registered Sling Chains. Look for the 
tag attached to each chain. That's positive 
identification. 

Engineering counsel involves neither a 


“a 


charge noran obligation. Tell us your problem. 


AMERICAN CHAIN DIVISION 
YORK - PENNSYLVANIA 
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ioe CHAINS 
AMERICAN CHAIN & CABLE COMPANY, Inc. 


y* ESSENTIAL PRODUCTS . . . AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable fron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
y= READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Let your 


customers 
HANDLE 
a Kennedy Valve 


..... they will 
quickly be convinced 


of the many 


Kennedy Extra Values 





Kennedy 


Standard Iron-Body 
Wedeo Gate Valve the smallest parts such as the bolts and nuts 


of Kennedy Valves—have distinctive features that 
are not merely intended to make these valves 
easier to sell, but also to give better and longer 
service with less maintenance expense. 


ODIES, bonnets, operating mechanisms—even 


Show any Kennedy Valve to a customer, and you 
will find him attracted by its sturdy proportions, 
clean-cut construction, and innumerable refine- 
ments of design. Moreover, its many extra values 
mean no extra cost to you or your trade, for these 
valves—like all Kennedy Extra-value Products— 
are sold at standard market prices. 


Kennedy Extra Values result in extra sales. It will 
pay you to investigate. Write for complete in- 
formation. 


The Kennedy Valve Mfg. Co. . . . Elmira, N.Y. 


KEN NEDY 
Ctra Value in CVALVES 
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TWO IMPORTANT SUGGESTIONS: 
Hydraulic Jacks are essential in many defense pro- 
jects. If you have a job coming up that needs jacks — 
by all means protect yourself early by doing the following: 


1. Check with your Blackhawk Industrial Distributor 
today! He is making a sincere effort to keep Black- 
hawk Jack stocks on hand to meet the demand. 
If your requirements are for large quantities — 
give him an opportunity to schedule stocks for you. 


2. Make very certain that you buy a good Hydraulic 

Jack! There is as much difference in jacks as in 

watches—and a jack at any price is worthless unless 

it continues to serve its purpose in every emergency. 
LOOK FOR THE "SERVICE-PROVED" SEAL — tagged 
only on Blackhawk Hydraulic Jacks. This is your assur- 
ance that you are getting Dependability, Performance and 
More-for-your Money! The “Service-Proved” Seal is backed 
by the experience of over a million Blackhawk Jack owners. 
Blackhawk introduced the first line of perfected Hydraulic 
Jacks in 1926 and has pioneered the advances which have 

yet found no imitators! Write for new catalog 41H. 


A Product of BLACKHAWK MFG. COMPANY 
DEPARTMENT J1771 . MILWAUKEE, WISCONSIN 










DISTRIBUTORS: 


This ad appears in leading in- 
dustrial magazines to help you 


sell more Blackhawk Wrenches. Worlds 1 sae . M. aclu of Hyd “9 Lqusp € 
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Boost your lubricant sales 



































































with Keystone’s guarantee 





of 10% savings! 


Wherever machines move, Keystone Specialized Lubricants 
are on the job...saving money and increasing production. 


KEYSTONE SPECIALIZED LUBRICANTS are guaranteed to save your customers at least 10% on 
their present lubrication costs. And 10% saving is usually a conservative figure. 

For instance, a gold mining company cut consumption of oil 75% by 
lubricating air compressor cylinders with Keystone Condensed Oil Light 
.-- and also increased compressor efficiency. 


A metal rolling mill saved about 60% by lubricating open gears with 
Keystone Grease No. 122. 





KEYSTONE SPECIALIZED LUBRICANTS aiso reduce maintenance expense and labor. 


A typical Keystone user found, after switching to Keystone Anti-Friction 
<= Bearing Grease, that he could cut bearing replacements from an average of 
four a month to one a year .. . a 48-to-1 advantage for Keystone ! 


sth F te 





KEYSTONE SPECIALIZED LUBRICANTS help to increase production because they are specially 
processed to meet all sorts of lubricating requirements. 


Machine shops, busy with defense orders, have found Keystone Cutting 
Oils helpful in converting slow hand jobs into high speed machine opera- 
tions. For example, they report increases in tapping production ranging 
from 100% to 400%. 


Keystone Lubricants are tailormade for specific purposes, and come in 
densities suitable for every condition of speed, bearing pressure, temperature 
and moisture, and for all methods of application. 





For help in making lubrication surveys for your customers, call in a Key- 
stone Lubrication Engineer. He'll gladly assist in winning new customers .. . 
and in keeping them sold. 


+ The Keystone Distributor in YOUR locality will gladly cooperate with 


you in making Keystone Lubricants available to your customers. 


KEYSTONE 


SPECIALIZED LUBRICANTS 
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OF PRODUCTION 


if turret lathes, drill presses and mill- 





ing machines are the heavy artillery of 
production ...reamers, drills and cut- 
ters are the shock troops upon which 
the success of the drive depends. So 
put only top quality cutting tools 
at the workhead. Use MORSE tools 
to get your production drive under 
way... and keep it going strong. 


TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U. S. A. 
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Selected coils of high-quality skelp are 
welded end to end, forming a continuous 
ribbon for heating and forming. 


This continuous ribbon of skelp moves 
swiftly and steadily through a special fur- 
nace, where it is brought to welding heat. 


Six roll passes form and weld the moving 
skelp—three additional passes clean and 
size the pipe after partial cooling. 





From beginning to end, every inch of 
Beth-Co-Weld gets exactly the same 
careful handling and precise control— 
and that’s why Beth-Co-Weld is uni- 
form. Furnished in uniform 21-foot 
lengths, plus or minus one inch, in all 
sizes up to 3 inches. 


BETHLEHEM STEEL COMPANY 
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YALE HOISTS BRING GREATER SPEED, SAFETY 
AND ECONOMY TO DEFENSE PRODUCTION 


Now, when every minute has an added significance, must produce 
more than ever before, now is the time to sell YALE, to show executives 
how Yale Hoists can increase the efficiency of plant operations. 

Yale Spur-Geared Hand Chain Hoists (above) have the highest lifting 
efficiency ever achieved in hand hoists, are built for speed, durability, 
safety, to protect the workman as well as the load. Positive acting, even 
under the severest of conditions, Yale Hand Chain Hoists have a per- 
formance record that is unchallenged. 

Yale Cable King Wire Rope Electric Hoists (at right), are as modern 
as tomorrow. They are even air-cooled (an exclusive Yale feature), to 
tliminate excess brake heat and permit operation on a heavier duty cycle, 
fo accomplish more in any given work period. 

Most executives are already familiar with these super hoists, through 
Yale advertising. Remind them about Yale Hoists and watch your sales 
go up. 

Hand Hoist Capacities: 300 lbs. to 40 tons. 

Electric Hoist Capacities: 4 to 10 tons. 


E YALE & TOWNE MANUFACTURING CO. 


DELPHIA DIVISION—PHILADELPHIA, PA., U. S. A. IN CANADA: ST. CATHARINES, ONT. 
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TO HELP YOU SELL! 


NEW B & D SCREW DRIVER 
DATA HANDBOOK 


Hot off the press—it illustrates con- 
struction, operation and industrial 
applications of B&D Power Drivers. 
Describes features to fit every job 
positive or adjustable clutches, 
angle drive heads, grips, handles, 
switches. A real selling help! Send 
for your copy now! 





shina, latelccte esseenbilies or te i 

on any screw driving or nut running | ble 

vou cum shod tees tink GRA Ee 
Power Driver exactly suited to the job! Your twenty-one B & D models are 
famous for their power, speed and accuracy in driving everything from 
tiny No. 2 self-tapping screw up fo a big nut 1” in diameter. American in- 
dustry is just getting started—cash in on the big expansion in power assem- 
bly operation by demonstrating how Black & Decker Power Drivers lick diffievlt 
problems and cot exsembly time and ine! The Bleck & Bestar Mg: So. 
“Electric Tool Headquarters,” 717 Pennsylvania Avenve, ee" 
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PORTABLE ELECTRIC TOOLS 
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What Happens 
When a 
V-Belt Bends 





A BIG SAVIN 





GATES”: 











Notice that the Gates Vulco Ropes 
on this Race Grinder Combination 
machine of the Aetna Ball Bearing 
Co. drive from a grooved pulley on 
the motor to a flat pulley on the ma- 
chine. This company had never be- 
fore tried the V-flat type of drive and 
has been exceptionally well pleased fF 
with its performance. The belts ff 
shown have been in use more than ff." 
2 years. 





Grip a Bending ctl 
V-Belt Like Thiisaua™™& 





Here is a simple fact about V-belt wear that you can prove in two minutes 
—and it will save you real money. 


Pick up any V-belt you have handy. Grip its sides with your fingers—then 
bend the belt as it would bend in going around a pulley. You will feel the sides 
of the belt change shape! If the sides were straight before bending, they be- 
come convex as the belt bends. (See Figure 1 on the left). Note the out-bulge 
of the sides. 


Now look at Figure 2. This shows the same shape-change in a belt with 
the patented concave side. But what a different result! This belt, when bent, 
precisely fits the sheave groove. Two big savings result—(1) There is no side- 
bulge and this means uniform side-wall wear—longer life! (2) There is a full 
side-width grip on the pulley and this carries heavier loads without slippage— 
saving the belts and also saving your power! 


The concave side is a Gates patent. Only belts built by Gates are built 
with the concave side. 


THE GATES RUBBER COMPANY 


Engineering Offices and Stocks in All Large Industrial Centers 





CHICAGO, ILL. HOBOKEN, N J. BIRMINGHAM, ALA. LOS ANGELES, CAL. DENVER, COLO. 
1524 South Western Ave. Terminal Building 1631 Ist Ave., South 2240 E. Washington Bivd. 999 South Broadway 
DALLAS, TEX. PORTLAND, ORE. SAN FRANCISCO, CAL. 
2213 Griffin Street 333 N. W. Sth Avenue 2700 16th Street 
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OSTER 


THREADING EQUIPMENT 


WILLIAMS 





That’s why the “Pipe Master” is so popular 
with Mill Supply Distributors, today. 
There’s no long wait for deliveries—no long 
wait for profits. TWO, modern plants ex- 
panded to meet defense demands; produc- 
tion stepped up to 24 hours a day—7 days a 
week, to give decent deliveries to your cus. 
tomers and give you a steady profit, instead 


of waiting 6 months, a year or longer. 


THE 


OSTER 
mFG. 
CO. 


2041 East 61st St. 
Cleveland - Ohio 


WHEN YOU GET 
AN ORDER FOR A 
2" PIPE MACHINE, 
YOU CAN GET A 
“PIPE MASTER’ 
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DELTA Metal-Cutting Band Saw 





can he used in many Fields 


There is a good prospect for Delta 
Metal-Cutting Band Saws in your terri- 
tory wherever these materials are cut: 
Aluminum castings; Aluminum sheets; 
Hard cast brass; Soft cast brass; Brass 
sheets; Brass tubing; Cast Iron; Copper; 
Metallic Hose; Cold rolled steel; Carbon 
tool steel; Bronze & manganese; Drill 
rods; High speed steel; Monel metal; 
Nickel Steel; Iron sheets & bars; Pipe; 
Babbitt; Bakelite & 


molded plastics; Asbestos & felt; Brake 


Malleable iron; 
linings; Fibre & mica; Slate & transite; 
Hard rubber . . . and these uses but 
scratch the surface of possibilities for 


this remarkable machine. 


General machine shops, foundries, pat- 
tern shops, die-casters, moulders of plas- 
tics—are all using Delta Metal-Cutting 


Band Saws to advantage. 


‘We Saved 60, 


on our Trimming Eosts 
PR, ith EU Metal Carving Band Son 


We have three of your band saws 
manc ager ‘name on request) 











~ in our foundry” says one plant 
le use th 

our brass and aluminum castings. We tne oecen 
60% on our trimming costs by the use of these machines, due to 
their low first cost, their low upkeep, their small blade cost and 
long blade life. We don't know where we would 
find a machine that is so useful!” 














"Widely Used for Many Jobs 


Shop superintendents in both small c and large plants throughout 
the c ountry are enthused over this remarkable Metal Conia 
Band Saw. Its low price and high quality will astonish you i 
is being used for cutting aluminum cc castings and sheets. hard and 
sott cast brass, brass sheets and tubing. cast iron, copper cold 
olled steel. carbon tool steel, bronze and sainiguein. ee rod, 
hic high speed steel. monel metal, nickel steel, iron sheets and ba: 
malleable iron, babbitt. bakelite and other types of molded crab 
asbestos. slate, transite, pipe and countless other materials too 
merous to mention. It cuts ——. from cast-iron jig and 
fixture bases 1%" and 2” thick to 
draw die seqments 6” thick 





sabre) «Efficient 14” Delta “pA 
Sf > tees. -Cutting Band See 
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This is reduced reproduction of the FULL PAGE Delta advertisement 
appearing in a wide list of trade papers. Cash in on it—NOW! 


Delta Trade — Ads Feature Metal-Cutting Band Saws 


Full pages on the Delta Metal-Cutting Band Saw are 
appearing in the current issues of 19 national trade 


papers. 

rt 7. This advertising reaches your prospects in your terri- 
tory. This is an ideal time to tie in your sales efforts 
with effective advertising. Check your territory care- 


MILWAUKEE 


V 








fully tor metal-cutting band saw prospects—and go 
after them NOW! 


The Delta Manufacturing Company 


637-G E. Vienna Ave., Milwaukee 
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ECHANICS prefer this  cold-forged 
knurled cap screw which is but one 
popular member in the famous family of 
“UNBRAKO” Screw Products. By gearing 
right to the fingers, the Knurled head turns 


faster and farther before using the wrench 


. there’s no slip... no loss of time! 


Advantages such as this are characteristic of 
all “Unbrako” Products and are constantly 


“UNBRAKO” KNURLS for 






speed-up! 


kept before industrial buyers’ eyes through 
extensive advertising. This makes your job 
easier... sales come quicker . . . profits 
steadier. And our staff of experienced 
“UNBRAKO” specialists is a regular source 
of help and support to distributors. 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, wee BOX 519 


~ Oheacaes 


BOSTON + DETROIT + INDIANAPOLIS - CHICAGO + ST. LOWIS + San FRaNncisceE 
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THERE’S A Hie Wea 


A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve 
as a drift pin. Lamson stock cotters conform to all 
Government specifications. Cotters made to order 
from brass, bronze, aluminum and stainless steel. 








Wire Rope Clips are made in a full range of sizes, 
galvanized or japanned finish. Nuts fit U-bolts 
accurately. Malleable iron saddles have standard 
“bull-dog” grip. 


@ More than 7000 dealers have put the Lamson SPEED 
MERCHANT to work for them in their stores selling bolts, 
nuts and screws. It isn’t automatic but nearly so in 
making sales for you. A fast-moving stock assortment 
of the five most popular types of fastenings bought by 
the average customer is on display in the SPEED- 
MERCHANT— every one of them attractively ‘‘Brite- 
plated” and the selling price of each plainly marked so 
that mistakes are impossible for either salesman or 


LAMSON & 


» O L Fae See 


Re oS ae a 
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TO PROFITS WITH LAMSON 





Plow Bolts Nos. 3, 4, 6 and 7, made to American 
Standard specifications, are stocked; other types 
made to order. We also stock Grass Rods, Spreader 
Rods, Heel Bolts and Harrow Teeth. 






$26.30 Net, 


to Dealer 
(slightly more 
west of Denver) 


customer. Every product displayed is within reach—a 
method of successful merchandising familiar to most 
customers who find no reason to go elsewhere if 
you use the SPEEDMERCHANT to sell them fastenings. 
Keep these profitable “5-and-l0” sales for yourself! 
They add up into profits that involve no sales expense! 
Ask your jobber’s salesman for the Lamson line now! 


THE LAMSON & SESSIONS COMPANY. Cleveland, O. 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 


SESSIONS 
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@ Production of materials for na- 





tional emergencies, as well as for 
normal times, depends on tools that 


keep going. 


National Metal Cutting Tools with 


inbuilt quality and ruggedness are 


doing their part—and doing it well. 
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Solve endvalh of 
Material Handling Problems 


ES, it’s as simple as that with the P&H Zip- 

Lift. Just hang it up by bolt, hook or trolley 
and plug into any standard lighting circuit. 
It's ready to handle all kinds of loads quickly, 
safely, accurately — and at low cost. 





The Zip-Lift is a real wire rope hoist, with 
full magnetic push-button control —the only 
hoist of its kind in the low price field. 





The Zip-Lift is a product of the Harnisch- 
feger Corporation, for 55 years America’s larg- 
est builder of overhead handling equipment. Capacities 


250, 500 
1000 Ibs. 






















nse cORP TION ak 
4538 W. NATIONAL AVENUE MILWAUKEE, WISCONSIN 
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“Williams” and “Vulcan” are trade names specialties. Any Williams’ brand of goods you 


known and accepted everywhere by critical in- sell is your assurance of satisfactory perform- 


dustrial buyers. Dealers who stock and sell any ance in the hands of your customers. If you 


of the above machine shop specialties, which haven't the full facts on the complete 


bear these well-advertised trade names, are seein = . F ‘ 
. tra ay a Williams’ line of industrial, automotive and 


taking the straight, sure road to easier profits. , P — , 
8 ems y aircraft tools, write for this information 
For more than 50 years, Williams have been promptly. All Williams’ tools are fully guaran- 


making top-quality, drop-forged tools and teed. 


J. H. WILLIAMS & CO. HEADQUARTERS FOR 
WRENCH TOOL HOLDERS LATHE DOGS  “C” CLAMPS PIPE VISES PIPE TONGS 


OF ALL 
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EXTREMELY POWERFUL 
Develops the necessary pressure 
to embed the hooks flush in any 
kind of belt and clinch the 
points to make them stay em- 
bedded. 


EASILY CARRIED 
Where a portable lacer is de- 
sired, the Clipper No. 9 can 
easily be taken to the belt. 








Laces belts up 
to 6 inches wide 
in one quick, 
easy operation. 





SCIENTIFIC AC- 

TION of the super- 

P . hard jaws embeds the 

The Greatest Improvement in Portable Belt Lacers in 30 Years. ooks and “sets” them 
in a closed position 

NOW — for the first time in history, there is a PORTABLE lacer that flush with surface of 


‘ "he . : - belt so that the natur- 
will make a perfect joint in any belt. With the Clipper No. 9 Portable ai tendency to spring 


— you can embed hooks FLUSH with the surface of any belt and back is eliminated. 

CLINCH the points. No other portable belt lacer will do this. It takes 

pressure-power measured in tons — not pounds —to lace belts prop- 

erly. Only the Clipper No. 9 provides this power in a portable lacer. : 2 

ATTRACTIVELY priced! Phone your MILL SUPPLY Jobber for [;r04uces 8, straight 

demonstration. loops. Permits larger 
INlustrated Folder: Send for folder describing the sensational Clipper No. 9 size connecting pin. 


Portable Belt Lacer. Distributes pulling 


strain equally on every 
CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U. S.A. hook 


Speed 
Defense By 
NOT 
Interrupting 
Production 





-BELT LACING | 
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That You May 


kkk Tus WORLD HAS NEVER KNOWN 
such need for greater power, volume, speed! 
As the smoke billows from the stacks of the Na- 
tion’s factories in ever increasing tempo, your 
job as an Industrial Distributor grows constantly 
more intense. To feed to industry a never ending 


stream of vital tools is your mounting task; to 
swiftly serve, your keen intent. 


Meeting the pressure of today’s demands is 
your kind of job. And, as you have put your 


organization into high gear, THOR has accel- 
erated with you. 


AT LOS ANGELES this month, an entirely new 
Thor plant addition goes into full production to 
serve the West Coast with portable power tools 
in constantly increasing speed and volume. 

AT AURORA, ILLINOIS the plant capacity thus 
released by the opening of the new Los Angeles 
Factory has been newly equipped with the most 
modern machines, manned by skilled workers, to 


expedite still more the production of Thor tools 
for all America. 


AT ALL THOR PLANTS four tools are being ship- 


ped for every one shipped last year; further in- 
creases in output are being made day by day. 


Thor fers wore! 





PORTABLE ELECTRIC TOOLS 
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Serve More Swiftly . . . 
THOR Is Expanded, Equipped. Producing! 


With increased plant area, Thor is expanded; 
with more new machines, Thor is equipped; 
with greater and greater facilities, Thor is pro- 


ducing more and more tools that you may serve 
more swiftly. 


Despite this, we are working against a growing 
backlog of both direct and indirect defense pro- 
duction. This, obviously, has the right of way... 
and in the time to come it may inflict some hard- 


ship on some users of our products who have 
aided us in building our business. 


That is why we now make this pledge to every 
Thor Distributor, “that every effort we can 
make, not conflicting with our full support of 
the defense program, will be directed toward 
the vitally important objective of meeting YOUR 
needs for YOUR customers.” 

So do not hesitate to send us your orders. 
Send them now. We assure you that we will 
meet your requirements efficiently and as 
promptly as humanly possible — that we will, 
above all, deliver when promised. 

With schedules geared to their peak, our pro- 
duction machine is functioning more swiftly 
and smoothly than ever before. Today, we are 
“riding the beam — On Course... And Flying 


p99 


INDEPENDENT PNEUMATIC TOOL CO. 


600 West Jackson Boulevard, Chicago, IIlinois 
Birmingham, Ala. 


Buffalo, NW. Y. 
Cleveland, Ohio Boston, Mass. Denver, Colorado 
Los Angeles, Calif. Detroit, Michigan New York, N. Y. 
Philadelphia, Pa. Milwaukee, Wisconsin St. Louis, Mo. 
Salt Lake City, Utah Pittsburgh, Pa. 
Toronto, Ontario 


Seattle, Wash. 
San Francisco, Calif. London, England 


Factories at: Los Angeles, California and Aurora, Ill. 
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Medart Power Transmission Service Is 


COMPLETE 








The opportunities in a Medart Distribu- 
torship have never been so outstanding as 
they are now. Vital industries, charged 
with multiplying production facilities 
many times over at ‘‘break-neck’”’ speed, 
are discovering how Medart Distributors 
can relieve them of the complete problem 
of Power Transmission Installation. 

Medart Distributors, backed by an 
engineering staff of power transmission 
experts, relieve the industrial engineering 
staff of many hours of detail work. 


That’s Why Medart Distributors 
Serve Industry to Best Advantage 

















With a complete line of equipment to 
offer, the Medart Transmission Distributor 
also performs many other cost and time 
reducing services for the customer. There 
is only one individual to interview... one 
purchase order to cover the complete job 
... one bill of lading to check ... one ship- 
ment to receive...one invoice to post... 
one invoice to pay...all covered with a 
single responsibility for the successful 
operation of the complete power trans- 
mission installation. 


Let us give you details of the Medart Distributor policy... 
it's sound and meets the requirements of your territory. 


3514 DeKalb St. The Medart Company St. Louis, Missouri 


Gon Power -Tnavel” at Reduced Rates 


@MEDARTE* 
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. » » tor Coolant 
or Transfer Work 


Nos. 225 and 245 


Motor DRIVEN Sell dependable 


CENTRIFUGAL PUMPS eee aes 


lubrication — hydraulic operation 
of machines — and miscellaneous 
combinations. 





a in a a ea ae ee 


& 
Compact A wide variety of types and sizes 


e ege ~ * fi F d ° 
¢ Wide flexibility of installation lichenaaaneee isin 


Tell us your pump needs — 


® Totally-enclosed motors (BS ie moe 
U.S. A. 


® Long-lived design 


RROWN & SHARPF 





Plotting the Same Course! 


JENKINS PUBLICATION 


ADVERTISING 





IN AUGUST, IT’S 


JENKINS SERVICE 


REPRESENTATIVES 





Jenkins 500 Brinell Plug Seat Valve! 





Bulletin 187 A—showing in detail the sturdy con- 
struction and inside reasons for the long life, 
exceptional resistance to wear and low mainte- 


nance cost of Jenkins 300 lb. Bronze Regrinding 
Valves. 


28 


With the same fine teamwork and precision 
we are accustomed to in transcontinental flying, 


Jenkins Service Representatives and Jenkins 


Advertising follow a carefully plotted course 
month after month. 

In August, both will “take-off’—with the in- 
creased sale of Jenkins 500 Brinell Plug Seat 
Regrind-Renew Valve as their objective. 
Jenkins advertising in 28 top-notch Industrial, 
Power Plant, Purchasing and Special industry 
publications will feature this same valve. No 
worthwhile prospect in your territory will be 
missed by the sales-producing messages that 


Jenkins promotion program has planned for 


August. 


Throughout the year, Jenkins printed salesmen 
talk to more than 5'2 million prospects—and 
talk directly for you—because Jenkins advertis- 
ing keeps saying over and over again: —" Prompt 
Delivery offered by your local Supply House”. 
JENKINS BROS., 80 WHITE ST., NEW YORK, N.Y. 
Bridgeport, Conn. ; Atlanta, Ga. ; Boston, Mass. ; Philadel 
phia, Pa.; Chicago, Ill.; Houston, Texas. Jenkins Bros., 
Limited, Montreal; London, England 
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(ive It a Chance. 


To say that the Defense Suppties Rating Plan in its 
first month of operation was distinctly successful would 
he inaccurate. Before the defense problems of the supply 
business are eased, either the Rating Plan must be made 
much more effective or we must expect, new measures 
that will likely be drastic. rigid, compulsory—and dis- 
tasteful. The purpose of these comments is to advocate 
that the industry first give the Rating Plan a fair trial 
in the hope that a more severe form of priorities may be 
avoided, or at least delayed. 

This is no indictment of the Rating Plan. It has its 
faults, to be sure, but its authors knew that at the start. 
Perhaps it inflicts certain hardships in extra bookkeep- 
ing. detail work, annoyance of customers: but these are 
insignificant compared to what might have been. The 
point is, its authors settled on the Rating Plan as the 
lesser of several evils and it represents their best efforts 


to preserve order in this industry during the emergency. 


On the whole, the industry has struggled patiently to 
put the Rating Plan to work. But here and there the 
system has encountered misunderstanding. indifference. 
even resistance. 

Some distributors gave the outline of the plan a quick 
reading, decided it was “too deep” and set it aside 
“until somebody makes me do something about it.” 

Some manufacturers interpreted the plan variously to 
their distributors, causing confusion by the different 


and conflicting requests that were made. 


A few distributors bristled with defiance of what 


they hastily branded “some more damn government 





interference.” Others complacently declared, “Let my 
manufacturers worry I'm a good customer and 
they ll find a way to take care of me.” (You've read 
of business men like that in France—-who refused to 
worry right up to the time the juggernaut. ran over 
them. } 

Now distributors and manufacturers, in being asked 
to gather data on the defense use of supplies, were 
actually being given an important assignment on one 
sector of our country’s present battle line. If any of 
the individuals mentioned above saw the Rating Plan in 
that light our guess is that their response would have 
heen greatly different. 


It is still uncertain whether the Rating Plan is the 
right answer to our problem. But the failure of anyone 
to give his best efforts toward putting the plan to work 
means just that much delay in determining whether this 
system will work or another is needed. The only sound 
way of taking our bearings on this new course is to 
test the plan in operation. Talking about it instead of 
acting on it is detrimental to the defense program itself. 
In this crisis avoidable delay cannot be tolerated; that is 
why the threat of ironbound restrictions—yes, dictatorial 
laws—is always hanging over us. 

Along this line, one sentence in a letter from the 
industry's Defense Committee is significant: “Please,” 
the letter said, “work within the present regulations until 
they are changed.” Note the word “please”—-and ponder 
the fact that you are living in one of the few remaining 
countries where requests are prefaced by “please.” 


Lets keep it that way. Let's cooperate! 
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final, unquestionable proof 
of the success with which this third point of 
Republic’s Distributor Policy has been 
maintained is in the unbroken trail of Re- 
public Rubber installations the country over. 
In all sections, Republic’s price structure 
has proved conducive to aggressive, sound 
competitive selling. In all sections, industry's 
preference for Republic products represents 
an impressive share of the available me- 
chanical rubber business . .. . REPUBLIC 
RUBBER DIVISION OF LEE RUBBER 
& TIRE CORP... YOUNGSTOWN, OHIO. 
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TALK OF THE TRADE 


HANDCUFFED: They've got Harry Pulver (Pulver Machinists 
Supply) all bogged down with new rules, and we don’t mean 
priorities . . . Back at work after a two-week stay in the hospital 
where he had a rather serious operation, Harry is on a diet of no 
golf and only ten cigars to chaw per day, instead of the usual fifteen. 


FRIGHTFULLY HEALTHY: To an old advocate of the sedentary 
life there is terror in the series of cards just received from H. C. 
Cadwallader, Jr. (Standard Shop Equipment) . . . Cad’s one 
of Bernarr McFadden’s disciples and posted the cards while 
on a hike from Washington, D. C. to Danville. N. Y. . . . “Lost 
eight pounds, lot of fun and blisters,” he declares. boisterously. 
while we blanch just thinking of it. 


OPPORTUNIST: This could happen only to Carl Channon (Great 
Lakes Supply) . . . Driving East with Mrs, C. to visit Son Jimmy 
at Ft. Ethan Allen, Carl sensed a disturbing smell of smoke in 
his shiny new Cadillac . . . Investigation revealed a brisk little 
fire amid the seat cushions, and the nearest water a mile away 
at a filling station . . . If this were fiction we wouldn't dare go 
further, but what happened was the fire department from a nearby 
town, out cruising in the countryside, appeared just then, doused No rides accepted 
the flames, thanked Carl for the business and continued prospecting. 


QUICKIE: Hugh Hirshon (W. S. Wilson) headed from the y, ef 


Chicago convention for Florida, unlimbered rod & reel and. the 
first day, hauled in a 75-lb. tarpon. y 


SUCCESS DEPT.: The Dale kids, sons of Jack (Briggs-Weaver | a ‘ 


with their collection of match book covers, copped second prize ue YY 
at last year’s Texas state fair . . . Thirty-three years ago the ~ 
supply department of Vulcan Copper and Supply, Cincinnati, was 

begun, and the first two boys hired were an errand boy. J. S. Waltz. 

and an order clerk, George Sayers . . . Today they are the 

top executives of the company. 


CHICAGO SCENE: Leon Henderson (price commissar) in the 
Stevens barber shop being lathered after talking to the Purchasing 
Agents’ convention . . . And Chet Jersey (Stacy Supply) plying 
him with pertinent questions not touched upon in his script. 


IRONY OF IT: Letter addressed to the gang back at Leighton 
Supply, Fort Dodge, Ia., by Russell Leffler, drafted city desk 
clerk, wails: “Army life is a great thing . . . Being company 
clerk, I am in a room off the main barracks room . . . My room- 
mate is the bugler.” 


BORROWED TIME: Twelve years ago in a pro football game at 
Pittsburgh a player suffered so serious a brain concussion that a 
blood clot settled on the optic nerve, causing blindness and doctors’ 
prediction of no more than a week ‘to live . . . Ice packing 
around the head worked the miracle of dissolving the clot, restor- 
ing sight . . . And today the hero of this little piece, W. K. 
McGreevy (Yale & Towne) can spot a hoist prospect at better 
than 100 yards. J..W. 
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Defense Supplies Ratin 


But distributors and manufacturers labor to comply and O.P.M. officials 


act to strengthen weak points of modified priority system... 


Here are examples of what distributors are doing to cooperate, plus 


further clarification on knotty problems that have been encountered. 


Tue Derense Suppiies Rating Plan 
travelled a rocky road during its first 
month of life but came through in- 
tact and probably even stronger be- 
cause of repairs that had been made 
along the way. 

Considering that an attempt is be- 
ing made to add a whole new phase 
to the operating detail of industrial 
customers, distributors and manufac- 
turers, and that these units are al- 
detail. the 
be said to have 


ready overloaded with 
Rating Plan may 
made good progress toward general 


All eves will be 


few 


acceptance and use. 


upon it for the next weeks o1 


months to see if, after it applies gen- 
erally, it is sufficient to serve the pur- 
pose, or whether some other device is 
needed to maintain the production of 
defense supplies. 

Principal developments concern- 
ing the operation and administration 
of the plan are summarized: 

J. E. Overlock, admin- 
istrator of the Defense Supplies Rat- 
ing Plan, added two to his staff 

David Novick as special consultant 
Actu- 
ally much of the administrative reins 
are now in the hands of Williams. 

Coverage 


Pe; sonnel 


and A. L. Williams, assistant. 


In mid-June the proce- 


dure for getting manufacturers under 
the provisions of the Rating Plan was 
changed from “asking” to “wait- 
ing”. At first forms were sent out 
and manufacturers invited to avail 
themselves of the A-10 rating if they 
needed it. At 


the same time, the plan has been 


Response was slow. 


opened up to admit all who need rat- 
ings but cannot get them otherwise. 
At present, instead of sending forms 
to manufacturers, O.P.M. is making 
it known that forms are available and 
waiting for manufacturers to take the 
first has 
better. 


action. Response been 





A Review of The Plan 


By establishing proportions of de- 
the 


plan is intended to assure delivery 


fense to non-defense business. 
to defense plants of all supplies which 
are produced before it is known what 
they will be used for, i. e.. which are 
manufactured for stock. Introduced 
late in May, it gives an A-10 priority 
rating on that portion of a manu- 
facturers requirements of “scarce 
materials” that he proves is for de- 
fense. 

By recent ruling any manufacturer 
may now apply for admission to the 
plan. 

To secure such a rating. a manu- 
facturer must show what portion of 
his sales is for defense by securing 


sworn affidavits from his distributors 


stating what portion of their sales is 
defense. 

Distributors, in turn, have to deter- 
mine what portion of their sales is 
defense, by asking their customers to 
identify defense orders wherever pos- 
sible, and by filing affidavits with the 
distributor certifying to the defense 
percentage of unidentified orders. 

To assure quick delivery of de- 
of 


stocks from which they are drawn, 


fense orders and_ replacement 
defense orders should be identified 
all along the line, from consumer to 


distributor to manufacturer. 


Pertinent Facts 


Initiative rests with the manufac- 


turer. Distributors should develop 


their defense percentages, but don't 
need to send them to manufacturers 
until they are requested. 

The plan supplements, rather than 
supplants, other forms of priority aid 
such as a defense plant’s individual 
preference rating. 

The plan is historical, i. €.. it sets 
up a priority for future business on 
the basis of past business. 

If 85 per cent or more of total 
sales is analyzed, the defense per- 
centage thus developed will apply to 
100 per cent of a company’s sales. 
If less than 85 percent is analyzed, 
the unidentified portion is considered 
Distributors don’t need 


Merely 


non-defense. 
to analyze sales by lines. 
their overall total. 
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Plan Develops Problems 


The Plan In Operation 


How Western Iron Stores 
Works It 


In Milwaukee. the Western 


Stores Co, early in June instituted a 


Iron 


system for determining its defense 
Walter Ethier. 


vice-president and general manager. 


percentage — which 
says is operating smoothly and with 


a minimum of extra clerical work 
(about half of one girl's time). It 
involves rubber stamping all defense 
orders wherever they are received 

at call counter, telephone desks. ordet 
entering department, or executive 
offices—and carrying the “Defense” 
label through the accounting depart- 
ment on all orders to a big worksheet 
on which total sales, identified orders. 
and customers’ affidavit percentages 
are posted and analyzed at the end of 


the month. 


For May. this distributor used the 


estimating method (which the O.P.M. 
permits for the first, preliminary re- 
port), arriving at a figure of 80 per 
cent defense by contacting 30 lead- 
ing customers. Then. the company’s 
1500-odd accounts were analyzed. 
and it was found that 215 of them 
provided the necessary 85 per cent 
To these 215 
went a brief note explaining the sys- 
tem and providing affidavits which 
they were requested to return. Those 


of total house sales. 


that didn’t come back promptly were 
followed up by telephone. 





About two weeks of each month are spent 
by Aline Lockerbie in preparing defense 
percentage reports. 
rapher and comptometer operator. 


She is also a stenog- 


Now. as the mail is opened each 


morning. the orders bearing a 
priority number. preference rating. 
or other defense identification are 
“Defense”. 


These orders. along with the un- 


immediately — stamped 
identified group. are then written up 
with an original and six carbons on 
the duplicating machine. If an order 
is defense, the clerk stamps both the 
original and the accounting depart- 
ment copy. The latter goes through 
for pricing and on to the bookkeep- 
ing department for daily posting. In 
posting to ledger cards. a “D” is 
typed in front of defense orders. 
After the last ledger entry is made 
at the end of the month, the hig work- 
sheet is posted. Prepared in advance. 
this lists all customers (alphabeti- 
cally. as affidavits are filed), with a 
red check mark in front of the 215 
which compose the required 85 per 
cent of the company’s sales. To this 
sheet are posted the total monthly 
sales and identified order sales. from 
the ledger, and the affidavit percent- 
ages of the 215 selected customers. 
With these totalled. and defense sales 
of unidentified orders computed from 
affidavit percentages, it is simple 
arithmetic: first, to check and make 
sure 85 per cent of total sales have 
been analyzed; and second, to deter- 
mine the distributor’s over-all defense 
percentage. This figure is then fur- 
nished to manufacturers requesting it. 





Walter Ethier (left) explains the system to 
W. C. Teare, who came up from Chicago 
to study it and report on its operation to 
Chicago distributors. 
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Identifying Defense 
Orders 


Distributors everywhere are now 
insisting on the identifieation of de- 
fense orders (many had been doing 
it before to bring pressure to bear on 
their manufacturing sources, but not 
The first 


step was generally a letter to custom. 


on an organized basis). 


ers briefly explaining the plan. why 
the distributor is faced with the neces- 


sity for collecting this information. 





1. SPEC IFIED ON 


HE MATERIA Usk BY 


THIS ORDER IS FOR 


Firm inne 
Order No ns 


— 
n———— 


Preference Rat 











Defense orders transmitted to manufacturers 
should be identified too. Stacy Supply, 
Springfifield, Mass., attaches this slip to 
orders. 


and why it is to the customer's in- 
Next, the outside 


salesmen and telephone men started 


terest to cooperate, 


asking, on each order as it was re- 
ceived, whether it was for defense or 
non-defense, and making a suitable 
notation on the order (usually “D™ 
or “N D”). 
that 
should be labelled on receipt, especi- 


Distributors soon rea- 


lized even non-defense orders 
ally if they were big, to avoid the 
necessity of trying to check back on 
them at the end of the month. Some 
distributors drew up a form to send 
customers after handling an ordet 
received in the mail. This system 
eliminates any obstacle to prompt de 
livery of the merchandise, but has the 
disadvantage that customers are not 
quite so willing to be revealing about 
the nature of their business once thes 
have received the goods. 
i See next page for further 


developments | 
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Defense Supplies Rating Plan Develops Problems  cconinuea 


Industrial Supply 


Chief work of the men in the In- 
dustrial Supply Section of O. P. M. 
last 


the end of reducing the scope of lines 


continued month to be toward 
in Various product groups for the pur- 
pose ol at hieving concentrated pro- 
duction on items in heaviest demand 
by industry. 

For example. representatives of the 
file industry agreed to eliminate 50 
shapes, 25 each of two different types. 
This is expected to be a decided ad- 
Also 


eliminated were 46 sizes of American 


vantage to the steel people. 


pattern files and 268 sizes and types 
of Swiss pattern files. 

Wood screw manufacturers agreed 
to reduce by 57 per cent the number 
of sizes and types produced. It was 
estimated that this would bring an 
increased production of between 15 


ind 25 per cent without installation 


Section Activities 


of any additional equipment. labor. 
more funds or capital expenditure. 
There will be an incidental saving in 
zine, a tare commodity today. 
Hacksaws and bandsaws. as well 
as a great many other lines. are likely 
to be affected by similar actions. In 
these conferences all known manu- 
facturers are invited to participate. 
The purpose is always to simplify and 
standardize the manufacture of such 
tools and supplies, to get as much 
production as possible with the same 
amount of equipment and labor. The 
entire procedure is voluntary on the 
Officials of 
O. P. M. request that manufacturers 


part of manufacturers. 


who can suggest reductions in sizes 
and types of tools. etc.. should ad- 
dress the Industrial Supply Section. 
3415, New Social 


Building. Washington. 


Room Security 


Questions and Answers About the Plan 


(). Must the break 


down his defense sales by lines or 


distributor 
products? Is it enough to report the 
defense percentages of overall sales? 

\. Although this question was an- 
swered in these pages last month. it 
The 


inswer is, “Overall sales are enough. 


has come up repeatedly since. 
breakdown by lines is not needed.” 


Some manufacturers wrote to dis- 
tributors asking for defense percent- 
ages on their particular lines. To 
stop this. the industrial supply indus- 
try’s Defense Committee. under sig- 
Chairman H. K. Clark. 
wrote to manufacturers asking them 
not to make 


distributors.” 


nature of 


such requests. “Few 
said the letter. “are set 
up or sufficiently staffed to provide 
analysis by separate items of prod- 
ucts. To insist that they do so will 
result in a general and serious delay 
in the preparation of affidavits with 
a resulting delay in obtaining benefits 
of the 
Plan. 


and outlined does not include or con- 


Denfense Supplies Rating 


The plan as presently set up 


template analysis of individual lines. 


It provides specifically for an analv- 
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total 
for his entire monthly volume. the 


sis of the distributor's sales 
percentage so obtained to be used as 
the figure in his affidavit to you. If 
you have asked your distributors for 
an analysis of your individual prod- 
uct please correct this impression at 
once.” It is believed that after such 
action. confusion on this point will 
subside. 
(). If a 
plant that has 100 per cent defense 


work 


he insist 


distributor is servine a 


(government contracts) 
that 


(mail or phone) be identified by the 


must 
each order received 
customers priority number. prefer- 
ence rating or contract number? on 
100 per 
cent affidavit to cover all sales to such 


can he use the customer's 
a plant and automatically stamp all 
orders defense? 

\. The law plainly says that the 
number is necessary. \ simple 
method of handling might be to have 
a rubber stamp made. leaving space 
for the number to be written in on 
the order. In using the affidavit plan 
(less favored by Priorities than iden- 
tification’ it should be remembered 


MILL SUPPLIES © JULY, 1941 


that this is “historical.” applying to 
business already done. 

Q. What about servicing the rail- 
roads? Can distributors list sup- 
plies sold to these accounts for main- 
tenance and repair of rolling stock as 
defense supplies? 

A. To date these must go down 


Although — the 


Administration 


as “non-defense”. 
Office of Price and 
Civilian Supply announced a list of 
26 essential civilian industries to get 
ratings on July 1, it is believed the 
rating will be in “B” classification, 
Un- 


less a later letter from the adminis- 


too low to count as “defense”. 


trator of the Defense Supplies Rating 
Plan permits such industries to be in- 
cluded, their purchases from the dis- 
tributor are classified as non-defense. 
The industries listed are: Railroads, 
street railway, subway, elevated and 
interurban lines: commercial  air- 
lines: commercial operation of motor 
buses: lake. ocean, river and canal 
shipping: oil and gas pipelines; com- 
mercial operation of motor trucks; 
highway maintenance: — telephone, 
telegraph and radio commercial com- 
commercial 


munication, — including 


broadcasting. Also production and 
distribution of electrical energy, gas 
and water: sewer service: petroleum 
»roduction and refining: food process- 
ing and storing: farm equipment; 
mining and quarrying; coke convert- 
ing: metallurgical plants engaged in 
production of raw materials, produc- 
tion of chemicals; fire and police pro- 
tective services: industrial and aca- 
demic research; hospitals. clinics, san- 
atoria; public buildings. institutions. 
schools, parks. Also it was announced 
that equipment 
would be allocated to construct and 


materials and new 
repair machinery needed by the can- 
the incom- 


and 


ning industry to handle 
ing crop of perishable fruits 
vegetables. 

Q. What about such government 
organizations as the National Youth 
Administration. which operates shops 
for the training of apprentices. Can 
sales to such customers as these be 
classed as “defense” ? 

\. This likely 


the head of “industrial and academic 


would come under 


UMI 











UMI 


research” covered in the list (above) 
and the same answer would apply. 
Q. What is the distributor to do 
about customers who refuse to sign 
an affidavit until it is mandatory? 
A. The first thing would be to try 
to make the customer see the light. 


There is a strong possibility that 


future conditions may make it im- 
possible for the distributor to con- 
tinue furnishing critical items to a 
customer who is classified as 100 per 
cent non-defense. and in such a case 
as this there would be no other classi- 
fication for him. 


(Continued on page 112) 


Inventory Controls 


Essential Points for 
Distributors to Know 


1. General Metals Order No. | 
(issued May 1) is intended to prevent 
excess inventory accumulations of the 
following metals: Antimony: cad- 


mium: chromium: cobalt; ferrous 
alloys: iridium: iron and steel prod- 
ucts. including rolled, drawn. forg- 
ings. castings, pig iron; lead; man- 
ganese; mercury; molybdenum; non- 
ferrous alloys: tin: vanadium; sec- 
ondary materials or scrap containing 
any of the metals listed here. 

2. Distributors are now classed as 
“customers” and must furnish an 
affidavit to their suppliers on Form 
PD-19A once each month if such 
metals are bought in semi-processed 
Distribu- 
tors are not suppliers hence need not 
bother with Form PD-19B, the sup- 
plier’s form. Under a recent ruling 
the customer’s form (PD-19A) need 
be furnished to the supplier only: 
distributors need not send a dupli- 
cate copy to Priorities Division. 

3. “Semi-processed or 


or premanufacturing form. 


premanu- 
facturing form” is interpreted as 
“any form which necessitates further 
processing or manufacturing before 
assuming the finished form in which 
it is to be ultimately used”. An item 


is considered as in finished form 
when it is ready either as a finished 
part for assembly without change or 
for ultimate use as a separate unit. 
Pistons. valves, pipe, I-beams, bolts. 
wire, spikes, etc., are considered as 
being in finished form. 

4. In returning Form PD-19A it is 
not necessary to provide an inven- 
tory. 

5. The ruling is not intended to in- 
terfere with normal seasonal inven- 
tory buving providing such buying is 


necessary for meeting usual seasonal 
production requirements. 

6. Form PD-\9A is in no way to 
be confused with the affidavits used 
under the Dejense Supplies Rating 
Plan. 

7. Life of the order, schedule to 
expire July 15. has been extended to 
October 15. 


Steel Preferences 


\ subsequent order by the Priori- 
ties Division gives defense needs and 
essential civilian requirements first 
call on all forms of steel. Pig iron. 
ferro-alloys, steel ingots and castings, 
plus all carbon and alloy steel prod- 
ucts were covered. Key points of the 
order are: 

1. Producers of these materials 
shall fulfill present and future de- 
fense orders. giving them preference 
to assure deliveries in accordance 
with delivery schedules. 

2. Any customer whose deliveries 
of these products have been delayed 
unreasonably. or any prospective cus- 
tomer whose order has been rejected 
by a producer, may file Form PD-32 
with Priorities Division, setting forth 
the facts in the case. 

3. On receiving this form, Priori- 
PD-32A, ad- 
the producer, if 
Within five days 


producer must submit a sworn state- 


ties will issue Form 


dressed to facts 


justify such action. 


ment to Priorities Division setting 
forth details of the cause for the de- 
lay in delivery or rejection of the 
order. 

1. Priorities will act according to 
its interpretation of the facts. 

5. Producers receiving Form PD- 
352A must submit for inspection any 
and all records. documents and data 
in connection with the delivery of 


the orders in question. 
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Defense News 


Aluminum.—Even scrap aluminum 
was brought under full priority con- 
trol by a June 11 order from E. R. 
Stettinius, Jr.. Director of Priorities. 
Orders previously issued control the 
distribution of primary and second- 
ary aluminum. The new order pro- 
vides that virtually all scrap will go 
into defense channels, unless specific 
exceptions are made by O. P. M. The 
aluminum shortage was brought into 
popular focus early in July when 
New York’s Mayor LaGuardia, Di- 
rector of Civilian Defense, announced 
that July 21 had been set for the be- 
ginning of the nation wide collection 
of old aluminum to be thrown into a 
giant scrap heap for national de- 
fense. 
Copper.—Copper was added to the 
list of vital 
mandatory. industry-wide control on 
May 31. 


allocation program was announced to 


defense metals under 
At the same time, a civilian 


ration the metal equitably to civilian 
uses. Two weeks later this order was 
amended to allow refiners to make 
full shipment to any customer in any 
month in which the customer's total 


commitments do not exceed one car- 
load. 

Zinc.—Zine was next, with full 
priority control announced by Stet- 
Effective July 1. 
the order provides that all defense 
needs shall be filled first, and an 


emergency pool developed for urgent 


tinius on June 11. 


needs, Previously, zine had been 
under partial control through a pro- 
duction pool to which producers had 
heen required to contribute a certain 
percentage of their production (22 
per cent in June). Zine is essential 
in defense for galvanizing, die cast- 
ing and brass making (military brass 
requires large quantities of zinc). 
Stainless Steel.—To conserve nickel 
by reducing the amount of primary 
metal in nickel-bearing stainless steel. 
the O. P. M. issued an order on June 
19 which limits the amount of pri- 
mary nickel to 40 per cent of the total 
nickel content. The rest must be 
made up of nickel-bearing scrap. 


(Continued on page 113) 
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Steel framework of one of the two power houses located in the acid area nears completion. Approximately 750 buildings are to be erected 


in the 6.5 square miles of the Kankakee Ordnance Plant. 


The Federal Government will spend over seven billion dollars for ordnance. 


A New Market: Munitions 


The "Keep Out" signs mean you. But by conforming fo the rules, distributor 


salesmen can develop a hefty volume from the blossoming ordnance plants. 


WHEN THE ARMY undertakes to build 
a munitions plant. it refuses to be 
satisfied with half-way measures. All 
precautions are taken to assure the 
maximum efficiency. safety and speed 
in the completion of the assigned task. 
All the checking in and out. register- 
ing of cars, and adherence to a dozen 
other set regulations seems like piling 
red tape on top of red tape. But there 
is a sound reason for these regulations 
or the Army wouldn't have them. And 
the distributor's salesman who co- 
operates wholeheartedly is amply re- 


warded. Take the case ol Don Mateer. 


Barrett Hardware Co.. Joliet. who 
slipped into the groove on the 1&8 
million dollar Kankakee Ordnance 


Works last winter. and from it has 


built substantial extra sales volume. 
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By Frank J. CLueary. Western Editor 





Don Mateer tells how to give “all out serv- 


ice’ to ordnance plants. He has been with 
Barrett Hardware 47 years. 


MILL SUPPLIES © JULY, 1941 


Kankakee Ordnance Works, located 
several miles south of Joliet. is one 
of three plants being built for the 
manufacture of T.N.T. and D.N.T., 
explosives to be used by shell-loading 
plants elsewhere. Contracts for the 
building of the plant were let to Stone 
& Webster Engineering Corp. last 
Work actually 
November 21. but the 


and contractor personnel didn’t move 


September. started 


about Army 
into the temperoray administration 
building until the first week of Janu- 
ary. 1941. Lt. Colonel T. C. Gerber 
then assumed command and _ estab- 
lished a rigid control over traffic in 
and out of the plant. With 35 square 
miles of plant property to guard and 
19 miles of fence to patrol. it’s quite 
obvious the Army couldn't afford to 








Adjacent to the machine shop is the blacksmith shop. 
supervises both groups, sends in requisitions. 


let salesmen, truck drivers, or sight- 
seers wander all over the grounds, tie 
up the inflow of materials, impede the 
progress of construction and leave the 
door open for sabotage. 

Don Mateer made his first appear- 
ance on the job early in November 
He contacted J. P. Piper, chief pur- 
chasing agent for Stone & Webster. 
gave a thorough resumé of the Barrett 
Hardware services and left a catalog. 
Within a few days his first order came 
through: 100 dozen pick handles, LOO 
dozen picks and 100 dozen shovels. 
This was the beginning of a continu- 
ous barrage of orders running from 
acetylene welding equipment, powe1 
saws. pipe cutting machines, portable 
electric tools, all kinds of hand tools. 
pumps, hose (water, air, welding), 


rope and so on through the book. 





“Because of the splendid cooperation of 
the industrial distributor in servicing this 
job from stocks on hand, we have been able 
to keep the project well on schedule,” says 
J. P. Piper, chief purchasing agent for Stone 
& Webster, prime contractor on the big new 
Kankakee Ordnance Works. Don Mateer is 
selling the Works many items of supplies. 





Foreman (in white Panama hat) 


As work progressed on the manu- 
facturing area of the plant (which is 
confined to 6.5 square miles and calls 
for ultimate construction of some 750 
buildings). orders came faster and 
Army restrictions grew tighter. The 
plant personnel increased from 950 to 
7.000 Mr. 


Piper. as purchasing agent for the 


within six months and 
prime contractor, expanded his de- 
partment by adding several assistants. 

Construction work was broken up 
into eight separate divisions. each 
with its own superintendent and per- 
sonnel. Requisitions from these super- 
intendents for equipment and supplies 
are siphoned into the central purchas- 
ing bureau, sorted out promptly. and 
given to the proper assistant buyer. 
Stone & Webster further divided the 


work by sub-contracting special jobs 


One of the many machine shops located on the grounds. 
shifts. 
siphoned into the central purchasing department. 
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This is ‘out of bounds” for the distributor's salesmen. 





Hottest phone in Joliet is at Ray Dudek's 
ear. In his right fist are a batch of phone 
quotations to be compiled that evening, 
ready for delivery the following morning. 


to about twenty different contractors 
who are furnished all material neces- 
sary for each job, but must supply 
their own equipment. 

\ rule was made and is enforced 
by armed guards that no salesman (or 
that 
enter the construction area for the 


any outsider for matter) can 
purpose of soliciting business or put- 
This 


meant that Mr. Mateer had to revise 


ting on sales demonstrations. 


his sales approach, concentrate his 
efforts solely on the purchasing de- 
partment. and practically eliminate 
all field contacts. On special requests 
for information on equipment he is 
permitted within the manufacturing 
area. Accompanied by a guard, he 
drives to the specific job, makes his 


suggestions and is escorted out of the 


(Continued on page 122) 


Skilled machinists work in two 
The shop's requisitions are 
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Interior of typical greenhouse. 





Courteay Armstrong Machine Works 


Distributor salesman has a good cus- 


tomer here for pipe, valves, fittings, hose, shovels, wheelbarrows and pumps. 


at About Greenhouses? 


Despite the pressure of defense business, this distributor sales- 


man finds time to build volume under glass—with more to come. 


sy R. J. BRanuam 


Indianapolis Belting & Sapply Co. 


A SALES OPPORTUNITY which distrib- 


utor salesmen are likely to overlook, 
in the rush of defense business, is the 
one whose production lines are cov- 
ered with glass—-the greenhouse. Al- 
though they buy the whole year 
around, their “heavy” buying season 
is just arriving. And their require- 
ments are fairly normal, being mostly 
standard shelf items. Because they 
are always on the lookout for ways 
and means of improving the quantity 
and quality of their products, most 
growers are open to suggestions from 
distributors’ salesmen for more eff- 
cient plant operation. 

Like other industries. growers can- 
not afford to stand still. Consequently. 
new glass is set up regularly. existing 
houses expanded, and heating and 
temperature control systems changed 
or renovated. In dollars and cents 


this means volume for the salesman 
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R. J. "Bob" Branham starts early in the 
spring to build replacement business with 
local green houses. 


in steam traps, pipe, regulating and 
reducing valves, fittings, packings and 
other steam specialties. Some of the 
other items needed for replacement 
are: mechanical rubber goods (mostly 
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water hose). shovels. wheelbarrows, 
and various types of pumps. Green- 
houses are also big users of paint be- 
cause the steady moisture rapidly 
rusts metal framework and_ necessi- 
tates frequent application of a pro- 
tective coating. Unit heaters, too, are 
making an appearance in many sort- 
ing and shipping rooms. These are 
installed mainly for the comfort of 
workers. The latest development, 
however, is the instant copper tube 
steam water heater used in warming 
water for spraying young plants. 
Growers have learned that spraying 
with cold water shocks and stunts the 
growth of young plants, thus reducing 
the quantity and quality of yield. 

It is true that most greenhouse 
owners consider mid-summer _ the 
ideal time to repair last winter’s rav- 
ages and to prepare for the next, yet 
many today are not hesitating to make 
changes even in the dead of winter. 
This is especially true regarding the 

(Continued on page 117) 
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Proper Lubrication 


Keeps Wire Rope Fit 


Wire rope has hundreds of "bearings," 


all of which should be lubricated. 


UNDER MOST operating conditions. 
wire rope needs considerable quanti- 
ties of lubricant. As one salesman (a 
westerner who has made it his busi- 
ness to learn how to keep his custom- 
ers cables healthy) explains it. “Wire 
rope has a great multitude of steel 
bearings. where adjacent strands 
touch each other and rub. Each of 
these surface contacts should be lubri- 
cated just as thoroughly as any other 
type of mechanical bearing, because 
the rope is constantly being stretched 
and stressed. which develops friction. 
Therefore a grease for use on wire 
rope should be pliable, and of such 
viscosity to penetrate readily to all 
bearing surfaces.” 

Often wire rope is used in contact 
with water. our informant points out. 
“In these cases a water-repellant 
grease should be used. Some people 
think all greases are water-repellant 
because walter appears to slip off 
them. This is not true, since many 
greases emulsify readily with water.” 
he points out. 

“There are exceptions to every 
rule. and the exception to the rules of 
wire rope lubrication crops up where 
excessive dust and dirt conditions pre- 
vail. It is often advisable, under these 
conditions, to use no lubricant what- 
ever, depending solely on the original 
factory lubrication. because any lubri- 
cant on the outside of the rope will 
pick up dust and form an effective 
grinding compound.” 

Grease designed especially for wire 
rope lubrication comes in both liquid 
and semi-solid form. The liquid form 
is generally used on tram lines where 
it can be fed with an automatic oiler 
that travels on the line. The semi-solid 


form is used on hoisting rope and is 


For hoists and similar applications, wire rope 
can be lubricated by the more economical 
semi-solid grease. 





























more economical. as a rule, than a 


liquid grease. The semi-solid is ap- 
plied by means of a grease box. 
broom, or brush. 

“Occasionally. one encounters a 
customer who contends that crankcase 
drainings or crude oil are good 
enough to use as wire rope lubri- 
cants.” our western salesman points 
out. “This argument can be answered 
by explaining that both of these prod- 
ucts are acid in character, and there 
fore highly corrosive. They should 
never be used on wire rope.” 

Some manufacturers of jubricants 
have special types to be used at regu- 


lar intervals to purge the rope of all 
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Liquid grease, distributed from an 
automatic feeder, is usually used to 
lubricate the wire rope of tramways. 


os 


a 


; 


old grease and foreign substances. 
These “physics” are effective in keep 
ing wire rope “regular” and in good 
health. 

The proper wire rope lubricant is 
not simply an aid to longer life, or a 
means of saving the user a few dol 
lars. It also has a very important 
safety function. Says this salesman: 

“Next to the hangman’s rope. 
there's nothing Vd like less to ride 
than a badly lubricated wire rope. 
Too often. when a cage drops or a 
hoist tackle breaks, analysis of the 
accident shows that the ropes were 
corroded by dangerous lubricating 


compounds.” 


ontest N 


ets $30,000 Sales 








WHY IT WORKED 


Live mailing list. With names recently com- 
piled, by salesmen, the list had no “dead wood.” 

ictive follow-up. Salesmen called on prospects 
shortly after the latter received their cards 
while the subject was fresh in their minds. 


Copy was simple, brief. The mailing pieces 





told their story quickly, didn’t presume to ex- 
pect much reading time from prospects. 


Sustained interest. The promise of a free gift 
injected an element of suspense. encouraged 
prospects to keep their cards. 


Good timing. Holidays were over. and pros- 
pects were back at work. The company had 
Vews a new line to announce. The year’s 
production schedules were started, and new 








maintenance appropriations were approved. 











QOULICK RECOGNITION atnong local buy- 
ers as the official distributor of a lead- 
ing line of mechanical rubber goods 
which had just been taken on was ob- 
tained for Chandler-Bovd Co.. Pitts- 
hurgh. early this year by staging a 
four-months’ sales contest, supported 
throughout that period by an inten- 
sive direct-mail campaign to selected 


prospe ts 
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In taking on the new line, Chandler- 
Boyd sensed a three-way problem: 
(1) establishing itself among local 
buvers as the new distributor. +2) 
learning the needs and buying habits 
of Pittsburgh rubber purchasers, and 
(3) developing the enthusiasm and 
effectiveness of salesmen on the new 
line. These objectives were to be 


attained in the shortest possible time. 
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\. J. Williams. general manager, 
and W. F. Viehman. sales promotion 
manager. between them worked out a 
coordinated plan of market research, 
direct-mail advertising. and sales 
stimulation which achieved their ob- 
jectives inside of four months. 

In November salesmen were asked 
to query at least ten good prospects 


for mechanical rubber goods. filling 








UMI 


And Sets Up New Line 


Closely coordinated with a direct-mail program, this contest helped establish the house 


as the official distributor of a new line, while schooling salesmen in its volume possibilities. 


out a questionnaire for each and 
bringing the data back to the office for 
analysis. A total of 474 question- 
naires were secured. enabling the staff 
to develop a valuable picture of the 
specific need and buying habits of 
Pittsburgh buyers of the new line. 

The contest was started simultane- 
ously (middle of November) with a 
qualifying period in which salesmen 
were instructed to turn in a selection 
of buyers’ names, for use in the sub- 
sequent direct-mail campaign, and to 
draw up an itinerary of calls to be 
made during January and February 
(the intensive selling period). 

To the 1575 names provided by the 
salesmen went an introductory letter, 
late in December, wishing the pros- 
pects a “Happy Goodyear” and telling 
them that a series of postcards would 
he sent over a period of eight weeks 
to acquaint them with eight leading 
products in the line. Each card, the 
prospect was told, would bear one of 
the letters in the name, and that by 
saving the cards and mailing them 
back to Chandler-Boyd at the end of 
the period, the prospect would receive 
a gift “well worth the time and effort 
in saving the cards.” This provided 
continuity, and maintained interest by 
injecting an element of suspense, 
while at the same time made a single- 
shot impression on the trade with one 
of the leading products in the line. 

At the end of the eight weeks’ 
period, several hundred sets of cards 
were returned to Chandler-Boyd 
evidence in itself that the direct-mail 
portion of the campaign was success- 
ful (it was then discovered that many 
new prospects had been uncovered, 
and the direct-mail campaign was re- 
peated on a supplementary list of 500 
names}. 

Meanwhile. Chandler-Boyd  sales- 
men were talking up mechanical rub- 


ber goods for fair, following the call 


FINAL BOX SCORE 





Dollar 

Salesman Volume 
Be Does cee $1111.30 
ye ee $.515.07 
a ee 9.106. 96* 
Ny, a 1.370.65 
ee $1.33°* 
| a re rele 824.45 
a eee Bie tore ate Sole 370.56 
ee nee 1,057.90 
hae savas ele 2.271.01 
ee, 30.25%: yeas econ 124.65 
Se 936.82 
ee 983.32 
a) 


3,986.15 


$27,010.17 


Number of 


Number Customers Standings 
Of Orders Sold (points) 

50 28 3525 

38 23 2875 

35 15 1810 

37 20 1770 

17 16 1755 

26 5 1140 

17 13 1100 

36 23 1080 

16 7 975 

21 16 830 

13 4 155 

10 5 40 

7 3 410 

323 178 


* Winner of special prize for greatest volume. 
** Seven delayed shipments not included. 





schedule drawn up by themselves, and 
where possible discussing in greater 
detail the product featured in each 
week’s postcard. They had helped 
plan the campaign so they were sold 





DOLLAR VOLUME PRODUCED 


By Products 


Transmission belts........ 


$ 3,307.58 


Agricultural belts. ........ 407.03 
WE Xen Gis paneer 224.04 
Conveyor DONS. ccccciccese SERS 
Elevator belts... 02.00.00. 1,416.57 
ee ee 4,343.50 
WIG BOGE... iie ev cecees 161.17 
ae ee 2,160.40 
SS eee 1,297.84 
Carmen NOG. .<..< cc ec avces 311.83 
SOMMATY OSC. cc 60sec cs 19.68 
i re 876.67 
Agricultural spray hose... . 3.11 
Sand blast hose........... 56.87 
Water suction hose. ....... 267.78 
Gasoline heee. 066 sivcscs 79.31 
Railroad hose............. 997.88 
Paint and solvent hose... .. 22.22 
(Hose of all kinds. .814,000.06) 
ee 161.05 
Matting ees 219.97 
Sheet packing.... 355.26 
Mine trolley guards. ....... 203.22 
Tires 115.98 
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on it. And having studied their pros- 
(from the 
naires), together with the features of 
their new line, they were well fortified 


pects’ needs question- 


to discuss specifications, prices and 
recommendations to the prospect. 

“This contest exceeded by far any 
type of campaign we have ever put 
on,” says Mr. Williams (and he, with 
Mr. Viehman, has staged some of the 
most outstanding sales promotion 
campaigns in the industry). 

Results by salesmen and by prod- 
ucts sold are given in the accompany- 
ing tables. Total sales volume on the 


line follows: 


Pow.. 1S to Bee. B.scccsc. 


$5.453.55 


December. 1940. ........ $.057.15 
January, 1941............. 12,273.45 
February, 1941......... 5.121.50 


$30,905.65 


$27.010.17 
3.895.48 


Reported by salesmen..... 
Office and miscellaneous. .. 


$30,905.65 


sy products, and number of orders 


(Continued on page 123) 
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Harnessing the Tempest 


Modern air tools are fed through new types of air lines. Here is a 


review of some of the present day air-line fittings and their uses. 


fiME WAS when connections between 
compressor and air tools were just so 
many lengths of pipe and hose, tied 
together with pipe fittings. But 100- 
lb. air pressure is hard to control 
nipples blew out, tools wore rapidly 
under an internal sand and grit blast. 
hoses rotted under oil that the tools 
were starved for. 

All that is changed now. To new- 
er oil-resisting hose, fittings manu- 
facturers have added separators, tool 
lubricators, various types of safety 
couplings and other elements. so that 
air today can be delivered at any 
desired point in controlled quantities 
and at predetermined pressures. 

Our purpose here is to discuss the 
fittings which make this possible 
the elements between the permanent 
air piping and the air tool, excluding 
the hose. which has been discussed 
frequently before. 

Primary problem on any airline is 
to connect lengths of hose easily, 
We used 


to use simple nipples, held in place 


readily, and still securely. 


in the hose end with wire clamping 
rings. The problem was to get clamp- 
so that the 
hose structure wasn’t cut and still the 


ing pressure just right 


nipple held securely. 
Modern connecting methods tend 
While 


the standard nipple is still used in 


to remove this uncertainty. 
many plants, it is clamped with spe 
cial wire arrangements or clamps 
which incorporate a locking device 
to keep the nipple from blowing out 
of the hose end. Some types replace 
the clamp with a ferrule which slips 
over the neck of the nipple. then is 
corrugated or crimped with a special 
vise fixture. Becoming increasingly 


quick-detachable 


couplers, made male and female so 


common are the 


they can be joined together without 


adapters, couplings. or any other 
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By E. J. ’ 


“with a quarter turn. 


added element. Most of these coup- 
lers are designed to lock and seal 
They can be 
used inside or outside. 

Many companies now use air for 
chip-blowing. dusting. press-ejection. 
painting, and dozens of other jobs in 
addition to serving more conventional 
air tools. Such companies usually 
have service air lines running all 


over the plant. copiously equipped 


Button-operated blowgun cleaning out bored hole in a lathe. 


Compressed air is widely used for blowing 
chips from small parts. 
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PANGERMAN. Technical Editor 


with outlet valves. Standard lever- 
operated plug valves. globe valves and 
a variety of others are used for such 
service. but specials are also avail- 
able. I know of two types. one com- 
bining the coupler and a valve. the 
In the 


latter. the female element incorpo- 


other a special plug-in unit. 


rates an automatic valve and a lock- 
When the male element 
locked 


ing sleeve. 


is securely 


is plugged in. it 





Note hook for hanging up. 





Lever-operated blow gun cleaning off pat- 
terns and removing loose molding sand. 


bad 
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by the sleeve and at the same time 
opens the valve. A quarter turn of 
the locking sleeve releases the male 
element and shuts the valve—all in 
one operation. 

Every so often. some inconsider- 
ate locomotive. shop truck, or sleel- 
plate section. cuts up a hose. Of course 
couplings can be inserted—thus mak- 
ing two shorter hoses. or a repair 
nipple or “mender™” can be inserted. 
These are normally double nipples 
which can be shoved into the hose 
ends and clamped in the usual way. 

Youll find your customers using 
air to apply pressure on a tank or 
container—such as those used in spray 
painting. sausage stuffing, automatic 
lubricating. and oil blow torches. 
Such tanks should always carry sev- 
eral accessories, such as a good gage 
and a drain cock. If pressure must 
be held at some desired level. a regu- 
lator or pressure-reducing valve is 
One of the latter, for ex- 
ample, is capable of taking air at 


essential. 


200 lb. pressure and reducing it to 





any pressure desired between 30 and 
100. lb. per sq. in. Regulators are 
also essential to control force of a 
spray. pressure on some stufling de- 
vices. and for similar jobs. 

If air pressure is just put on a tank 
or vessel in the same way it is put on 
a tire, the same type of valve can be 
used. Such a tank valve is operated 
by a companion valve, called an “air 
chuck”. on the delivery hose. 

Most shop air lines carry pressures 
of about 100 Ib. per sq. in. and are 
controlled at such a pressure by a 
pop safety valve on the air receives 
or compressor, \ here lower pres- 
sures must not be exceeded—as on 
clamping devices. squeezers and bend- 
ing machines—it is necessary to pul 
a pop safety valve on the pressure 
cylinder as well. In other cases. a 
check valve must be used so that air 
can flow in, but a mixture cannot 
flow back into the hose—in other 
words, flow is permitted in one direc- 
tion only. 


Air clamping cylinders, gages, and 


Safety press-operating device utilizing air to operate the clutch for single strokes. Both 
hands must be on operating handles before the device will work. 
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the like. normally must have air al 
ternately on both sides of the piston. 
For such double-acting units. a }-way 
valve is required. On other types of 
work, a 3-way valve may do the trick, 
For air chucks on machines where 
chuck rotation is required, a rotating 


(Continued on page 120) 
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Here is a proper airline setup. Note that 
the female coupling (which in this case in- 
cludes a rubber gasket) is below the male, 
so that air flows from male to female, thus 
avoiding blowing out the gasket when the 
hose is blown out. Beside the hose length 
is a series of hose couplings. In order from 
the top, they include a male coupling end 
with outside pipe connection, a female end 
with ribbed shank to insert into hose, a male 
end of the same type, a female end with 
outside thread pipe connection, a Y fitting 
with threaded male main stem and male 
couplings on the branches, a Y fitting with 
female main stem and valves added to the 
branches, and a plain Y fitting with female 
main stem and male branches. 
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Simply keeping the conveying, lighting 
and handling equipment in a meat packing 
plant operating efficiently provides a steady 
market for the Omaha salesmen. At left, 
hogs driven from holding pens are shackled 
by one hind foot, hooked on elevator and 
hoisted head downward to an overhead rail 
preparatory to slaughtering. 


Photo courteay Armour & Co 





Laden with Interstate catalog, price book 


and manufacturers’ literature, Sid Neal 
starts the day off with a call at one of the 
packing houses. 


Selling the Packers 


In Omaha, 


buyers "between runs" of the meat packing plants. 


Omana, Gate City of the West. is 
essentially a warehousing and dis- 
tributing center for Nebraska. the 


Dakotas. Kansas and parts of Mis- 
sourit and lowa. Manufacturing plays 
such a minor role in this city of 21 4- 
000 people that the industrial dis- 
tributor has to adapt his selling to a 
market, 


tion and the major stress on volume- 


broad with little specializa- 
building over a wide range of items. 
Thus the 
salesman in this territory is a ver- 
satile “jack-of-all-trades.” He hops 
from small machine shop into large 


drills, 


successful distributor's 


houses. Dis usses 


packing 


44 


with the 


master mechanic and, hardly chang- 


lathes, chucks, grinders. etc., 


ing his stride, goes into a sales talk 


on rotary. centrifugal, deep well 
pumps, packing, belting. conveyor or 
transmission equipment. 

Timing is the important factor in 
covering Omaha. Hence. the average 
salesman must adhere closely to a 
planned routine of calls with enough 
leeway left for emergency calls and 
missionary work. 

In order to get a picture of the dis- 
tributor’s job in selling this territory, 


Neal of Inter- 


state Machinery & Supply Co. puts 


let's see how Sidney 
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salesmen time their calls to catch 










in a day with the pac 
creameries. 

As regular as c 
Tuesday and Friday & 
Neal hustles out of th 
chinery & Supply Co. 
and heads southware 
valley of South Omak 
major meat packing 
\rmour. Cudahy and 
a prevailing south wit 
trouble in timing his Be he- 
cause the bawling of cattle in feeding 
and fattening pens rises well above all 


other noises. 


Tuesday at the packing plants is 

















usually a “dark day.” All cattle. hogs 
and sheep purchased the previous 
week were slaughtered, cleaned up 
and processed by closing time on Sat- 
urday. On Tuesday the packing house 
buyers spend dickering with brokers 
and commission men for a new lot 
slaughtering the 
Only a skeleton 
in the plants for 


to be delivered for 
following morning. 
crew is maintained 
cleaning up odds and ends, and for 
making necessary repairs. The ma- 
chine shop (each packing house has 
a large one) works full time as does 
the power plant. 

Purchasing agents spend greater 
part of Monday gathering requisi- 
tions from the various departments. 


scanning the specifications and get- 
ting them ready for salesmen the 


following day. Tuesday. The same 


wt: 


ae 


% 


Water is a vital necessity for both creameries and packing houses. 
Both use immense quantities for processing and cleaning. Sid Neal 
discusses installation of a deep well pump, twin to one shown, with 
Richard "'Red'' Whalen, chief engineer of Fairmont Creamery Co. 


procedure is followed on Thursday. 
Hence. by mutual agreement with 
the purchasing agents. distributors 
men make Tuesdays and Fridays their 
regular packing house stops. 

Each plant p.a. usually has one o1 
two assistants to whom he delegates 
the authority of purchasing specific 
supplies and equipment. Thus. forti- 
fied 


price 


with Interstate’s catalog and 
book. Neal 
plant's main office and asks for the 


After eight 


sears of contact this has merely 


marches into a 
chap he wishes to see. 
he- 
come a formality in most cases. for 
he's expected and the buyer usually 
greets him with a wave of the hand. 
When Sid’s turn arrives he moves in 
to occupy a chair just vacated by an- 


other salesman. 


The buver pulls out a sheaf of 






















requisitions and checks specifications 
with Neal. If everything checks and 
he can deliver what plant needs. 
buver says okay and he makes a no- 
tation in a vest pocket notebook. This 
is an order to be filled out on regular 
form after returning to Interstate 
office. During the depression packing 
plants pared office and mailing ex- 
penses to bone by eliminating mailing 
of order confirmations. Supply houses 

deliver eoods. send a bill 
the the 


salesman at the time of the call. and 


simply 


with order number given 
the plant sends a check in’ payment. 

Tuesdays and Fridays are by no 
means the only days Neal can con- 
tact these plants. Quite frequently he 
is called out to work with plant engi- 
heer or maintenance chief on special 
problems. It is on these occasions 
that he real, thoughtful 


sales engineering service. The call is 


renders a 






usually placed through the purchas- 






ing department. however, and Sid 







very carefully checks in with this de- 


partment before going down into the 






plant. Packing houses are very jeal- 












ous in guarding their methods of 


(Continued on page 126) 






Sid Neal usually goes directly to chief engineer 
in creameries. Works through p.a. when call- 
ing on large meat packing houses. 













Machine shops are maintained in both packing 
houses and creameries, use a wide range of 
tools and equipment for maintenance work. Sid 
Neal and Lou Oldt, machinist, check operations 
of a new chuck. 
































SALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


it originally appeared. 


Most Top-Notch Salesmen 
Are 40 to 50 Years Old 


lo determine the “best” age of sales- 
men, Cy Norton analyzed the results 
of a survey conducted among purchas- 
ing agents —who should know—in which 
more than 300 salesmen’s interviews 
were covered. Here are his conclusions: 

1. The 20-30 age group is. on the 
average. preponderantly “poor” and 
“fair” as salesmen. Of course. it is 
necessary to start salesmen in this age 
group. so that they will get experience. 
The survey suggests that young salesmen 
need much more training than they are 
getting so they can advance more 
rapidly. That this is being done in some 
cases is shown by the fact that eight per 
cent in this group were rated “excellent” 
by purchasing agents. 

2. From 30 to 40 is a “good age” 





for “good” salesmen. Nearly half of 
the men studied in this group were 
rated “good” although only nineteen 
per cent were “excellent.” 

3. The biggest percentage of “excel- 
lent” salesmen occurs in the 40 to 50 
years age group. This is attributed to 
the fact that they have been able to 
build up a fund of experience. 

t. Results in the 50 to 60 age group 
prove conclusively that men in this age 
bracket are by no means “all washed 
up.” They are steady producers. with 
almost as many “good” and “excellent” 
men as the outstanding 40 to 50 year 
group. 

The purchasing agents’ actual rating- 
follow. 

The 20 to 30 age group: 24 per cent 
“poor.” 44 per cent “fair.” 24 per cent 
“good.” and eight per cent “excellent”. 

The 30 to 40 age group: 15 per cent 
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“All right, you win — Send us a gross of those respirators!" 
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“poor.” 21 per cent “fair.” 45 per cent 
“good,” and 19 per cent “excellent”. 
The 40 to 50 age group: 11 per cent 
“poor.” 21 per cent “fair.” 31 per cent 
“good.” and 37 per cent “excellent”. 
The 50 to 60 age group: 16 per cent 
“poor.” 18 per cent “fair,” 39 per cent 
“good.” and 27 per cent “excellent”. 


Forbes, June 15. 1941. 


Here's What It Costs 
Salesmen to Drive 


More fodder for the continuing dis- 
cussion of operating costs of salesmen’s 
cars is provided by a new study by 
R. E. Runzheimer. Assuming a sales- 
man drives 20.000 miles a year. using 
a small ear such as Ford, Plymouth or 
Chevrolet. this student of the subject 
revealed these cost findings: 

1.8 to 1.9 cents a mile: Mlinois. Ohio. 
Massachusetts. Connecticut. Rhode Is- 
land. New Jersey. Delaware. Lower New 
York, Eastern Pennsylvania. Eastern 
Maryland. Eastern Kansas and Eastern 
Oklahoma. 

2 cents a mile: lowa, Southern Wis- 
consin, Southern Michigan. Indiana, 
Western Pennsylvania. and upper New 
York state. 

2.1 to 2.2 cents a mile: Maine. New 
Hampshire. Vermont. Virginia, North 
Carolina. South Carolina. Georgia. 
Texas. Western Oklahoma. Western 
Kansas. Missouri, Upper Michigan. 
Upper Wisconsin, Southern Minnesota. 
and the 100-mile strip along the Pa- 
cifie coast. 

2.3 to 2.4 cents a mile: Eastern Cali- 
fornia. Utah. Arizona. Wyoming. East- 
ern Colorado, Nebraska. South Dakota. 
North Dakota. Northern Minnesota. 
Arkansas. Louisiana. Mississippi. Ala- 
bama. Florida. Western Tennessee. 
Kentucky. and West Virginia. 

2.5 to 2.5 cents a mile: Montana. 
Idaho. Oregon. Washington. Western 
Colorado. New Mexico. and Eastern 
Tennessee. 

No attempt was made in the figures 
to include such fixed items as insur- 
ance. license. taxes and depreciation 
because these costs vary locally instead 
of regionally.-— Sales Management, 


June 1. 1941. 


Good Foremanship Gains 
New Importance 


The employment of some millions of 
new workers by industry places a new 
importance on the value of competent 
supervisors. The June issue of Factory 
magazine contains a special eight-page 
editorial section on “Foremanship Fun- 
damentals.” by A. L. Kress. industrial 
engineer, which details the practices 
which make for better leadership and 
efficiency of foremen in industry. 
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That Bull Dog Grip 


Special—but very useful—are lathe and milling-machine dogs and 






work-holding clamps. Here are types, with some idea of their uses. 


THE WorD “boc.” like the word “die.” 
has been pushed around considerably 
by mechanics. It is used to mean a 
number of things. most of them hav- 
ing the common characteristic of 
driving or pushing in one direction 
only by means of a projecting “tail.” 
But the dogs we have in mind here 
are the commonest variety—those 
used for driving bar or shaft work in 
lathe milling machine and grinder. 
Their usefulness stems from the 
fact that it is easier. faster, and often 
more accurate to set a shaft or bar on 
centers for a lathe or grinder opera- 
tion than to grip it in a chuck, par- 
ticularly if there are several pieces 
of essentially similar shape. The dog 
is a ring of drop-forged steel with an 
interior hole of teardrop shape. The 
“point” of the pole forms a V which 
provides two points or lines of sup- 
port against the gripped piece. with 


one or two setscrews opposite to com- 


plete the grip. The dog is used at the 
head or driving end of the machine. 
From below the \ 


straight to engage a chuck jaw or 


a “tail” projects, 


other projection on faceplate or driv- 
ing head, or bent to engage a face- 
plate slot. Thus as the faceplate or 
other driving head rotates. the piece, 
while still on centers. is forced to 
rotate with it. 

Practically all dogs are drop-forged 
steel; some will handle pieces as big 
as 8 in. in diameter. Types are 
sketched in the accompanying draw- 
ing. Note that the milling-machine 
dog has a longer. squarer and sturdier 
tail, and that some lathe types replace 
the setscrew with a clamp and lock- 
nuts, in the latter case making the dog 
a 2-part unit. Some types also have 
swivel jaws or other specialized jaw 
arrangements to handle tapered ot 
difficult-to-grip 


otherwise pieces. 


Holding screws may be of the square- 


head, safety. or headless types, mod- 
ern practice tending toward the latter 
to reduce danger of accident. 

For those flat plates, odd shapes 
and special jobs that must be held on 
a lathe faceplate. milling-machine or 
grinding table there are a large va- 
riety of strap clamps. As all are slot- 
ted for holding bolts. they can also 
be used on the tables of shapers. 
planers, drill presses and other ma- 
chine tools. 

The common finger clamp is actu- 
ally a bridge between workpiece and 
another block of the same height. 
both being held solidly against the 
machine table by a_ bolt passing 
through the clamp. A number of 
types are illustrated together with 
such accessories as packing blocks 
and T-bolts. The step block provides 
a number of heights for the outer 
end of the finger clamp to match 


(Continued on page 129) 
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SALES MEETING in Print 


Some questions on screws. How 
much do you kuow about them? 
Can you answer 18 out of 25 
questions correctly? If so, you're 
if not, 


you'll find answers on page 128. 


doing very, very well. 


1. What 
the 


is the countersink angle of 
common flat-head wood screw? 
How about the machine screw and 
the cap screw ? 

3. How many threads per inch as a 
14-in. flat-head machine screw? 

}. About how large in diameter is the 
head of such a screw? 

Is there any standard for the slot 

dimensions? 


6. What is the 


s-in. machine 


standard thread for a 
screw / 

Is it any different than that for the 
34-in. screw? 

8. Give the three other standard head 
shapes for machine screws (besides the 
flat-head). 

9. Does the round-head 


14-in. ma- 


chine different series of 
slot dimensions than the flat-head? 
10. Is head diameter smaller or 


larger than that of the flat-head screw? 


screw have a 


How about the oval-head 
Is it the same as the round-head? 


scTew 
slot? 
12. How about head diameter? 
13. Do fillister-head machine 
have larger-diameter or smaller-diame- 
ter heads than the others? 


screws 


Ils a 14-in. flat-head machine screw 
the same as a 14-in. flat-head cap 
screw? 

15. What is a reund-head cap screw 
called? 

16. How many threads per inch has a 
No. 8 wood screw? 

17. What is its shank diameter? 

18. What number 
-ponds to a 14-in. machine screw in gen- 
eral dimensions? 


19. What is the 


number for 


wood screw corre- 


common range of 
sizes round-head wood 
screws? 

20. How big in 
largest? 


diameter is the 


21. How small is the smallest? 
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“All | know is, this new sales manager said, the salesmen are going to make their monthly 


quotas, or else." 
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22. How many threads per inch has 
the No. 247 

23. How is cap-screw measured? 

24. What is the difference in lengths 
of consecutive cap-screw lengths be- 
tween 144 and | in.’ Between 4 and 
6 in.? 

How long should the thread be on 


a cap serew? 


Sam Gains A Square Foot 
of Stainless 


“Sam,” phoned his P.A. friend, “Have 
you got a piece of stainless sheet 5 x 13 
ft.? We need a tank bottom that size. 
You can make it up of odd pieces if you 


have ’em—lI know stainless is hard to 
get.” Sam found he had just one piece 
of stainless sheet—8x 8 ft. That was 
64 sq. ft., and the P.A. needed 65. But 
by careful cutting. Sam gained the 


How did he do it? 


needed square foot. 


Here’s Sam’: 


And the piece 














piece: needed: 
po---------- 8 —--------o jo ---—- 57-4 
TT 
&’ 
13 
1 3 
1 











(If you can't figure this one out, see 
page 129). 


PASTE THIS IN YOUR HAT 
Shrinkage of Castings 


Patterns must be 


larger than 


proportionally 
the castings to be made 
from them. because the metal shrinks 
in cooling. Hence the pattern-maker’s 
rule. which has all dimensions shown a 
little oversize. For common metals, 
the pattern-maker’s rule should be pro- 
portionally longer as follows: 
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Manpower Relief 


Supply companies that have been threatened or actu- 
ally hard hit by loss of key men to the Army were handed 
two bits of good news last month: 

1. It seemed certain that the age limit for men to be 
drafted in the future would be lowered from 35 years 
to about 28. 

2. The War Department softened up and agreed to 
release soldiers who held key positions in defense indus- 
tries prior to their induction or enlistment. 

Both moves are sensible and helpful. W hereas the Army 
has learned that men of 28 to 35 vears don’t make the 
best material for modern, fast tactics. the distributor has 
long known that his “inside men” and salesmen become 
more valuable and harder to replace beginning at about 28. 

In some cases deferment has already been allowed for 
mill supply workers on the grounds that they are essential 
to industry. Fortunately such decisions were left to the 
discretion of the local board; if left to government decree 
covering the industry as a whole the war might be ended 
and Hitler the boss before the proper persons in Wash- 
ington were made to understand “what is a supply house 
and what's essential about it?” 

All it means is that. if you've been hamstrung by loss 
of men to the Army. or worried over the prospect of 
losing them. you have three good chances—(1) You may 
he able to get back the ones lost; (2) you may be able to 
win deferment for those in the shadow of the draft: (3) 


Uncle Sam may decide he doesn’t want them anyway. 


Seller's Market Selling 


\ few nights ago an apprentice worker in a plane fac- 
tory. net too familiar with the tools in his hands. wore 
out as many drills in a single shift as he might be expected 
to consume in six months, Now drills. milling cutters. ete., 
in this war have the same high value as shells in previous 
wars. Waste of tools is the equivalent to waste of ammu- 
nition. 

Does this suggest anything to the salesman who con 


siders it a part of his job to see that what he sells is used 


IMPORTANT 


right? It probably does. and undoubtedly thousands of 
industrial salesmen are quietly but effectively working 
every day to avert just such tragedies as that related 
above. 

Never were mill supply salesmen more sorely needed 
for the service they can render industry than they are 
today. Any thought that the profession of selling might be 
scrapped “for the duration” fails to recognize that in this 
field selling and service are indissolubly linked together. 

Conditions may have changed but the salesman who 
knows his stuff about products and their application is 


still the one we nominate for “Most Likely to Succeed”. 


Toward Standardization 


Without any fuss and almost without publicity a revolu- 
tion is rapidly taking place in the manufacture of many 
industrial supply items. So that output may be stepped 
up. hundreds of sizes and qualities of different product 
lines are being eliminated and effort concentrated on the 
more popular ly pes. 

In fact, we suspect a tabulation of the things that have 
heen done to many lines just in the past few months 
would show more changes than might have occurred in 
50 years of natural evolution. 

All this is contributing importantly to the defense pro- 
eram. of course. It is one of the biggest and best achieve- 
ments of the Industrial Supplies Section of O.P.M. And 
just incidentally. there is a by-product of benefit to the 
future of distributors. Reducing the scope of lines is a 
hig step toward standardization. It means that distribu- 
tors will be able to do a better job of adequately stocking 
lines. It means industrial buyers will find it more con- 
venient than ever to buy from the distributor's shelf 
instead of buying direct. 

When the emergency passes there will likely be a tend- 
ency to stretch out the lines again. This will come 
little by little. But in every case. unless the addition of a 
new size. new ly pe. new erade of the old product is for 
sound and good reasons. distributors should oppose it. 
Compact lines are safest and best, both for industry and 


for an efficient system of distribution. 
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SMALL ORDERS —a form 


THE LONG HUE AND CRY over dollars lost in the handling of small orders may well 
become doubly loud today. Considered in the light of current critical conditions, 
the evil takes on more sinister aspects. The extra chore of handling a needlessly 
large volume of puny invoices is virtual sabotage to the important defense func- 
tion of the mill supply house. 


Supply men are desperately busy, swamped with new priority forms, added 
details of record keeping, tracing, extra services ad infinitum. There is no room 
in their crowded day for a single unnecessary step. Yet hundreds of orders pour 
in on them when merely scores of orders would produce the same volume of 
business and the same service to local industry. 


Once small orders were attacked for the sake of dollars alone, but today’s 
conditions make the issue Dollars and Defense. Small orders are clogging the 
wheels, and speed cannot be spared. It is recommended that that be kept in mind 
while the reader is studying the revealing statistics presented here. 





“Amazed,” Says Teare 


“At the request of the committee I personally 
checked our account for February and was ut- 
terly amazed at the number of orders under $5.” 

-Extract from letter addressed to D. W. 
Northup by W. C. Teare, Sterling Products Co., 
Chicago. 











Results of a New Study 


By Oscar IBer, O. Iber Co., Chicago 
FROM 1924 TO 1939 distributors’ net profits averaged 
approximately 14 per cent (Overhead Expense Report of 
the National Supply and Machinery Distributors’ Asso- 
ciation). Only once during those sixteen years—in 
1937—did we reach the figure which should 
be our average profit——namely 4 per cent. | 
am sure we all agree that an average net profit 
of 13 per cent is not much for the toil we put 
into our efforts plus the numerous chances we 
take and the complexities involved in con- 
ducting a business today. 

Those of us who have devoted serious study 
to the subject are convinced that net profits 
can be increased by 25 to 100 per cent by 
adjusting our small order losses. Of course. 





—TueE Epiror. 


neither manufacturers nor distributors can do away en- 
tirely with small orders; and at no time has any committee 
championed such an idea. Neither do we believe in reduc- 
ing the percentage of small orders to the danger point. 

Factual data compiled by both the manufacturers and 
the distributors has proven that today, and for many years 
past, the percentage of small orders is entirely out of pro- 
portion and corrective measures are necessary to 
strengthen the profit structure of our industry. We are 
handling too many small orders at too low a profit and 
this evil, instead of diminishing is increasing. 

In November last year we presented a chart compiled 
out of the answers of a questionnaire that revealed a most 
astounding condition in our industry, The committee that 
prepared the report was asked to continue its work. Thus 
Rhae M. Swisher, Chicago C. P. A., was reengaged. A new 
and more concise questionnaire was prepared, the purpose 
of which was to study individual lines. 

When, in these busy days, you can get six- 
teen firms to take the time necessary for mak- 
ing an analysis of invoices such as this, you 
can be sure that we have a small order prob- 
lem. Small, medium and large organizations 
contributed their figures. Mr. Swisher’s report 
represents approximately $751,000 per month 
in aggregate, or, approximately $9:000,000 in 
annual volume. 


Mr. Swisher’s analysis is presented in chart 


Oscar Iber form. 
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CHART No. 1 
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Percentages of Orders to Total 





Percentages of Estimated Sales Volume to Total 


69.75% 











The Invoices Studied 


(February invoices of 14 Midwestern companies) 


Invoices Sates VOLUME 





NN a i : 14,818 $25,929.16 
eh es 6,786 59,737.17 
GS ou oot kce eens 10,494 665,426.67 

eh 32,098 $751.093.00 


(Sales volume for first two classifications represents actual 
totals. Total sales volume was determined by using 
Mitt Supputes’ “Sales Indicator” average sale figure 
($23.40) for Midwestern companies in February.) 











Table No. 1—Summary of Invoices Under $5.00 





Gross Averace Avernace Pct. or 








Line SALEs Prorir SaLe Prorit Prorit 
SEES OE: $155.27 $108.09 $1.79 $.42 
Bolt and Pipe Dies.. 519.82 105.94 2.18 45 
Drill Chucks arin 199.85 2.91 2.25 48 
Drills and Reamers... 2,040.98 416.64 2.22 45 
Drop Forged Wrenches 795.91 186.79 2.08 49 
< | PP 1,031.41 245.04 2.28 54 
Grinding W ‘heels... 722.09 168.39 2.53 59 
Hack Saw Blades , 579.57 155.24 2.08 56 
Precision Tools...... 822 27 196.11 2.09 50 
ey 726.92 141.67 1.93 .38 
Theeaded Products . 3,702.15 768.49 1.45 30 
Other Lines . coccce 14,332.92 ae 1.93 

TScats.........$25, 929.16 ...... $1.90 





Tabulation by lines of all sales under $5 (46.16 per cent of all 
invoices) reveals average sale of only $1.90. While such orders 
might be termed retail business, they require services of credit, 
delivery, warehousing and sales—yet return a wholesaler’s dis- 
count. “Profit possibility is indeed remote.” comments Mr. 
Swisher. Evidently small orders are not confined to any par- 
ticular kind of merchandise as indicated by size of “other 
lines.” Using the gross profit and average sale figures from 
Table I, invoices under $5 are tabulated in Chart No. 2 for gross 
profit per sale. Range is from 30 cents to 59 cents. “Extremely 
meager,” says Swisher, “when we realize actual handling of an 
order costs from 95 cents upward, not allowing for selling or 
administration costs.” Conclusion is, “impossibility of meeting 
direct costs is obvious.” As shown on Chart No. 3, gross profit 
percentages seem to mean little when considered in the light 
of total dollars involved in the group of orders under $5 
(For analysis of orders from $5.01 to $15.00, see next page.) 
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Although orders under $5 total 46.16 per cent of total orders, 
they contribute only 3.45 per cent of total dollar volume. 
Orders between $5 and $15 are little better, amounting to 21.14 
per cent of invoice volume and 7.95 per cent of dollar volume. 
Orders over $15 amount to 32.70 per cent of invoices and 
88.6 per cent of dollar volume. February analysis (first and 
second bars) indicates that September estimates (third and 
fourth bars) on small order evil were too conservative. In the 
earlier study (described in Mitt Suppties, January, 1941) no 
information was available concerning average size of orders in 
each price range. Then it was estimated invoices under $15 
represented 30.36 per cent of total dollar sales; but here actual 
figures show that such orders represent only 11.4 per cent of 
dollar volume. 
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SMALL ORDERS—a form of SABOTAGE ccs 


Manufacturers’ Problem 


Manufacturers continue to be handi- 
capped by receipt of a needlessly larg: 
number of small orders from distrib 
utors. Mr. Knouse proved conelusivel 
His study 


manufac- 


at the Chieago convention. 
of the the 
turer's standpoint was reported in the 
Mitt “We 
this study heen 
Mr. “and 


hope that no effort will be made to 


problem from 


issue of 
that 
declared 


June SUPPLIES. 


are glad has 


started.” Knouse. 

L. M. Knouse (Stan- 
ley), chairman, subcom- 
mittee on Small Order 
Losses, American supply 
ond Machinery Manu- 
facturers’ Association. 


conclude the study quickly. but rather. 
until the distributor. the 
manufacturer the all 


which improve 


and customer 


make = saving- will 


Rhae Swisher Recommends: 


Obviously small orders are not confined to particular 
merchandise classifications. The problem is general. So 

|. Analyze operating costs. determine the size of 
invoice needed to “break even.” 

2. Analyze sales by customers and by salesmen to 
determine satisfactory “average invoice amounts.” 

3. Adopt program of customer cooperation, inviting 
purchase planning and avoiding spasmodic buying as 
much as possible. 

L. Study such remedies as minimum 
quantity orders, small order service 
charges. line specialization, cooperation 
with purchasing agents’ groups, adop- 
tion of variable discounts where pos- 
sible. 

5. Invite cooperation with manufac- 


turers as to fair price arrangements. 





meeting unfair trade practices, sound _—_— = 
Table No. 2—Summary of Invoices Between 
$5.01 and $15.00 


(7Ross 
Prorr 





AVERAGE 
Sau 


Por. ov 
Prov 


Avena 


Lan Sates Prorrl 


Vhrasire $1,152.92 $258.23 37 
Bolt and Pipe Du re yee 0 150 
Drill Chucks 78 re | 
Drills and Reamers >, 029 
Drop Forged Wrenches 198 
Files too 7 
Grindina heels iso 
Hack Saw Blades 776 
Precision Tool P. 82 , % 
Taps 197 292 6 1) 
Threaded Product 975 +67 i 
Other Lines 506 6 


; 2. 40° 
RH 4.8 i. 2 re 
i ri 91 
1.025 5 7 AT) 
tht 6 
oy 6 
591 8 
to7 12 6 


tate 


M6 


rh 


Torss 9 T5 : SH BB 





Analysis of orders between $5 and $15 similar to study of order- 
little better. Table show. 
that average invoice here is only $6.88— well below the middh 
ground of $10. even further under required break-even figure 
of $15.42 explained in Swisher’s previous reports. Mr. 
Swisher, “Chart No. 4 again points to inadequaey of gross profi: 
per 


under $5 reveals conditions only a 


Says 


invoice on sales under $15. Range or gross profit from 
$1.09 to $1.97 dees not invite net profits, especially when com- 
pared to an over-all cost per invoice in most houses of not le-- 
than $2.75.7 In Chart No. 5 lines are ranked by gross profit. but 
again it is shown that total volume is often low in lines having 


a high gross profit percentage. 
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merchandising policies, and planning of purchases. 

Assuming there could be a reduction of 25 per cent in 
total invoices under $15 without loss of sales volume. 
there would be a saving of the effort required to handle 
5.400 orders, estimated as follows: 


Office salar ies 


at 35 cents per order 
Office expense Pee re 


sis | 


$1,990.00 
702.00 

Boxing, packing, 
drayage 


trucking and 

at 23 
at 30 
at 10 


1,242.00 
1,620.00 
540.00 


warehouse salaries 


variable 


and 
Miscellaneous 


Morage 
expenses 
Saving at 

Operating profit 


$1.11 $6,094.00 


7,661.21 


Operating profit-adjusted 


$13,755.21 
Per cent to sales 


1.83% 


Increase in net profit 81.00 


Based 


similar 


on National Association profit and expense figures 


lor volume. 


Northup on Small Orders 


Discussion by Dan Northup at the Chicago Convention 


amount ot 


We have just had ably presented to 
us the facts and figures of the effect 
of small orders. These are the cul- 
mination of only a little over a year's 
research, They prove the seriousness 
of the small order problem, to both 
manufacturers and distributors. 
The importance of this problem 
is well expressed in a letter L re- 


(Continued on page 115) Dan Northup 








CHART No. 4 
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His business is 


@ He’s been doing it all his life for 
hundreds of companies—finding ways 
they never suspected, to cut costs, re- 
duce scrap loss, eliminate operations, 
improve product, speed production— 
with brushes rightly used. 


The man who does all this is the 
Osborn Brushing Specialist—and he’d 
like to do the same thing for you. One 
trip through your plant and chances are 
he'll discover at least one tough job 
you can do better, easier with brushes. 


He'll give you a complete confiden- 


WORLD’S LARGEST M 


ANUFACTURER 


making things smooth for you 


tial report on every present or possible 
brushing operation. Of course there’s 
no cost and you’re under no obligation 
to use the report... but every one 
we ever made contained ideas on 
savings and improvements. 


One of these Osborn Brushing 
Analysis reports showed a builder of 
road equipment how he could increase 
his weld cleaning operations 40%; 
another resulted in a shipbuilding 
company cutting its metal cleaning 
costs in half; a third enabled a wire 


OF 


BRUSHES 


company to remove enamel from arma- 
ture wires 10 times faster. 


During the 40 years of developing 
and making the most complete line of 
industrial brushes, we have been in 
all types of plants, studied all types of 
cleaning, finishing and polishing 
problems. The Osborn Brushing Spe- 
cialist near you would like to put 
that experience to work for you. For 
complete information, write direct to 
The Ostorn Manufacturing Company, 
5401 Hamilton Avenue, Cleveland, Obio. 


FOR INDUSTRY. 
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Spurred on by the mounting scale of the defense program, 
the Sales Indicator stepped up to 248 in May, from 225 in 
April. Practically all territories showed gains, with North 
Size of 
average order, and orders per working day (charts below) 
both increased moderately. 


Atlantic and Southern States increasing sharply. 
Volume per salesman (see 


page 56) moved forward to another new high of $13,950. 


SUPPLY SALES 


Mi 
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Area 


North 
Atlantic | 


Southern | 


Middle 
West 


Western 


Pacific 


| Sales 





Indi- 
cator | 
| May | 306.0 
Apr. | 274.0 
| 

May | 218.0 
Apr. | 187.5 | 
May | 245.0 
Apr. | 226.0 
May | 229.0 
Apr. | 210.0 
May | 240.0 
Apr. 249.0 


| 
| 


17 
15 


23 
12 


12 
10 


15 


per 


| Salesman | 


$14,700 


| $13,400 | 
| 


$14,500 | 


$12,100 


$14,950 
$13,800 | 


$8,530 
$7,000 


$10,100 | 


| 


Orders 
| per 
Average) Work- 
Order | 


| ing 
Day 
$31.40 110 
$27.80 105 
$32.90 104 
$22.50 124 
$27.10 157 
$29.10 120 
$36.00 | 81 
$32.70 | 67 
$29.90 * 


$7, 100 | $22.00 | * 





% Omitted because of insufficient data. 
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BORATORY 
CONTROL 


The valve shown here is our iron 
body, bronze mounted, rising stem, 
gate valve No. 1444. Designed for 
125 Ibs. pressure, it is available in 
all-iron as well as bronze mounted, 
with rising and non-rising stem. It 
is one of a wide selection of Powell 
valves each of which was designed 
and built to meet a specific indus- 
trial need and each of which amply 
fulfills the requirements of the in- 
dustry it serves, 





de 
a 3 
lima 


‘a 


Behind each Powell Valve is a back- 
ground of patient, tireless research. 
In the Powell Laboratories there is 
an array of scientific testing equip- 
ment which completely eliminates 
the possibility of uncertainty in the 
design, material or construction of 
Powell Valves. 


Every successive forward step in 
American industry has further em- 
phasized the ever growing impor- 
tance of valves. And as these indus- 
trial advances have occurred Powell 
has held its place in the front rank 
of the scientific forces whose job it 
has been to work out the processes 
of production, 


The result of this procedure over a 
period of years is a special made-to- 
order Powell Valve for every major 
industrial function of today—plus a 
scientific staff ready and eager to 
attack new problems as they appear 
in the forward march of American 
industry. 


TheWm. Powell Company 
Cincinnati, Ohio 
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Many Machine Tools Needed 
For New Bomber Program 


Groups of machine-tool builders have 
been called to Washington during June 
to discuss with the O.P.M. the ex- 
peditious handling of the new bomber 
manufacturing program. reports Burn- 
ham Finney in the June 25 issue of 
{merican Machinist. Of the half bil- 
lion dollars worth of machine tools 
required for this program, all should be 
delivered by July 1, 1942. and 30 per 
cent should be in place in production 
plants by April 1 of next year. 

Rough estimates are that 6.500 mill- 
ing machines, 6,000 engine lathes. 1,000 
automatic lathes and 1,500 radial drills 
are among the machines needed. 

Machine tool manufacturers point out 
that much lost time from idle machinery 
could be saved by better planning of the 
tooling up of defense plants. For ex- 
ample, in one huge factory recently 
opened, scores of machine tools stood 
under canvas for days and weeks before 
being used, thereby losing thousands of 
productive machine hours. 

The industry’s shipments in May were 
up to $60,800,000, compared with $60.- 
300,000 in April and $57.400.000 in 
March. 


Price Controls Growing 
More Stringent 


Increasingly, price controls are as- 
suming a dominant role in this country’s 
war economy, Business wt eek declared 
in its June 21 issue. During that week. 
Leon Henderson’s Office of Price Ad- 
ministration and Civilian Supply asked 
automobile manufacturers to rescind 
increases in retail quotations on pas 
-enger cars. Also, O.P.A.C.S. placed a 
ceiling on hide prices; and this market 
became real once again (for two weeks 
buyers and sellers of hides had been 
-parring with one another on nominal 
quotations, waiting for a ruling which 
they knew would have to come even- 
tually). 

“As time goes on, O.P.A.CLS. will be 
setting more and more prices. and in 
that way influencing a larger and 


larger sphere of business life.” says 
Business Week. “The meaning of this 
is quite clear. Business men must ad 


just themselves to a price structure 
which is partly controlled and partly 
free. In some lines, supply and demand 
are still doing their time-honored job of 
establishing prices; in others, however. 
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KEEPING UP with Business 


O.P.A.C.S. and O.P.M. are taking over taken by any domestic steel-using in- 

the function of allocating supply and dustry. according to the American Iron 
fixing prices.” and Steel Institute. 

Out of the total of 45,851,000 tons of 

steel shipped by companies producing 


1940 Exports Took More Steel 98 per cent of the total output. 8.099.000 
Than Any Single Industry tome os Fit get coat wae tas expat. 
Che leading domestic user was the auto- 
Under the influences of the war. de- motive industry, which took 7.185.000 
mand last year for American steel from — tons or 15.7 per cent. 
foreign countries particularly Eng- Distributors and jobbers were the 
land and South America— rose to a next largest buyer, taking a total of 
point where the total tonnage of steel 6.687.000 tons. or 14.6 per cent of the 
exported in 1940 exceeded the tonnage — steel made last year. 





ACTIVITY FIGURES 


(As of June 21, 1941) 


Business Activity 142.5 Steel activity 99.0 
Automobile production 133,565 Carloadings 862,975 


For the eighth consecutive month the volume of sales credited to the 
average supply salesman increased (from $12.550 in April to $13,950 in 
May). This wave of increasing business closely parallels the steady 
improvement in the industry’s Sales Indicator (page 54). The number of 
orders booked per salesman per day stepped up from 14 in April to 18 
in May. 


/VOLUME PER SALESMAN 
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Very often . . . as in the case of the 
Carter Mills Company at Lincolnton, 
North Carolina 
of stepping up production boils 
down to ‘The Right Drive for the 


Job.” In this mill the lineshaft was 


the problem 


already overburdened to the point 
where main drive pulleys could not 
carry the load, and yet more speed 
was required to take care of in- 
creased production. By modernizing 
this drive which included new pul- 
leys of correct design and Dodge- 
Timken Special Duty Pillow Blocks, 
the problem was solved quickly and 
economically. 








Memo to 
DODGE DISTRIBUTORS 


Dodge forcefully conveys a message of 
vital concern to Ind ial ves 
through its advertisin “such as this 
which appears regularly in magazines. 








‘That is a Big Joh Well Done’. 


Mr. A. C. Taylor, Master Mechanic 
of the Mill and Mr. G. H. Woolley, 
Jr., Dodge Representative, discuss 
the installation. 


Taylor: This new drive has cer- 
tainly solved a tough problem for us 
We have everything we need now and 
the whole installation is working lik« 
a “top.” 

Mr. Woolley: Just another case of “The 
Right Drive for Every Job.” Take thes« 
husky Dodge-Timken Pillow Blocks for 
example. They save a lot of power and 
they will keep right on saving year afte: 
year because they are designed for a life 
expectancy of 30,000 hours under operat 
ing conditions for which they are adapted 


Mr. Taylor: They certainly make the 
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says Mr. Taylor 


job look easy. They require no attention 


and we will save a substantial amount 
on lubrication. There is no vibration 
and noise now either, and that helps a lot. 


Mr. Woolley: Your experience is the 
same as thousands of other operating 
executives who have learned to know 
Dodge and depend upon them for “The 
Right Drive for Every Job.” 

Dodge Power Transmission Units 
have enviable performance records. 
For built-in production machine 


application — or for power trans- 


mission depend on Dodge. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U. S. A. 






TEN YEARS AGO IN MILL SUPPLIES 


TECHNICALLY TRAINED SALESMEN USING INTENSIVE SALES 
METHODS ENABLED J.£. HASELTINE & CO., PORTLAND, OREGON, 
TO DO A 50% BETTER WELDING FQUIPMENT SELLING JOB DURING THE 
DOLDRUMS OF 1930 THAN DURING 1929, ACCORDING TO HENRY 

L. ERNSTROM, SALES MANAGER. 


—— 


EN THE GOING IS BAD, 
Wee A.C. CHIPPEN DALE 
OF THE ABRASIVE MA 
CHINE & SuPPLY CO.. 
NEWARK: eee 





WHEN BUSINESS IS NOT 
BOOMING, MANUFACTURERS 
ARE MORE WILLING TO GIVE 
YOU FREE REIGN IF YOU CAN 
SHOW THEM HOW To IN- 
CREASE PROFITS. THUS 
SPOKE £.A. CRANE OF 
WESTERN IRON STORES 
CO... MILWAUKEE, WHO 
TOOK FULL ADVANTAGE 
OF THE SITUATION TO 
"“SELL'EM SOMETHING 

MORE” 





“OBSERVE EVERY 
CUSTOMERS 
PLANT NEEO. 


RY 
JoG HIS MEMO 
ON THE EQUIPMENT 





So OUTSTANDING WAS THE 
EXECUTIVE ABILITY OF y.L. 
PITTS, PRESIDENT, BROWN 
? pt HARDWARE & 
] 3 UPPLY CO., ALEXANDRIA, 
3 HAND OUT LA., THAT HE WAS CALLED 
i) CALES- MAKING UPON TO DIRECT THE EN- 
CIRCULARS, TIRE RED CROSS RELIEF 
PROGRAM AROUND 
a ALEXANDRIA DURING 
é —— mm A DISASTROUS FLOOD! 
GET CLIENTS 
a OUONE IN STAPLE 
ORDERS, THUS FREE” 
ING you TO “PLUG 
CPECIALTIES- 














“-wWews [tems 


E. A. HIRSHON, SALES MANAGER, 


W.S. WILSON CORP., NEW 
YORK CITY, TOLD HOW MUCH 
MISUNDERSTANDING COULD 
BE ELIMINATED IF MANU — 
FACTURERS WOULD FIRST 
DETERMINE SALES AND 
PROFIT POSSIBILITIES OF 
THEIR PRODUCTS BY TER- 
RITORY, THEN BUILD OiS- 

&. TRIBUTOR OUTLETS AC- 
4 ~_CORDINGLY. 


IN ORLANDO, FLA., ACAR, COLLIDING WITH A 


TRAIN PASSING THE HARRY P LEU COMPANY'S 
BUILDING, SHEARED OFF A 3” PIPE THAT a a 


SMASHED THROUGH A LEU WINDOW. —— 
o) se 
FREcIPIENT OF A LOVING CUP WAS CHARLES 
CHRISTIAN KOCH WHO COMPLETED HALFA 
CENTURY'S SERVICE WITH THE ALAMO IRON 
WORKS, SAN ANTONIO. TD 
SALESMEN OF THE DUMORE CO., RACINE, WiS- oF 
CONSIN, WERE ENTERING THE FINALS IN THAT 
COMPANY'S GOLF SALES TOURNAMENT. 





ara 


ss POP'S SERIOUS ABOUT THE LIGHTER TOUCH! 


cent t wideieasie os eh 








HANG OUT TH STORM “No ONES HOTTER ON PUSHIN’ OUT ¥ NOBUDDY KIN SAVE] 


HIGH PRESSURE HECTOR |THAN POP BUT WHEN SOME GOON /THUH GRIPES O' 
STRONG-ARMIN' A BRAN' /SUBJECTS A NOBLE,WILLIN'’ AN’ /WRATH! EVEN A TWO- 
NEW A/CHOLSON FILE  FAST-WORKIN’ TOOL TO ABUSE, / WEEKS* 'PRENTICE 
DOWN TO ITS GUMS !I_ 7%. KNOWS A A/CHOLSON 
a , - FILE WORKS BEST 


. WHEN YUH DON'T 
» LAY ON IT! _ 












































For every industrial or machine-shop use there’s a 
Nicholson or Black Diamond file that’s right. But. like 
any specific-purpose tool or instrument, it cannot do its 
best work unless it’s used right. Nicholson industrial-file 
manufacture starts with a study of what a file encounters 
and must do on a specific kind of work. The character of 
the material; the general design of the part; the method 
of filing; whether speed, exactness, volume stock removal 
or finishing is the controlling factor. 

Nicholson Technical Bulletins and service engineers are EFFICIENCY NOTE—Keep the file cutting. One of the easiest 
employed to aid production departments in choosing Sein Ge cute, Gibmems cuted. of cnnabe: exes 
The right file for the job and using the right file right. different touches; but, in general, just enough pressure 
Your mill-supply house will then be glad to bring your should be applied to keep the file cutting at all times. If 
filing problems up for study. ener y slide over the work, the teeth of the file rapidly 

ecome dull; and if they are ‘‘overloaded’’ by too much 
NICHOLSON FILE CO., PROVIDENCE, R. 1., U. S. A. pressure, they are likely to break or clog. 


(Also Canadian Plant, Port Hope, Ont.) { 


NICHOLSON FILES 


FOR EVERY PURPOSE Se. 


¥. ARE Sl BAe Piao eet) ah 


,* 
f 
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And in this picture oil men are profiting 
—with hose of synthetic rubber developed 
and perfected by HEWITT to conquer the 
“appetite” of gasoline and oil for ordinary 
rubber. If not these, pérhaps heat, pressure, 
abrasion or sunlight is the worst enemy of 
hose in your business. All have been con- 
quered—by many types of hose developed 
by HEWITT for special services in industry 
Ask your HEWITT distributor about them ——~_ 





he's listed in the Classified Telephone Di- 
rectory under “Rubber Goods” or “Belting”. 


Hewitt Rubber Corporation, Buffalo, N. Y. 


‘ s' 


HOSE - CONVEYOR AND TRANSMISSION BELTS - PACKING 
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The how's and wherefore's of light machine tools in defense work were summed up for a 
group of distributors who attended a Walker-Turner training school on May 21. Left to 
right: Thornton P. Klaren (Jonathan Handy Co., New Bedford, Mass.), John B. Casey (J. T. 
O'Connel, Inc., Newport, R. |.), Robert A. Potter (Jonathan Handy Co.), Winthrop H. 


Cunningham (Berkshire Mill Supply Co., Pittsfield, Mass.), 


Antoni S. Wilkowski (Charles 


Librett, Inc., New Rochelle, N. Y.), Arthur E. Rockwood (Butts & Ordway Co., Cambridge, 
Mass.), and Henry J. Fink (Walker-Turner Co.). 


Succeeds Father as Head 
of Ellfeldt Hardware 


Fred A. Ellfeldt, formerly vice presi- 


dent and treasurer of the Ellfeldt 
Hardware & Machinists’ Supply Co.. 
Kansas City distributor, has been 


elected president, succeeding his father 
who died Feb. 21. At the 
time Howard J. Fllfeldt, another 
who has held the position of secretary. 


on same 


son 


was elected vice president and _treas- 
urer, while Claude E. Wells, assistant 
secretary, was promoted to secretary of 
the company. 


Davis and Edmonds Promoted 
By Penn General Supply 


J. D. Davis and P. J. 
men, have just 
executive posts by the Penn General 
Supply Co., Pittsburgh. Mr. Davis. 
who has been selling in the Pittsburgh 
territory for 20 years, 
president of the company, while Mr. 
Edmonds, whose sales experience covers 


Edmonds, sales- 


been promoted lo 


becomes vice 


a period of ten years, becomes secre- 
tary and treasurer. 

At the same time it was announced 
that the company has acquired addi- 
tional space in a building at 331] First 
Ave. 





Bob Mueller Takes Cup At 
New York Golf Tourney 


With about 45 metropolitan distribu- 
tors and manufacturer members of the 
New York Hardware Trade Association 
in competition, R. C. Mueller of the 
& Mfg. Co. won the 
association’s annual golf cup, June 17. 
at the St. Albans Golf Club out on Long 
Island. Flick Gilliam of Wood Shovel & 


Tool was runner-up. 


Minnesota Mining 


Low gross for the jobbers was won by 


Jerry Oliver (Oliver Bros.). a guest ol 


the J. K. Larkin Co.. with Oliver Lan 
chantin (J. K. Larkin) in the role of 
runner-up. 

Low gross for manufacturers) men 
was won by Fred Connell (American 


Steel & Wire). with C. E. Irvin 
of Gus Flamman), the runner-up. 


(ouesi 


High gross went to Willis Hornet 
(Allen Mfg. Co.), while “runner 


down” was Gene Foley (Bayonne Stee! 
Products). Kickers prizes were won by 
Arthur Vincent (Morse Twist Drill). 
first, and by Harry Kornrumph (Long 
Island Hardware). second. 

After an afternoon of play on a warm 
sunny course, the group adjourned to 
the clubhouse for refreshments. dinner. 
and an imposing assembly of door 
prizes. 

(Pictures on page 110) 
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Pugh Assumes Office 


As Southern Secretary 


Following a meeting late in May of 
the executive committee of the South- 
Machinery Distribu- 


ern Supply and 


tors’ Association, the appointment of 
Edward L. Pugh as secretary of that 
sroup was officially confirmed and Mr. 
Pugh immediately took up his new 
duties. The first change to take place 


was that of moving the association’s 
headquarters to Atlanta, Georgia, from 
Richmond, Va. The address is 
314 Volunteer Building, Atlanta. 

Mr. Pugh, who has been serving as 
-ecretary of the Southern Wholesalers 
distributors 


new 


\ssociation, a group of 
of plumbing and heating supplies, will 
continue in that work. Executive com- 
mittees of both the Southern Whole- 
and the Southern Distributors 


met together to evolve a plan whereby 


-alers 


Mr. Pugh might handle both associa- 


tions, 
“The Southern Association is very 
fortunate to have been able te work 


out an arrangement making it possible 
the 
capable an executive as is “Ted? Pugh,” 


for us to secure services of as 
said John Crimmins, president of the 
Southern “He is 
extremely well qualified and equipped 
work of 


distributors group. 


assocla- 


to carry on the our 
tien.” 
All of Mr. Pugh’s business life has 





% 
A ss 


Edward L. Pugh 
















@ Regardless of whether your work de- 
mands an electric hoist, a hand-operated high 
speed hoist, traveling crane, jib crane, mono- 
rail trolley—whether it be a % ton or a 50 ton 
job—Wright engineers know how to solve 
your problem—economically. 


Aside from being fitted exactly to your needs 
you get three things in every WRIGHT HOIST: 


1+ SAFETY. The load chain has a safety factor of 
7 to 1 and its special process steel elongates 3” to 
the foot (under overload) before breaking. The 
bottom hook slowly opens to indicate overload, too. 
2 - EFFICIENCY. Wricut Hoists are fast, smooth 
and positive in action because of scientifically en- 
gineered design. 

3 ¢ DEPENDABILITY. Wricut Hoists’ rugged and 
precision design assures year-in and year-out dura- 
bility and the very minimum of maintenance cost. 


Write for your copy of the new Wright Cata- 
log and learn the 21 points of superiority. 


Let Wright engineer your hoisting and crane problems. Work through the 
Wright distributor in your city. You'll find him listed in the classified 


telephone book. 


WRIGHT MANUFACTURING DIVISION 


YORK ¢ PENNSYLVANIA 


(om 


AMERICAN CHAIN & CABLE 


COMPANY, Inc. 


Gn Business pore Your Saptly 
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been spent in or close to the mill sup- 
ply industry. As a youngster he joined 
the Haines, Jones and Cadbury organ- 
ization in Philadelphia (now known as 
the Hajoca Corp.). For five years he 
was manager of the Standard Sanitary 
showroom in Philadelphia, and_fol- 
lowed this up with fifteen years as 
assistant manager for the Crane Co. in 
Atlanta. While still with Crane he 
assumed the duties of acting secretary 
for the Southern Wholesalers, taking 
up this work on a full-time basis in 
1935. 

Backed by:his many years of ex- 
perience in business and his service 
to the Southern Wholesalers, Mr. Pugh 
is eminently fitted to handle the affairs 
of the distributor association with un- 
derstanding. Many members of the 
one association are also members of 
the other. Quite a number of industry 
problems are typical to members of 
both groups. During his tenure of 
office with the Southern wholesalers, 
the membership grew and trade condi- 
tions generally improved. Mr. Pugh 
already has a host of friends among 
the distributors in the South. His 
future plans include extensive travel- 
ing in order to become better ac- 
quainted with all members. 

In assuming his new duties, he told 
Mitt Suppties, “I feel that I am un- 
dertaking a serious responsibility in 
taking over the work from which Alvin 
Smith recently resigned. I have known 
Alvin for a number of years, know his 
ability and his accomplishments. We 
have a difficult job ahead, but I am 
counting on the promises of help and 
co-operation that have been extended 
by the members since I took office.” 


Sam Clark Heads Chicago 
Mill Supply Club 


Sam Clark (Samuel Harris & Co.) is 
the new chairman of the Chicago Mill 
Supply Club. He succeeds Oscar Iber 
(O. Iber Co.) who piloted the club 
through the 1940-41 season. Both Sam 
and Oscar played prominent parts in 
making the entertainment program of 
the last Triple Mill Supply Convention 
an outstanding success. 

Election of new officers of the Chicago 
club was held on June 9. Edward K. 
Welles (Charles H. Besley & Co.). 
chairman of the nominating committee, 
presented the following slate of officers 
who were then elected unanimously by 
the members: S. H. Clark, chairman 
and Ross McKinstry (Sterling Products 
Co.), vice-chairman. Directors are: O. 
Iber; H. Barrett (Barrett-Christie), and 
J. F. Bennett (Couch & Heyle, Peoria). 
Miss M. E. Williams continues as club 
secretary. 
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There’s great demand for this 


YISTON Muminum File 


This special purpose file will sell to every plant that’s fabricating aluminum. 


The Disston Aluminum File is scientifically designed to assure faster, smoother 
filing of aluminum and aluminum alloys .. . alloys which have an entirely dif- 
ferent metallic “grain’’ from steel and other metals. 


Aluminum calls for file teeth cut coarser—tough, uniform, sharp teeth to finish 
aluminum parts rapidly, without scoring or slipping. 


The special design of the Disston Aluminum File, as you can point out to your 

customers, 7s coarser than the ordinary flat file...takes off more metal with each stroke. 

The wide gullets between teeth prevent clogging. Even a light pressure makes this 
file bite into aluminum and leave smooth surfaces. 


And, this Disston Aluminum File lasts longer. It’s made of special steel by Disston... 
hardened and tempered by an improved heat treating process. 


Prompt Delivery—You can assure your customers of quick service on the Disston 
Files and Hack Saw Blades they need for metal working. Sell them the whole line of 
Disston Files... special purpose files for finishing aluminum, brass and castings... 
American pattern files in various sizes and shapes... Flat, Round, Half Round, 

Square, Three Square, Mill and others. 


And remember that your sales efforts are backed up by an aggressive Disston 
advertising campaign in Business Week, American Machinist, Mill and Factory and 
other publications read by your customers and prospective customers. 


It’s good profit sense to say “Insist on Disston!”’ 


HENRY DISSTON & SONS, INC., Philadelphia, Pa., U.S.A. 


Branches: Boston, Chicago, Detroit, Memphis, New Orleans, Seattle, Portland, Ore., 
San Francisco, Vancouver, B. C. Canadian Factory: Toronto. Australian Factory: 
Sydney, N. S. W. 


ESTABLISHED 1840 









To Contact Distributors 
ONE OF A SERIES OF For Republic Rubber 


Precscale Sales Slants 











Two mechanical rubber goods ex- 
perts soon to become familiar figures 
to industrial distributors in the East 
are Myron W. Thomas and S. K. 
Hawkins, whose appointments as ter- 





MYRON W. THOMAS 

USE THIS POINT TO INTEREST | salt ean edad y 
Herman Schultz, sales manager. 

A PROSPECT IN A 5-TON JACK... | b 


Mr. Thomas, who has been with 

Republic Rubber for many years at 

oe a | the home office in Youngstown, Ohio. 

y . y : | will cover the New England and East- 
point to capture your prospects 
attention? This Duff-Norton 5-ton 

jack has such a point—the Single 


lern New York territory from head- 


| quarters in Springfield, Mass. 


Unit Automatic Lowering Mechan- 





ism. You can readily make every 





prospect see the exclusive advan- 





tages of this mechanism. Because 





of the simplicity and sturdy con- 
struction of this vital feature, it 








appeals to the buyer, and opens 
the door for you to drive home 
additional Duff-Norton sales points, 











Single-Unit Automatic 


such as the rigid base construction, : - 
Lowering Mechanism 








handy grips, easy action, etc 

Review your call list with Jack business in mind, 
checking your best Jack prospects. Call on these selected 
prospects and take a husky Duff-Norton 514 with you. 
Demonstrate the simple, effective mechanism; point out 
other strong features—and watch your Jack sales grow! 




















S. K. HAWKINS 








Mr. Hawkins, who has also acquired 


THE DUFF-NORTON MANUFACTURING COMPANY considerable experience in the applica- 


PITTSBURGH, PA. tion of mechanical rubber goods from 


long association with Republic Rubber 
at Youngstown, will cover Eastern 
“THE HOUSE THAT JACKS BUILT’’ Pennsylvania, with headquarters at Lan- 


caster. 











Canadian Plont Coaticook, Quebec 













MILL SUPPLIES © JULY, 1941 


Salesmens Guide to 











Trans portation 
Public , 
Utilities 


Public 
Works 


y« Steam Railroads 
~ Electric Railways 
y~ Marine 

y~ Aviation 





Electric Light and Power Plants 
«Gas Plants 
vw Water Works and Filtration 





vz State, City and County Institutions 
4 Government Institutions 

v« Highway Departments 

y~ River, Harbor and Canal Comm. 





Basic 
Industries 


y~Sand and Gravel Plants 
y~ Quarries 

«Coal Mines 

«Metal Mines 

i Miscellaneous Mines 
Petroleum and Gas Wells 





Contractors 


w General Construction 
Electrical Construction 
«Plumbing and Heating Construc. 
i~ Railway Construction 

y~ Sewer Construction 

vw Dredging Construction 

v Road Construction 





Miscellaneous 


~ Hospitals 
«Steam Laundries 
«Cleaning and Dyeing Plants 





Process 
Industries 


Food 
Industries 


«Chemicals, Drugs, etc. 

y~ Ceramics, Brick and Tile 
«Coke and Manufactured Gas 
Fertilizers 

yw Glass 


~Gelatine, Glue and Soap 





Sugar Mills 

Canning and Preserving 

4 Dairies, Ice Cream and Cheese 
~ Beverages 





Metal Refining 
Industries 





w~Smelting and Refining 
Blast Furnaces 





Metal 
W orking 
Industries 


Textile 
Mills 


Wood 


Industries 


Miscellaneous | “ 
| p Concrete Products 


Industries 


y~ Machine Shops 

y~ Foundries 

vs Mechanical Machinery 

y~ Electrical Mach. and Eqpt. 
y~« Automotive 


| Shipbuilding and Dry Docks 
| .« Brass, Bronze and Copper Wrkg 
| y« Railroad Repair Shops 


y« Forge Shops 
y~ Stamping and Enameling 


| y« Cotton Manufactures 


v~ Knit Goods 
ys Silk Manufactures 
y~ Woolen Mills 


| p« Rayon Mills 


yz Other Textile Industries 


| p« Logging Camps and Saw Mills 
| y« Independent Planing Mills 

| y« Furniture Factories 

| y« Box Factories 


y« Sash and Door Mills 


yw Other Wood Industries 


y= Clothing 
u~ Shoe Factories 
y~ Other Leather Products 


yw Marble and Stonework 
y~ Paper Products 


| w Tobacco 





you. 





Hundreds of new Allis-Chalmers Electrifugal ‘“AllI-In- 
One” Pump Units are being sold each month te these 
industries. It’s the newest type of Package Pump — easy 
. . easy to handle . . . easy to sell! For informa- 
tion on how to get your share of this profitable new 
pump business, call the Allis-Chalmers district office near 
Or write Allis-Chalmers, Milwaukee, Wisconsin. 


to stock . 








ALLIS- CHALMERS SLecliefugal PUMPS 
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INDUSTRY 


Ter OW AGE 


7 


|eYobat-M al-Xourae hime) al 


oKr 


BALL AND ROLLER 
BEARINGS 


If every S0SP-equipped machine 
and tool and instrument and vehicle 
were to come to a sudden halt, 
defense would sag alarmingly. But 
Industry, alert and patriotic, will 
make sure that the bearings that 
speed the defense machines get 
the little care they need. 

SKF INDUSTRIES, INC., 






PHILADELPHIA 4774 
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Greene, Tweed Moves 
To Larger Building 


Greene, Tweed & Co., manufacturers 
of “Palmetto” and other brands of 
packings and special tools, have moved 
their manufacturing plants and gen- 
eral offices to the Palmetto Bldg. at 
Bronx Boulevard and 238th St., near 
Woodlawn in New York City. 

The new Greene, Tweed headquar- 
ters are located in a large modern 
plant, attractive in appearance and 
practical in layout. Ample room is 
available for all departments and for 
increased manufacturing facilities. 
The plant is immediately adjacent to 
tracks of the New York Central and 
New Haven railroads, thereby provid- 
ing’ convenient shipping accommoda- 
tions. 

New and modern machinery has 
been installed for manufacturing proc- 
esses, and to provide for the additional 
lines of packings and other new prod- 
ucts which are being developed. The 
company is 78 years old. 


New Philadelphia Address 
For Industrial Products 


Industrial Products Co., specialists 
in industrial safety equipment, an- 
nounces the transfer of headquarters 
from 800 W. Somerset St. to larger 
quarters at 2820 N. Fourth St., Phila- 
delphia. 


Harbison-Walker Plans 
New Fire Brick Plant 


Harbison-Walker Refractories Co. is 
planning to build a third fire brick 
manufacturing plant near Clearfield, Pa. 
According to officials of the company, 
the new plant is needed to meet the 
increased demands developed by defense 
industries. 





Californians can step right up and call out 
their needs for bearings at this counter of 
the Bearings Supply Co. in Fresno. 





Oger 


















































Chicago Committee Issues 
Post-Convention Report 


Now that the excitement attending 
the entertainment at the Triple Mill | 
Supply Convention has subsided, the | 
All-Chicago Committee has addressed | 
the following open letter on financial | 
matters pertaining to the Gay Nighty | 
Nite: 

In submitting a statement of receipts 
and disbursements covering the Gay 
Nighty Nite of the Triple Mill Supply 
Convention, held in Chicago on May 5, 
the All-Chicago Committee wishes to 
thank manufacturers and distributors 
whose financial contributions made this 
affair such an outstanding success. | | 

We are also grateful to the members | 
of the three associations who attended | 
the affair as our guests, and to the | 
officers and secretaries of the three asso- 
ciations for their fine help and co- 


nO ae _ SELL THEM WHAT YOU CAN DELIVER! 


RECEIPTS from subscrip- NG 
tions of Chicago Manu- eee With your local stock of Graton & Knight Leather Belting, you 
facturers and Distributors : 

Miscellaneous income... $3,239.91 








can get immediate profits. There’s no waiting months for deliver- 


) DISBURSEMENTS as per ies when you get an order for Graton & Knight Belting. 
detailed audited account 
filed with Miss M. E. So remember to mention /Jeather belting to your accounts. When 
Williams, Executive Sec- “ 
retary, Central States you call on them. By mail. By telephone. 
Mill Supply Assn........ $2,917.72 | 


—_—_—— Graton & Knight can give you—today—prompt “fill-in” service, 
BALANGES. cccscccs & 32239 


and our production program is based on continuing to supply 
Note: 

The Committee has distributed this 
balance on hand as follows: 


your demands with minimum delay. 





k CHICAGO MA. 

¥ TERNITY CEN- 

: Tiina: ie 

2 FOR AMERICAN 

SOLDIERS ..... 80.55 ) Self-Selling Calling Cards for salesmen. 

; BUNDLES FOR a mY have t ble seeing. 

: BRITAIN ..... 80.54 $322.19 Re eS er 

E : a Printed with your name and phone number. 

3 Yours very truly, = > 

& 7 eee . = 

(SIGNED) : » “Waiting Truck” Mailing Pieces. a 
ALL CHICAGO COMMITTEE An effective way to get those leather belting orders 


Se ds that mean immediate profits. 
Oscar Iber, Chairman 


Ralph E. Kramer, Vice-Chairman Printed with your company’s name, address, and phone 


Committee: number. 
C. A. Channon . . 
i Samuel H. Clark . They’re Free. Write Graton & Knight, Worcester, Mass. 
Neil C. Hurley, Jr. | Bees 
George R. Manning Your company’s name and address are listed on the special Graton & 


Knight page in the Belting Section of THOMAS’ REGISTER. 


aoe 


To Sell Outside 


Wm. N. Frederick, for several years 
a floor and counter salesman for the 


Busser Supply Co., Lewisburg, Pa., has \ \ \ 
een transferred to the outside sales t i I a J We 


staff. 
Tanneries and Manufacturing Plant at 
WORCESTER, MASSACHUSETTS ‘daa 
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It has proved its dependability 
on every big construction job in 
this country for the last fifty- 
eight years. 





YOU CAN’T LAUGH OFF A 
FIFTY-EIGHT YEAR SAFETY 
RECORD. 


You get these Safety Features when 
you Standardize on the Genuine 
CROSBY CLIP: 
1—Correct Gripping Design. 
2—Drop Forged Steel Base. 
3—Long Base for Greatest Grip. 
4—Oversize Steel U-Bolt. 
5—U-Bolt Threads Galvanized. 
6—Large, Smooth-Running Nuts, 
Easily Applied. 
7—Hot Galvanizing Resists Rust, 
Corrosion. 


They're built to grip rope and hang 
on regardless. 


They're the real grab-me-tights — 
and they're drop forged steel to 
match the steel cables. 


Like the boss says, “Specify Genu- 
ine CROSBY CLIPS, give ‘em to 
men who know how to use ‘em — 
and your wire rope 
fastening troubles 
are over.” 







AMERICAN HOIST 
& DERRICK CO. 


cweaco ST. PAUL, MINN. ew vor 


Warren Jones Dies, Head of 
V/. A. Jones Foundry 


Warren G. Jones, president of the 
W. A. Jones Foundry & Machine Co.., 
Chicago, succumbed to a heart attack 
and passed away at his home in River 
Forest, Ill, on Thursday, June 6. 
Funeral were held the fol- 
lowing Saturday afternoon. 


services 


As a manufacturer of power trans- | 


mission equipment, Mr. Jones was well 
known in industrial and engineering 
circles. He was born in Chicago in 
1890, and entered his father’s firm in 


1910. Since 1925 he had been presi- 
dent. He was also vice president of 


the Sackett 


Chicago, 


Screen & Chute Co. of 


Mr. Jones is survived by his widow. 
Gertrude, and three children—Mrs. 
Marion Beales, Warren G. Jones, Jr. 
and Thomas A. Jones. 
connected with the W. 
dry & Machine Co. 


His sons are 
A. Jones Foun- 


Says Paid Vacations Are Not 
Compensation for Overtime 


Vacation pay is not 
hours worked and does not affect the 
regular rate upon 
computed, even when the employee 
works through the vacation period and 
receives his vacation pay in addition 
to his earnings. This opinion was ar- 
rived at by General Philip B. Fleming, 


Administrator of the Wage and Hour | 


Division, United States Department of 
Labor, after a reconsideration of the 
problem raised by the Office for Pro- 
cuction Management’s suggestion that 
cefense industries this year pay their 
employees double for foregoing vaca- 
tions. General Fleming rescinded his 
previous suggestion that the employee's 
regular rate of pay and overtime com- 
pensation might be increased prospec- 
tively for a period of time sufficient to 
net the desired amount. 

The publication directs manufactur- 
ers who believe they machine 
tools and other equipment suitable for 


have 


defense production to write or visit the 
Defense Contract Service office at the 
Federal Reserve Bank or Branch Bank 
for the region in which they reside. 
It asks that they send or take to the field 


payment for , 


which overtime is | 


office phetographs of the interiors of | 


their plants, photographs or descrip- 
tions of the products they are making 
now or have made in the past, and 
-pecified information concerning their 
equipment and experience. 
of the field offices are listed. 
Copies of the pamphlet, 
“Defense Contract Service”, may be 
obtained from the Division of Informa- 
tion, Office of Emergency Management: 
Washington, D. C. 


Addresses 
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AMERICAN 


WIRE ROPE 
Standard Duty Line of 


eee ey 


Here’s big time activity for 
you — a line that not only 
is complete and gives you 
wide sales opportunity, but 
a line designed and built to 
a quality standard — that you'll 
be proud to represent — that will pyra- 
mid sales for you -— that your cus- 
tomers will enthusiastically approve. 
Don't take our word for it — make your 
own inquiries — or better still, try it 
by selling some and finding out what 
the customers say. 

AMERICAN Wire Rope Blocks and 
Sheaves are being sold from coast to 
coast — they have proved themselves 
in the toughest service. 

To get in on these profitable items, write 
us and ask about authorized distributor- 
ship — make that your next important 
good business move. 


CATALOG TELLS 
THE STORY 


Write today and ask 
for copy of Catalog 
300-BS-1. You'll get 
all the important de 
tails. 


AMERICAN HOIST 
& DERRICK CO. 


cuicaco ST. PAUL, MINN. new vor 


BLOCKS and SHEAVES 
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Sources of supply to the jobbing 
trade are devoting more and more 
of their production to defense 
requirements. Less of their output 
is flowing into the regular channels 
for everyday needs. So new sources 
of iron and steel, reliable sources — 
and many more of them—will be 
needed to meet the increasing de- 
mands of your customers. 

That’s where this book will help you! 
It reveals, for the first time under one 
cover, the tremendous production 
resources of Republic Steel. It lists 
all the products made by Republic, 
16 pages of them, ranging from bars 
and sheets, to pipe and conduit, 


REPUBLIC 


General Offices 


STEEL 


* Cleveland, Ohio 


THIS 500K to broaden your buying 


channels and meet your customer's needs ... 


to bolts and wire, as well as a mul- 
titude of other products fabricated 
from carbon, alloy and stainless 
steel. Hundreds of items are listed 
here that you probably never knew 
existed under the Republic name. 


You need this book to eliminate 
many of those unnecessary details in 
searching for qualified suppliers — 
to widen your buying channels for 
faster material delivery. Get it, study 
it, use it to enlist the enlarged facil- 
ities of Republic—its 65 modern 
plants and mines, its 62,000 steel 
workers —in helping you to meet 
the growing demands of your cus- 
Ask for Book No. 199. 


tomers. 


CORPORATION 


BERGER MANUFACTURING DIVISION + CULVERT DIVISION « NILES STEEL PRODUCTS DIVISION 


STEEL AND TUBES DIVISION « UNION DRAWN STEEL DIVISION « TRUSCON STEEL COMPANY 


® Ranthlic Staale «Steel Products 








BREAKING RECORDS 
The men in Republic plants are 
breaking production records 
every month in an all-out effort 
to speed up defense. 

At the same time, they are fur- 
nishing as much steel as possible 
for other important uses. 

The people in the communities 
in which these plants are located 
take almost as much pride in 
these accomplishments as the 
men themselves. So do we— 
and so, we believe, do the 
American people as a whole. 


X 


PRESIDENT 











You can sell 
more of these 
faster-action 

work-saver 

Plies ib 
CUTTERS 








Special 
Forged Cutter 
Wheels As- 
sure You 
Faster Cleaner 
Pipe Cutting. 


RIGAID heavy- 
duty cutter—4 sizes, 
capacities to 4” .. 
Also No. 42 with 4 
wheels, for work in 
close quarters. 


EN are willing—show your customers how to give 


their men the help of the speediest most modern 
tools and watch them “deliver ahead of schedule.” 


Everywhere you find these efficient RIEZZQID Pipe 
Cutters by hundreds of thousands cutting all kinds 
of pipe more easily and quickly. They save cutting 
and reaming time. That unusual blade type wheel— 
forged and assembled in solid hub—sets new speed 


and endurance standards. 


Heavy-duty type, these cutters are guaranteed to cut 
true. Your customers appreciate it with orders when 
you offer them the economy of more work and less 


expense—sell them 


Cutters... 


these RIEZAIM Heavy-Duty 


THE RIDGE TOOL CO., ELYRIA, OHIO 





Sai 


WORK-SAVING PIPE TOOLS 
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Bill Todd and Alberter Upped 
At Somers, Fitler & Todd 


Elevation of W. T. Todd, Jr., 


from 


| vice president to president, and of E. L. 
Alberter from sales manager to vice 
president in charge of sales, has been 


| burgh distributor. Bill 


| 





W. T. TODD, JR. 
Becomes president of Somers, Fitler & Todd. 


announced following a directors’ meet- 
ing of Somers, Fitler & Todd Co., Pitts- 
Todd succeeds 
to the presidency as his father, W. T. 
Todd, Sr., 
board. 
Other promotions announced were of 
F. C. Fitler to vice president in charge 
of engineering, of H. C. 


becomes chairman of the 


Ploeger to vice 





E. L. ALBERTER 


Elected vice president in charge of sales. 


chairman of the board, 
elected were A. F. 
urer, and R. W. Liddell. secretary. 

Directors = the company 
™.. tT. age oe 
Todd, E. L Alberter. F. C 
A. F. tht R. W. Liddell. 
Fuson and H. H. Kerr. 


Swearingen. 





and of W. L. 
Fluke to assistant treasurer. Officers re- 
treas- 


include 
Ploeger. W. : 
C. Fitler. 


<= 
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Men and machines in the Heller plant are 
now working at top speed. Factory walls 
are bulging with tremendously stepped-up 
activity. Ever-growing quantities of files and 
other hand tools are pouring out. 

THE FILES ARE COMING—more and more 
of them—to meet the rapidly rising demands 
of Defense, as well as the pressing needs 
of industry. 

Under the pressure of working against time in 
meeting these severe requirements of priority 


NEWARK, N. J. 





are Coming! 


orders, there are bound to be some incon- 
veniences. Shortages of materials. Delays in 
shipments. Restriction of deliveries to some 
customers. 


Unfortunately, no one can foretell what the 
future will bring. However, of this you can 
be certain. Everything possible that can be 
done is being done to take care of your 
orders promptly. For your friendly spirit of 
cooperation and understanding during this un- 
avoidable situation, we are genuinely grateful. 


HELLER BROTHERS COMPANY 


NEWCOMERSTOWN, OHIO 


Nucut “Wavy Teeth” Files * Vixen Milled Curved Tooth Files * Rasps ¢ Heller Files 
Swiss Pattern Files * JohnsonFiles * RexFiles ¢* BlackKingFiles ° File Holders 
File Handles * Masterenches * Hammers * Tool Steels * Special Steels 


vv Good Tools Since 1836 ¥< 
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SIMONDS 


“RED TANG” 


Files with teeth that 
cut like a Metal Saw. 
Remove more metal. 
Stay sharp longer. 
Any style or length. 
First grade only. 





Best lers-—Best cutter 
Write for book ‘File Facts.” 


SIMONDS SAW AND STEEL CO. 


FITCHBURG, MASS. 
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Murray W. Sales’ garage (right) was taken over for most of the exhibits at that distributor's 


recent industrial show. To its left were big tents for further exhibits and refreshments. 


Detroit House Exhibits 
a La Barnum & Bailey 


Murray W. Sales & Co.. Detroit 
distributor, took a leaf out of Barnum 
& Bailey's book of showmanship on the 
het. sunny days of June 3, 4 and 5. to 
stage an industrial show in which part 
of the exhibits—-and the refreshment 
department—-were comfortably housed 
in circus tents. 

Although no count was taken. the 
show was very well attended by indus- 


trial buyers. engineers and architects. 


Manufacturers and other friends of the W. S. Wilson Co., New York City, got together on 
June 4 for the distributor's annual outing, at the Roselle Golf Club, Roselle, N. J. Most of 


the golfers were rained off the course by a strong Nor'easter. However, there were door 


according to D. G. MeLeod. vice presi- 
dent and general sales manager. 

The company’s garage, across the 
street from the company’s main ware- 
house. was used for the main exhibit. 
One big tent was an “exposition annex.” 
with a number of manufacturers’ dis- 
plays. while a second big tent was ar- 
ranged for refreshments. 

During each day of the show. visitors 
were taken on tours of the company’s 
pipe fabrication shop. where they  in- 
spected bending. welding, VanStoning. 
pipe threading and cutting. 





prizes for almost everybody, following the dinner above. 


MILL SUPPLIES © JULY, 1941 











ae 


“PME: 




















FITS YOUR SALES PICTURE 





AMCO Certainly there’s a place with every industrial supply 

: ALL-WEATHER 

i Made of first-grade house for a line that can produce added income at full 

: manila fibre, rot 4 P= : ie 

and water-proofed with a special profit. That’s the reason we say the “American” rope 

a cordage solution to give extra . ; 

t i Steet tee exace inden line fits your sales picture. Dealers who take on “Amco 
job. “ . ° 
All-Weather” manila rope quickly report substantial 

AMERICAN increases in their rope volume. Yearly inventory reveals 
SUPERIOR ee 
Ai Ses Ciccenaley more stock turnovers with “American” ropes. There’s 





: manila rope of ex- 
ceptionally high tensile strength 
and durability. Exactingly man- 
ufactured and lubricated. An 
outstanding rope value. 


aoe a 


no reason why you shouldn’t be getting this plus busi- 
ness. A surprisingly small investment will set you up 
with a completely representative stock. Order a trial 


Look for the Red and Green Marker. stock today. 


AMERICAN MANUFACTURING COMPANY 
NOBLE & WEST STS., BROOKLYN, N. Y. 


WESTERN FACTORY BRANCH: §7T. LOUIS CORDAGE MILLS U sz. touis, mo. 


BOSTON ° BALTIMORE ° PHILADELPHIA ° CHICAGO ° NEW ORLEANS ° HOUSTON 
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FORMER DAYTON V-FLAT-100° 


NEW DAYTON V-FLAT COG-BELT — 121” 
SESSSee0R ee eeeeeee 
sseretseuaseeiist 
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INCREASED 
PULLING POWER 


NEW BELT 
DESIGNED ON 
PRINCIPLE OF 
TIRE TREAD 









aa 
. 


for either Flat Pulleys or Grooved Pulleys 


UNIVERSAL DRIVING SURFACE 





| TESTS PROVE | This Scientifically Engineered 


Cog-Belt, by Dayton, Sets New High in Pulling Power 
and Belt Life on V-to-V and V-Flat Drives 


Dayton, the greatest name in 
V-Belts, has engineered a revolu- 
tionary new belt for either flat 
pulleys or grooved pulleys. 


Here is the only belt ever built 
that embodies patented built-to- 
bend construction, flat cogs, and 
Daytex Cord to give greater pulling 
power and to stand up longer 
under high-speed flexing. 

For V-Flat Drives, this new Cog- 
Belt is the only belt built on the 
scientific principle of increasing 
traction by means of a non-skid 
design. In actual tests, this belt 
made on the tire tread principle, 
gave at least 21% more pulling 
»0wer than other belts tested. 


For riding in grooved pulleys, this 
new belt has the greater gripping 
power of Dayton’s famed raw 
edges which present the same 
driving surface to the pulley, re- 
gardless of side wear. 


HEAT-RESISTANT DAYTEX CORD 


It took a long time (seven years in 
fact) for Dayton’s technical labo- 
ratories to develop Dayton Cog- 
Belts with Daytex Cord in their 
neutral axis section. Exhaustive 
tests proved that this more com- 
pact Daytex Cord is stronger, that 
it has less stretch and that it has 
heat-resistant properties never 
before thought possible. 


But that isn’t all. The new Day- 
ton Cog-Belt’s ability to deliver 
greater pulling power over a longer 
belt life has been proved by hun- 
dreds of field applications—on 
both V-to-V and V-Flat Drives— 
under all kinds of conditions and 
in many types of industries. 


NEW SALES OPPORTUNITY 


Add to Daytex Cord, Dayton’s 
greater flexibility due to its cog 
construction, its greater gripping 
power on either flat or grooved 
pulleys, and you have a new answer 
to the needs of your customers 
for increased production at lower 
costs. When you’re selling the 
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BIGGEST 
IN YEARS! 
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"FOR V-T0-V DRIVES 
—. 


FOR V-FLAT DRIVES 


-& 


td 


new Dayton Cog-Belt, you are offering 
greater driving efficiency, longer belt 
life, savings in time and prolonged life 
of bearings and machinery. And that 
means more sales for you. 


> Hayton iwiger 


AL . 
MANUFACTURING COMPANY ¢ DAYTON, OHIO 
The World's Largest Manufacturer of V-Belts | | 
DAYTON, THE GREATEST NAME IN V-BELTS 


WITH UNIVERSAL DRIVING SURFACE 




















tan ized 
setup appliances 
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FLANGES PABALER SQUARE WITH 


The fast-selling line 
WITH EVERY SHOP A PROSPECT 


All busy shops need standardized set-up 
devices to save time and get more pro- 
ductive hours out of every machine tool. 
Alert distributors are making money by 
selling CAD appliances—it’s a good vol- 
ume line and gets repeat orders. 


WRITE TODAY FOR DETAILS 
and a COPY OF BULLETIN A-70 





STANDARD SHOP EQUIPMENT CO. 
8153 Tinicum Ave., Philadelphia, Pa. 








Sell Lighting as a Guard 
Against Plant Sabotage 


Proper lighting will aid in the 
policing of industrial plants and help 
vuard against night sabotage. a promi- 
nent engineer told a recent meeting of 
the American Institute of Electrical 
Engineers. 

H. E. Mahan, manager 
Electric’s Illuminating 
Laboratory at 


of General 
Engineering 
cited a 
number of American cases where pro- 


Schenectady. 


tective lighting systems already are 
working in conjunction with other 
measures to foil the saboteur. He 


talked on “Protective Lighting Prac- 
tice in the United States.” 

The U. S. Government. through its 
Federal Bureau of Investigation. is en- 
couraging such lighting in industrial 
plants) which — the 
Mahan said. Preceding him on _ the 
program was E. P. Coffey. Chief of the 
Technical Laboratory of the F.B.L. 
whe spoke on the role of protective 


Bureau surveys. 


lighting in combating sabotage. 

“Ways and means of accomplishing 
the desired lighting will vary.” Mahan 
said. “I there than 
satisfactory 


believe is more 


one solution to 


set of circumstances. 


any 
Basic principles. 
however. should be followed. 


one 


They in- 
clude the provision of adequate illu- 
mination to detect and 
absence of glare that handicaps guards. 


trespassers, 


or is a source of annoyance to street 
and highway traffic. marine or railroad 
operations, or to occupants of neigh- 
buildings. Dependability of 
operation of the system is essential. as 


boring 


is a minimum of shadowed areas due 
to random lamp failures. All light- 
ing equipment and electrical service 
facilities should be located within the 
property, or where it is not accessible 
to malicious damage. Provision for 
convenient maintenance and centralized 
control are also important. 
“Special attention should be 
to such situations as railroad sidings. 
alleys, 


given 
roofs of abutting 
water 
trances, and exits.” 
“These are all 


buildings. 
wooded — or approaches. en- 
Mahan continued. 
means of access that 
And also re- 
member that protective lighting should 
distributed that the guards 
patrolling the property will) be com- 
pletely concealed from the view of the 
saboteur.” 


demand safeguarding. 


he so 


Fence lighting. being a common fea- 
ture of practically all protective light- 
ing systems. has received the most 
study by 


Mahan explained. 


serious lighting engineers. 
In the larger plants. 


however, the lighting of areas between 


important buildings. ineluding such 
miscellaneous spaces as courts. ave- 
nues. and alleys, should receive spe- 


cial lighting attention. he said. 
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HIGHEST QUALITY 
FLEXIBLE SHAFT MACHINES 


t Vg to 3 H.P. 


Many types and sizes 
Your 


Attachments 

for hundreds 

) of operations 

Success | | 


Depends Upon 
Satisfied Customers 











serene | OUR NEW 
Wiggs | 60 PAGE 
Machines CA TA LOG 
— e E A D Y 
ay Write for 
Rotary Files Copy 











5001 No. Wolcott Ave. Chicago 











THE COMPLETE LINE 


OF TEXTILE BELTING 





[) from one 
supply source! 


For your convenience, we 
carry vast stocks of all types 
for IMMEDIATE shipment from 


our Easton, Pa., factories. 
solid woven belting 
—in widths up to 84” 


canvas stitched beltings 
—32 and 3712 oz. duck weights 


balata belting, etc. 





Victor Bolaota & Textile 


Belting Company 


New York: 53 Pork Place 


©. 345 W Hubbord Street 
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22 Powerful Models of 


SKILSAW DRILLS 


offer a size for every 
drilling need! 





SKILSAW Model 46 DRILL 


@ 14 in. high production drill. Used in air- 





craft production and in the machine tool 
industry in the manufacture of defense 
equipment. Ball bearings on armature and 
spindle. No-load speed: 2000 R. P.M. 
35 in. wide, 714 in. long. Weight: 41 ¢ Ibs. 


SKILSAW Model 43 DRILL 


@ 1¢ in. heavy duty drill. A 

“super-powered™ tool for 

production drilling in the 

manufacture of tanks and 
other heavy steel defense equipment. Ball 
bearings on armature and «spindle. No- 
load speed: 2000 R.P.M. Length: 131 2 
in. Weight: 6%; Ibs. 





SKILSAW Model 101 DRILL 


© 5¢ in. special duty drill. 
Low speed, high torque for 
tough alloys and for deep 
drilling in timbers. Detach- 
able pipe handle ; combina- 
tion spade handle and breast plate. No- 
load speed: 300 R.P.M. Length: 181¢ in. 
Weight: 161¢ lbs. 














SRILSAW 


> ete ONLY THROUGH 
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SKILSAW “ 
Model 80 DRILL ee 
THE GREATEST “SELL” IN DRILL HISTORY 


@ Packs more power and efficiency into 





less weight and space than any other |, in 
drill. Weighs & Ibs milly O', in. wide and 





i! in. long! 100°, anti-friction bearing 





construction, No-load speed; 150 R. P.M. 


| NDUSTRY needs drills right now, lots of 
them, and it’s buying SKILSAW DRILLS 
because they deliver more drilling speed and 
power . . . beeause they're better-built to 


stand the gaff of today’s toughest requirements. 


You'll sell more drills, make more money and gain more 
satisfied customers if you push all 22 models of SKILSAW 


DRILLS—a size for every need—a sure sale to every prospect! 


SKILSAW, INC., 5033-43 Elston Avenue, Chicago 


NEW YORK = BOSTON * BUFFALO = PHILADELPHIA 
CLEVELAND . KANSAS CITY ae ATLANTA * NEW ORLEANS . DALLAS 
LOS ANGELES * OAKLAND * SEATTLE e TORONTO, CANADA 


TOOLS 


RECCEewWIZEDSD STE VTereegwter &s 
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The 


TRAP LEADER 
IN SUPPLY HOUSE 
SALES 


IMPULSE STEAM TRAP 











ESSE 


LUBRIC 


AT 
CE 


ING 
$ 








ARE RIGHT UP IN FRONT HELPING 
INDUSTRY TO MEET EXACTING 


DEMANDS - - - 


ESSEX has been making and supplying industry with lubricating 
devices for 30 years. These years of practical experience are 


worth a great deal to our Distributors. 


The great number of manufacturers who are now engaged in 
defense work want their equipment to run—constantly—with no 
let-ups—-no breakdowns. That's why the experienced plant 





ESSEX CAN SUPPLY 

Sight feed Lubricators — Plain 
Lubricators — Hand Oil Pumps — 
Oil Cups — Plural Oilers — Sight 


manager wants ESSEX. There are types to 
fill any need and to fill it well. 
customers to get the utmost in efficiency 
from their equipment—sell ESSEX! 


Help your 


Feeds — Grease Cups — Oil 
d Y Gauges — Water Gauges — Oil- 
a [ee ing Devices — Air Cocks, etc. 


Cup 





DETROIT 





MICHIGAN 


ESSEX BRASS CORPORATION 


2000-2006 FRANKLIN STREET 
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“Pilot’’ Glass Bod 
u 


y Sight 
Feed Oi! Cup 


“Plural’’ Four Feed Osler. 
(Available 2 to 12 feeds.) 
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Production of Aircraft 
Exceeding Expectations 


Progress has been made beyond ex- 
pectation in expanding productive ca- 
pacity in the aviation industry, accord- 
ing to Leslie E. Neville, editor of Avia- 
tion magazine. “The spring of 1941 
finds us well along the way and on 
schedule,” he states. 

The schedule set in the accompany- 
ing chart is an extension of the predic- 
tions made in January Aviation, and the 
actual figures to date have borne out 
the accuracy of those predictions. In 
the first six months of this year the in- 
dustry will have exceeded the total pro- 
duction for the whole of last year, which 
was approximately 6,000 planes, and the 
industry is not yet in high gear. 

“In spite of the three-fold increase 
realistically expected this year over last, 
which means an 18,000 plane objective 
for 1941, this is only the beginning,” 
says Mr. Neville. “Although Congress 
has appropriated funds for 18,000 
planes, the industry is expected to pro- 
duce 44,000 by the middle of 1942 and 
80.000 by the middle of 1943. 

The present program calls for 16,500 
for the Army; 8,500 for the Navy; 
16.000 for British and Canada; and 
3,600 bombers via the Knudsen Plan— 
all some time in 1942. While these are 
being built there is a concurrent ca- 
pacity expansion and new programs are 
being developed to keep this capacity 
busy during the year following or to the 
end of 1943. The plans call for a ca- 
pacity expansion from a rate of 2,500 
planes per month, which should be 
reached by the end of 1942, to a rate of 
3,600 per month by the end of 1943. 
But the latter figures will include a 
much higher percentage of combat 
planes over present production which is 
about 50 percent. 


4000. 
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‘Here’ ; What Distributors Think of — 
, Todays Exceptional Sales Opportunities 
















Steel Bench Legs 


Teo! Cabinets 


















@ Only one thing can explain the interest mill 
supply distributors and their salesmen are show- 
ing in Lyon Shop Equipment... IT SELLS! In the 
first quarter of 1941, Lyon Distributors sold a 
volume that equalled their total 1940 sales. 
Bigger sales opportunities are aheac because 
Lyon Products play an important part in meeting 
today’s defense production problems. .. and be- 
cause Lyonis prepared to deliver what you sell. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 5307 Madison Avenue, Aurora, lilinois 
Branches and Distributors in All Principal Cities 













Stee! Benches 


Steel Stools 


= 


Tool Carts 








Assembler’s Bench Bin 
(Patent Applied For) 





Li-Flat Cabinets 





od 


Tool Boxes 


Folding Chairs 






Shoprobe 
(Patent No 2-202-427) 
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Toto Swings 
on the Rope 
She Can Trust 


“LT might fall for Mr. Gar- 
. but not for a 
second-grade rope,” says 
the Belle of Ringling Bros. 
Barnum & Bailey Circus. 


vantua.. 


Toto’s swing rope, like all 
the 200 miles of rope used 
by the circus, is made by 
Plymouth. 





WHY is important to you 
who use or sell rope in 
industry. That question is 
answered below by Mr. 
Curtis. 


Taken from Plymouth Rope tdver- 
tising Campaian in Time Magazine 





\ 








A SAFETY MESSAGE TO 


INDUSTRIAL BUYERS AND SELLERS OF ROPE... 


from William H. Curtis, Supt. of Canvas, Ringling Bros. Circus 


“In my 51 years of cireus life.” 
Vr. Curtis says, “Pve used 
Plymouth rope almost exclu- 
sively. And ll tell you why: 
-——_ “SAFETY FIRST is 
(Re; more than a slogan 
AH with us. With eight 
in to Qe © twelve thousand 
Rope Expert mothers, dads and 
hids filling our tent twice a day, 
we can't take chances on any- 
thing but the best rope. 
"STARTING FROM 
SCRATCH, my crew of 160 
men can put that tent up in 
two hours and 15 minutes. With 


our schedules, we can’t afford 


slowdowns due to rope failures. 


“MY BOYS can tell you how 


well Plymouth “handles.” and 





PLYMOUTH 


how its soft. easy ways keep us 


moving fast. 


“YOU MIGHT TELL those 
fellows who buy rope for indus- 
trial use that we replace all 200 
miles of our circus rope every 
year. Yes sir, folks who come to 
the Big Top can depend on us— 
and Plymouth Rope.” 


THANK YOU, MR. CURTIS. 
One reason why we are the 
world’s largest maker of cord- 
age is because informed rope 
users, like you, specify the 
“Rope You Can Trust.” 
* * * 
PLYMOUTH CORDAGE COMPANY 


North Plymouth Mass.; Welland, Ontario 


Division Offices: New York, Chicago, San 
Francisco. Warehouse stocks: New York, 
Boston, Baltimore, Philadelphia, Cleveland, 
Chicago. Houston, San Franciseo. 


PLY MOUTH CORDAGI 
COMPANY 


North Plymouth, 
Massachusetts 
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Worthington Appoints 
New Boston Manager 


Worthington Pump and. Machinery 
Corp. announces the appointment of 
R. M. Cleveland, a veteran of 24 years 
service with the organization, as man 
ager of its Boston Office. He succeeds 
W. A. Finn who has been called to 
active duty with the Navy in the rank 
of lieutenant. Mr. Finn had been with 
Worthington since resigning his com 
mission as a Naval officer in 1926. 


Crescent Tool 
Strike Ends 


American Federation of Labor ma- 
chinists voted on June 10 to return to 
work at the Crescent Tool Co., James- 
town, N. Y.. scene of a strike since May 
12 affecting 500 workers. 


Riechman-Crosby Host to 
Refrigerating Engineers 


Riechman-Crosby Co. Memphis dis- 
tributors, and the Yarnall-Waring Co 
were hosts to about 125 engineers of 
the National Association of Practical 
Refrigerating Engineers, June 4, in the 
ball-room of the Chisea Hotel. 

\. L. Aicher. sales engineer for the 
Yarnall-Waring Co., discussed Impulse 
Steam Traps and illustrated with a tech- 
nicolor movie. Following the meeting. a 
buffet supper was served. A. J. Clay. 
Memphis’ city smoke inspector, is presi- 
dent of the Association. Harry Alcott. 
of Riechman-Crosby. introduced — the 
speaker. 





The topic of the evening was cold, but the 
friendship was warm when Riechman-Crosby 


Th 





entertained refrigeration engineers on June 


Please send me a free copy of “Lift It Safely. 












The booklet that gives facts on cope in industry , 4. Above, at the post-meeting buffet sup- 

RO PE FO ~ | N D U $ R Y Name per, W. H. Wiggins (left), engineer at 
Firm Lowenstein's department store, chats with 
Ad Iress Wayne Brasher of Riechman-Crosby and 
; san neh. A. L. Aicher of Yarnall-Waring. 
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NEW HOME for 
‘GREENFIELD’ Gages 


EMORIAL DAY at “Greenfield” was marked 

by the opening of this new modern air- 
conditioned plant, devoted entirely to the manu- 
facture of Plain, Thread and Limit Snap Gages. It 
will more than double “Greenfield's” gage manu- 
facturing capacity and symbolizes “Greenfield's” 
determination to cooperate in every way with the 


national defense program. 


The most modern machinery and complete air 
conditioning will materially assist our hundreds of 
trained and experienced gage workers to maintain 
the closest possible control over manufacturing 
conditions. Even with the greatly enlarged output 
that the new building makes possible, individual 
quality and accuracy will be maintained and 


increased, 





Increased research and testing facilities 


are an important part of the new equip- 
ment and will be used unceasingly for the 


benefit of our friends and customers. 


GREENFIELD TAP & DIE CORPORATION 


GREENFIELD, MASSACHUSETTS 
Derroft PLant: 2102 West Fort St. 
Wanrenouses in New York, Chicago and Los Angeles 


In Canada: 
GneenFieLp Tap & Die Corp. or CANADA, Lrp., GALT, ONT 





/XVO\ GREENFIELD 


TAPS. DIES. GAGES. TWIST DRILIA. KEAMERS . SCREW PLATES. PIPE TOs 
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THERE’S A BELMONT PACKING FOR EVERY SERVICE x 





oh 


Now, when every production minute has an increased value, no plant can 
afford to have unnecessary delays and equipment failures caused by inade- 
quate packings. That's why it is important to pack with Belmont—the packings 
that are pre-planned for service. 

Below are two of the many Belmont Packings especially made for Oil Ser- 
vices, packings that will perform their tasks faithfully—even under the strain 
of 24-hour-day operations. Both Belmont 6100 and 189 are made from selected 
high grade asbestos yarn, braided, and treated with an exclusive lubricant for 
ultimate wear and greater efficiency. 

The complete line of Belmont Packings (for all types of services) is illustrated 
and described in detail in Belmont Catalog No. 40. Write for a FREE copy 
on your company letterhead today! Any Belmont distributor will be glad to 
show you samples and help you with your particular packing requirements. 


BELMUNT 


PACKINGS <= 


tapas V> aap aK SY 

















FOR Pagel Meares 
-_ tt ere aire 

da nd valve ; +h ++ serie 

For et gling vol- " oe ee a 
vill gillates SUS new s for you 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS + PHILADELPHIA, PA. x 
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Greenfield Tap & Die Corp. 
Quadruples Gage Capacity 


As soon as the National Defensé 
Program began to take shape, Green 
field Tap & Die Corp. set about in- 
creasing its productive facilities. and 
through the cooperation of the Gov- 
ernment, a new plant is in operation 
today—a plant which will more than 
quadruple the company’s production 
of these tools. 

Ground was broken the latter part 
of November, 1940, and by April 15th 
equipment was moving into the new 
building, which was erected by E. J. 
Pinney Company of Holyoke to plans 
drawn by McClintock & Craig of 
Springfield, Mass. It is two stories, 
200 ft. by 80 ft.. of brick construction, 
windowless, with two tiers of glass 
brick on two sides. Provision has been 
made for adding a third story when 
necessary. 

All finishing operations, after heat 
treating, are concentrated in the new 
building, which explains the attention 
which has been paid to its most inter- 
esting characteristics —- temperature 
and humidity control. The air condi- 
tioning system provides artificial ven- 
tilation, elimination of atmospheric 
and manufacturing dust, and stabiliza- 
tion of temperature. This latter is 
most important, as all hour-to-hour 
fluctuation of temperature = which 
causes expansion and contraction of 
metal has to be eliminated. This stab- 
ilization is maintained day and night. 

One system, consisting of fans. fil- 
ters, heating and cooling coil assem- 
blies with pumps, ducts and accessory 
equipment controls the temperature 
and humidity in the building proper. 
The control system is completely auto- 


Harry Kellogg, veteran employee of the 
Greenfield Tap and Die Corp., presented 
the first gage turned out by the company's 
new plant to General Barnes, of the Office 
of the Chief of Ordnance. 
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N profit-making plan. support in men, promotion and advertising. Fourteen 

. strategically located, company-owned warehouses, assure 
service-plus of Wickwire Rope in every size, grade 
and construction. It’s uniform .. . It’s high quality. 
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any's and Warehouses: Worcester, New York, Chicago, Buffalo, San 
fice Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Seattle, 


Abilene Texas. Export Sales Department: New York City 
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SELL R/M PACKINGS and 


you ve an expert 
for every job 
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Raybestos-Manhattan is a name—and a line of packings— 


that can keep your sales volume stepping. For Raybestos- 
Manhattan packings are accepted gladly in the first place. 
Over 40 years of reputation and experience in rubber and 
asbestos give you a real edge on the first sale. Second, every 
R/M packing that goes to work for you performs like the 
expert it is, controlling fluids, stopping waste, giving lasting 
satisfaction, and selling repeat business for you. Third—and 
this is very important to you—R/M is a line built and planned 
for resale. It is a small line, but a complete one. It is care- 
fully, constructively, sales-mindedly cataloged. And it is 
sold on a strict distributor policy. Get 
the R/M catalog. Sell the R/M line. 
It pays in sales, profits, and re-orders. 


Write for this complete, condensed cross- 
indexed catalog, designed to help you sell 
packings. It is free—our invitation to you to 
handle the R/M resale line. 





INDUSTRIAL SALES DIVISION 


RAYBESTOS-MANHATTAN, INC. 


Makers of Packings for Every Industrial Use 


BRIDGEPORT, CONN MANHEIM, PA NORTH CHARLESTON, S.C PASSAIC, N. J 
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matic, controlled by four thermostats 
on each floor. On the second floor, 
the Final Inspection Room, 60 ft. long 
by 40 ft. wide, is separately air-con- 
ditioned. It is maintained at 68° F. 
temperature and 50% relative humid- 
ity in accordance with the recommen- 
dations of the Bureau of Standards. 

Fluorescent lighting has been in- 
stalled throughout the building, main 
taining a uniform average intensity of 
approximately 25 foot candles, with 
intensities up to 65 foot candles on 
equipment and at final inspection. 

Hundreds of thousands of dollars 
worth of new manufacturing equip- 
ment has been procured in the pro- 
gram to increase both speed and 
accuracy of production. Batteries of 
new thread grinding machines with a 
wide range of capacities have been 
installed. New lapping equipment has 
been procured and the heat treating 
facilities enlarged and improved to 
meet the demands of the increased pro- 
duction. Accuracy of the finished 
product is still further assured by the 
inspection facilities. The most modern 
mechanical and _ optical inspection 
equipment has been installed for this 
purpose, 

Dedicatory exercises held May 30th 
were attended by General C. M. 
Barnes, assistant chief of Industrial 
Service, Office of the Chief of Ord- 
nance; General Stewart, commanding 
officer of the Springfield Arsenal; Col- 
onel Payne and Colonel Sears, chief 
and executive officer of the Hartford 
Ordnance District, as well as many 
other prominent government and _in- 
dustrial leaders. 

A feature was the presentation to 
General Barnes of the first set of gages 
made in the new plant. These gages 
were made and presented by Harry 
Kellogg, a veteran employee of the 
company, who has passed his 80th 
year. By a strange coincidence, it was 
this same man who made the first com- 
mercial gage turned out by Greenfield 
Tap & Die Corp. 31 years ago, al- 
though gages had been made for the 
company’s own manufacturing — pur- 
poses prior to 1910. 


Jones & Laughlin Expanding 
Wire Rope Plant 


An extension to its present wire 
rope plant at Muncy, Pa., and the in- 
stallation of additional equipment, has 
been authorized by the Jones & Laugh- 
lin Steel Corp., Pittsburgh. 

It is expected that work will be 
started by July 1 on a 120x275 ft. 
addition to the plant to house a new 
closing machine which fabricates the 
strand into finished rope, and to pro- 
vide warehouse space. A new office 
building is also being constructed. 
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These illustrations are taken from Circular No. 564, 
which graphically describes Lunkenheimer disc guiding. 
The circulars are available to Lunkenheimer distributors 
for distribution to their trade. 





SELL QUALITY-SELL LUNKENHEIMER 
The Line of ‘Covrectly Engineered” Valves 
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COFFING HOISTS 


KEEP YOUR 


SALES 
MOUNTING 


—Steadily 


The growth in the uses and needs for 
Coffing Hoists is a steadily increasing 
one—year after year. Industry long 
ago put its stamp of approval on 
Coffing Hoists because of their unfail- 
ing good performance. They can tackle 
industry’s immediate tough jobs as 
| they have been handling the regular 
iy run-of-mine jobs in the past. 


Their consistent good performance, 
ease of operation, low first cost, and 
economical operation is our Distribu- 
tors’ opportunity for good, steady in- 
come. We would like to tell you of 
our sales help by competent salesmen 
and our policy of sales only through 
our authorized dealers. Write for de- 
tails. 


“QUIK-LIFT’ ELECTRIC 


For dependable and eco- 
nomical service the Coffing 
“Quik-Lift” Electric Hoist 
incorporates a maximum 
amount of efficiency with 
speed, power and durability. 
Heavy duty motor, lubri- 
sealed ball bearings, gears 
and pinions are of special 
alloy steel and are sealed 
and run in oil. Built in capacities from 250 to 4000 
pounds with hook or trolley suspension. 
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SAFETY-PULL RATCHET LEVER 


The original ratchet lever hoist with dual ratchet and 
pawl assemblies independent of each other—handle 
always under control. Noted for new safety features— 
compactness, low first cost, lightweight, strength, and 
reliability on the job. The finest ratchet lever hoist 
made. 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 














COFFING “tain? HOISTS 


RATCHET-LEVER HOISTS e ELECTRIC HOISTS * LOAD BINDERS 
SPUR GEAR HOIST * TROLLEYS # DIFFERENTIAL HOISTS 
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Hugh Hirshon, president of the W. S. Wil- 
son Co., New York distributor, welcomes 
guests at the company's annual outing, June 
4, at the Roselle Golf Club, Roselle, N. J. 


Synthetic Called Answer 
To Zinc Shortage 


\ timely answer to the problem of 
licking corrosion without zine coated 
metal is given by Roxalin Flexible 
Lacquer Company, Elizabeth. N. J.. in 
their claim that “Roxaprene, a corrosion 
resistant speed synthetic. provides su- 
perior performance to galvanized metal 
at a fraction of the processing cost.” 

They further state that “when im- 
mersed in 2% caustic solution, un- 
painted hot dip galvanized steel shows 
corrosion in as short a time as 50 hours, 
whereas Roxaprene coated steel is un- 
affected at the end of 600 hours. Roxa- 
prene showed signs of failure only after 
96 hours in the same dilute hydro- 
chloric acid solution that ate though 
galvanized coatings in 2% hours.” 

Roxaprene is already being used by 
manufacturers of air conditioning equip- 
ment, motor trucks, bottle caps. fans, 
blowers, pumps, and special machinery. 


Interstate Disposes of Its 
Machine Shop Subsidiary 


Interstate Machinery & Supply Co., 
Omaha, Nebraska, announced that 
effective as of June 1, 1941, the opera- 
tion of their machine shops has been 
taken over by the Paxton-Mitchell Co. 
of Omaha. 

This step was taken by Interstate 
with regret after nearly 40 years of 
uninterrupted operation. But the pres- 
sure of rapidly expanding business in 
other departments, construction equip- 
ment, power plant and filtration equip- 
ment, refrigeration supplies, besides the 
regular industrial lines, demanded so 
much attention that their interests were 
too much divided to continue the opera- 
tion of the machine shops. 








Here’s how Bethlehem Hot-forged Nuts can help you 
build business and good will among engineers, pur- 
chasing agents and production men. Simply suggest 
to them that by specifying ‘Bethlehem Hot-Forged” 
when they order “common” nuts, they will get a nut 
with greater strength, with more resistance to splitting 
and stripping. 

This special process forms the hole of the nut in a 
new way. In ordinary nuts, the hole is punched out 
of the solid metal by a sudden, tearing action. This 


naturally tends to cause cracks and strains in the 
grain structure. 

In Bethlehem Hot-forged Nuts, the hole is formed 
by gradually working the still-plastic steel away from 
the center toward the sidewalls of the die. This pro- 
duces a denser, more sinewy steel, smooths the sides, 
sharpens corners, standardizes dimensions, and as- 
sures greater safety against splitting and stripping. 

Tell this story to customers and you'll profit hand- 
somely in increased good will and sales. 


BETHLEHEM STEEL COMPANY 


MILL SUPPLIES © JULY, 1941 























































WHY NOT SELL 


FLUORESCENT 


Champion Lamps are not only 

demand items but profit items 
to the mill supply house. The 
Champion sales policy fits your 
sales policy. It is your assurance 
of profitable volume . . . Let 


us give you the whole story. 


SINCE 1900 


Se ART tee Lane WORKS 
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Stages Party, June 24 


Manning, Maxwell & Moore 


To the Knoll Country Club in Boon- 
ton, N. J., on June 24, came manufac- 
turers’ men, customers and other invited 
guests of Manning, Maxwell & Moore, 


Sales executives in the supply industry were 
out in numbers for the Manning, Maxwell & 


Moore party. Here are some of them: 
first 


row: Kreiner, Butterfield, Edelman, 
Kelley, (all of M. M. & M.), Mansur 
(Simonds Saw), and Hedner (Yale & 


Towne); second row: Worthington (M. M. 
& M.), Stauble (Holo-Krome), Krampe 
(M. M. & M.), Carey (Walker-Turner), and 
Lincoln (M. M. & M.); back row: Rave and 
Davey (both of Russell, Burdsall & Ward). 


Jersey City distributor, for the com- 
pany’s annual golf outing. Following 
an afternoon of play, the group ad- 
journed to the clubhouse for refresh- 
ments, dinner and a full array of door 
prizes, 

Low gross 


among the golfers was 





This board of experts figured out the golf 
winners: J. R. Kelley, Harold Swan, Murray 
Edelman, Gardner Stebbins and (standing) 


Bill Cisko (all 


of Manning, 
Moore). 


Maxwell & 


turned in by Jack Smith (Holo-Krome) 
with 79, followed by John Ora (Mill 
Supplies) with 81, and Bill Stauble 
(Holo-Krome) with an 88. 
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Two Manning, Maxwell & Moore men won 
a set of golf clubs. A. J. Witulski (left) 
won his in a raffle with all participating. 
David Hodgens won his (contributed by 
Bob Kelley) for the best score reported by 
M. M. & M. salesmen. 


Hajoca Corp. Opens 
Branch in Norfolk 


Hajoca Corp. has just opened an- 
other branch office—its 29th—in the 
city of Norfolk, Va. The office will 
carry pipe, valves, steam specialties 
and industrial supplies, according to 
W. A. Brecht, president. It is located 
at 533 West 24th St., and has 36,000 
sq. ft. of warehouse and pipe yard 
space. To serve the plumbing and heat- 
ing contractors in and near Norfolk, the 
company is outfitting complete show- 
rooms of bathroom and kitchen equip- 
ment. 

Three salesmen have already been 
assigned to the Norfolk branch, with 
Frank Z. Hockett as branch manager. 
The corporation is also planning to 
assign a fourth man to the shipyards. 


Watson-Stillman Acquires 
Hydraulic Press Division 


Watson-Stillman Co., Roselle, N. J.. 
recently completed arrangements to ac- 
quire the entire Forged Steel Fittings 
and Valve Division of the Hydraulic 
Press Mfg. Co. of Mt. Gilead, Ohio. 

Hydraulic Press distributors will be 
serviced nationally with the new and 
complete line of W-S fittings and 
valves. Present trade policies applying 
to Watson-Stillman distributors will be 
extended to the new distributors. 

With the erection of a new and 
separate building at Roselle, N. J., to 
house the W-S Forged Steel Fittings’ 
offices and manufacturing machinery 
now practically completed, Watson- 
Stillman is in a position greatly to in- 
crease output. 
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Hugh A. Wilson is a mill supply salesman who 
has made substantial increases in his sales vol- 
ume by pushing LUBRIPLATE lubricants. From 
an unsolicited letter he wrote, we have picked 
the following excerpts which pretty well sum 
up how important a line LUBRIPLATE lubri- 
cants really are, not only for securing new ac- 
counts, but for the ever increasing repeat sales 
to old customers. 


"| did not appreciate that every factory and 
mill is a LUBRIPLATE customer." 


"| did not realize that lubricating discussion 
brought the salesman to the closest contact 
possible with Plant Superintendents and Fore- 
men, which opens the field to other lines | 
am selling.” 


“| did not realize my monthly commissions 
would show the gain they have through 
steady LUBRIPLATE sales." 


"| am now a firm believer in LUBRIPLATE 
due to the merits of the product, steady 
business that follows the first sale, and the 
valuable close contact gained by offering 


LUBRIPLATE to those in authority.” 


LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING CO. 


Newark, N. J. Toledo, Ohio 


Distributors from Coast to Coast 
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Hugh Wilson sells for L. A. 
Rubber G& Asbestos Works, 
Los Angeles, Calif. His en- 
thusiasm for LUBRIPLATEI 
lubricants is shown by bis 
statement, "The L. A. Rubber 
Company will soon be your 


best account on the coast 
if 1 am not greatly mistaken.”’ 





Mr. Wilson's letter is too 
long to reprint bere, but we 


will gladly send you a copy. 
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7] FACTS ABOUT 
LUBRIPLATE 


1. Produces ultra-smooth, wear-re- 
sisting bearing surface. 2. Reduces 
friction —— lowers maintenance and 
power costs. 3. Resists rust, cor- 
rosion, pitting. 4. Assures clean 
Inbrication. 5. Outlasts ordinary lu- 
hbricants many times. 6. Economical 

a little goes a long way. 7. 
Available in fluid and grease types 
for every need. 

























A LINE THAT HAS 


| 
| 
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ERMETO 


SAFETY FITTINGS 


| Rainy Friday the 13th 


Turns Golf to Poker 


The annual joint outing of the New 
York and New Jersey chapters of the 


| Power Transmission Council was held 


last month on Friday the 13th—a date 
which, to the inveterate golfers, ac- 
counted for the drenching rain. Despite 
the fact that nobody could venture out 


| on the golf course at the Cedar Ridge 


Country Club, more than a hundred 
power transmission specialists turned 
out for an ample measure of good fun 
in the clubhouse: poker, bridge, a full 
dinner, and a multitude of door prizes 


| contributed by manufacturers and dis- 
| tributors alike. 
























One kind of fitting 
for all kinds of tubing 


* 


No flaring, welding, soldering or threading 


RMETO Fittings—nipples, connections, unions, 
E elbows, tees and sleeves are now available for 
tube diameters from %’’ to 142’’0.D. Your customers 
having hydraulic, gas, water, air and fuel lines or 
oiling and steam systems are immediate prospects 
for Ermeto—the new kind of fitting that holds 
up beyond the burst strength of the tube itself. 


Write for descriptive literature and samples 
THE WEATHERHEAD COMPANY © Creve.anp, on10 
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A lively game of five-and-ten: Schutzen- 
dorf (Bunting Bronze) plays a quartet of 
Squier, Schilling & Skiff men, Laiten, Fos- 
ter, Ashland and Schilling (rear of head 
only). 


Roden (Dodge Newark) confidently raises 
the bet, without scaring any of his op- 


ponents: Swan (Manning, Maxwell & 
Moore), Dempsey (Grammer, Dempsey & 
Hudson), Brown (Gates Rubber) and Tur- 
ner (Celluloid Corp.). 


J. M. Tull Promotes Two 


and Hugh Birts have 
been advanced to store sales by the 
| J. M. Tull Metal & Supply Co., Atlanta 
distributor. Mr. Gavner will handle 
builders’ hardware, and Mr. Birts in- 


| dustrial supplies. 


Ed Gavner 
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NATIONAL IS THE ONLY PIPE 






WITH ALL THESE Sym’ 


— after length, one foot or 
a thousand, users of pipe will tell 
you they can depend on NATIONAL 
for outstanding quality and satisfac- 
tory service. Constant improvements 
vear by vear, higher quality steels, 
better manufacturing processes, and 
careful testing and inspection have 
all contributed to make it the great- 
est value per dollar of cost—have 
given it a number of advantages not 
obtainable in any other pipe. Read 
them to the right. They are some of 
the reasons why NATIONAL is the 
largest selling pipe in the world — 





why it leads in value — chy it leads 
in usefulness! 

NaTIONAL Stee! Pipe is available 
through a nation-wide system of 
quality distributors. These distribu- 
tors, carefully selected for their abili- 
ty to give you exactly the kind of 
service you require, are located strate- 
gically in every major commercial 
center in America. They are quali- 
fied to help you in all problems in- 
volving pipe. Get to know your 
NATIONAL distributor. Let him help 
you on your next job. Write today 


for catalogs and information. 








UNIFORM. In metallic struc- 
ture, dimensional accuracy, 
strength, ductility, and corrosion 
resistance. 

STRONG and DUCTILE. These 
qualities are “built into” NAtIon- 
At. Pipe through a system of close 
metallurgical control of chemical 
and physical properties, all the 
way from ore to finished pipe. 

EASY to THREAD. Smooth, full, 
strong, easily cut threads are im- 
portant to the user. 

EASY to FLANGE. Flanges with- 
out loss of material, time or labor 
—a feature practical men appre- 
ciate. 

MAKES SOUND BENDS. Many 
contractors report making thou- 
sands of close bends without 
buckles or splints. 

MAKES SOUND JOINTS. It has 
the enthusiastic endorsement of 
hundreds of workmen who have 
welded or coupled thousands of 
joints. 

RETARDS CORROSION. Butt- 
weld sizes '/, to 3 in. are freed of 
mill scale by the NATIONAL Scale- 
Free Process. All sizes 4 in. and 
under are Spellerized. Both proc- 
esses reduce corrosion. 

AVAILABLE in COPPER STEEL. 
Introduced over 25 years ago, 
NATIONAL is the original Copper 
Steel Pipe. Resists atmospheric 
corrosion 2 to 5 times more than 
ordinary pipe. 

AVAILABLE in DUROLINE. Lined 
with an impervious material, this 
pipe resists the attack of hot or 
cold corrosive waters and many 
other fluids that rust unprotected 
pipe. 

THOROUGHLY TESTED. Thor- 
ough tests and inspections at 
every stage of production result 
in outstanding quality. The result 
is a product on which the user 
may safely rely. 





NATIONAL TUBE COMPANY 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 








PITTSBURGH, PA. 
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United States Steel Export Company, New York 



















"Give us the facts —soys one Distributor 
"Glad to do if’ —says a Paasche Distributor 














@ The following questions and an- 
swers are taken from an actual ex- 
change of letters by two Distributors 
in April, 1941. 


AIRPAINTING 












































Question 


Answer 


Question 


Answer 


Question 


Answer 


Question 


Answer 


Question 


Answer 






eet 













Jobber “A”—"I understand you have done something with the 
Paasche line.” 


Jobber “B’—"“We have been active with it only since the first of 
the year—we feel this is going to be one of our major lines.” 


Jobber “A”—"Why not take down your hair and tell us anything 
you would like to, pro or con?” 


Jobber “B’—"The Paasche people certainly have taken an interest 
in us and we in them. They have a fine Distributor sales policy, 
one that is really valuable. It is the type of organization that 
works with you for mutual benefit.” 


Jobber “A"—"“Has your volume of sales been satisfactory?” 


Jobber “B’—"“Yes, our volume on Paasche Products has been very 
satisfactory. We have much additional business pending. All 
has been sold at an attractive profit.” 


Jobber “A”—"Is it a business which is increasing as the years go 
on, or have you reached the peak of the market?” 


Jobber “B"’—“We are convinced that Spray Painting is here to 
stay. Just as long as there are cars, airplanes, machinery, furni- 
ture, factories, air conditioning, bakeries, etc., we feel that the 
Paasche line will still be in demand.” 


Jobber “A”—"How many of your salesmen devote time to Paasche 
Spray Equipment.” 


Jobber “B"—"“AIl of our salesmen handle the complete line. When 
they need assistance they call on Paasche who promptly aids with 
gratifying results.” 





The above installation of four Paasche Water Wash Booths of a total of eight in the service 
of an aircraft parts manufacturer is only one of many recent sales by the Paasche Distributor 


referred to above. 


g f, by , {a 1915 DIVERSEY PARKWAY 
r CHICAGO, ILL. 


Manufacturers of Airbrushes—Aircleaners and Airregulators—Aircompressor 

Units—Airfinishing Booths—Automatic Aircoating Units—Material Circulating 

Systems—Oiling Guns—Portable Airpainting Units—Ventilating Units for 
vapors and dust. 
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1941-42 Committees Named 
By National Association 


Appointment of four committees of 
the National Supply and Machinery 
Distributors’ Association have just been 
announced by the association’s presi- 
dent, H. V. Waterman (Hendrie & 
Bolthoff Mfg. & Supply Co., Denver). 

Vational Defense Committee: H. K. 
Clark (Norton), chairman, A. J. Glese- 
ner (A. J. Glesener Co., San Francisco) , 
H. H. Kuhn (Hardware & Supply Co., 
Akron), J. R. Kelley (Manning, Max- 
well & Moore, Jersey City), Alvin Smith 
(Smith-Courtney Co., Richmond, Va.). 
H. F. Seymour (Columbian Vise), and 
W. E. Caldwell (Cleveland Twist Drill). 

Overhead Expense Committee: S. D. 
Conant (Sligo Iron Store Co., St. 
Louis), chairman, P. G. Maddock 
(Maddock & Co., Philadelphia), Wil- 
liam Pederson (Pederson Bros. Tool & 
Supply Co., Chicago), Fred Page 
(Page. Steele & Flagg, New Haven). 
W. E. Butler (Queen City Supply, Cin- 
cinnati), J. R. Foss (M. L. Foss, Inc., 
Denver), and E. Jungquist (Percival 
Steel & Supply, Vernon, Calif.). 

Vembership Committeé: Oscar Iber 
(O. Iber Co., Chicago), chairman; for 
Area No. 1, Guy Donahue (Stacy Sup- 
ply, Springfield, Mass.) and Stanley 
Sheldon (Chase. Parker, Boston); for 
Area No. 2, R. D. Howell (Perth Am- 
boy Hardware, Perth Amboy, N. J.) 
and W. L. Reynolds (L. A. Benson Co., 
Baltimore); for Area No. 3, Ray C. 
Neal (R. C. Neal Co., Buffalo) and 
J. S. Radcliffe (E. A. Kinsey Co., Cin- 
cinnati): for Area No. 4, Fred Ellfeldt 
(Ellfeldt Hardware, Kansas City) and 
Frank Summers (John Pritzlaff Hard- 
ware, Milwaukee): for Area No, 5, 
J. D. Nicholson (Mine & Smelter Sup- 
ply, Denver) and Rudolph Orlob (In- 
dustrial Supply Co., Salt Lake City) ; 
and for Area No. 6, Wallace Campbell 
(Campbell Hardware & Supply, Seat- 
tle) and F. N. Body (C. W. Marwedel. 
San Francisco). 

Nominating Committee: H. V. Water- 
man. chairman ex-officio; Area No. 1, 
F. Marsena Butts (Butts & Ordway. 
Cambridge. Mass.) ; Area No. 2, Arthur 
Yorke (Hansen & Yorke, New York 
City); Area No. 3, J. H. Ruddell (Cen- 
trals Rubber & Supply, Indianapolis) ; 
Area No. 4, D. M. Edgerly (Interstate 
Machinery & Supply, Omaha); Area 
No. 5, J. H. Johnson (Johnson Supply, 
Denver); and Area No. 6, W. J. Frey 
(Frey Industrial Supply, Los Angeles). 


American Steel Man Dies 


Robert M. Peterson, assistant adver- 
tising manager of the American Steel 
& Wire Co., with offices in Cleveland, 
died on May 30. 
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THE FASTEST WAY... 


With industrial plants, new and old, setting up 
for peak production, buyers are finding in the 
"Hallowell" lifetime line of shop equipment 
just what they want to fit the production lay- 
out and the job, — promptly available! — at 
cost generally far below that of building ordi- 
nary wooden equipment! 


Complete, long-established, proven in service, 
the "Hallowell" line incorporates many exclu- 
sive features that have created wide accept- 
ance... acceptance that is rapidly becoming 
demand. 


If you're looking for more business — profit- 
able business — you couldn't do better than 
to represent this famous "Hallowell" line. 
Write in now... get the facts and our propo- 
sition. 









Fig. 1729 


DeLuxe ‘Hallowell’ Bench with backboard, two 
three-drawer tiers and lower shelf. It's one of 1367 
styles and models. 





BENCHES — STOOLS — CHAIRS— TOOL STANDS AND CABINETS — 
TRUCKS— LIFT TRUCK PLATFORMS AND COLLARS 


Pat. 
App. 
Fig. 1334 For 





Hallowell’ stools 
and chairs insure 
work - producing 
comfort, are of 
welded steel con- 
struction to pro- 
Pat. App. vide years of 
For wobble-free 
service. 


Fig. 
1249 






Fig. 928—This 
popular 
model has an at- 


Fig. 1748 


tractive all lam- 
Maronite tinoatn STANDARD PRESSED STEEL CoO. 
se a. JENKINTOWN, PENNA. BOX 519 

—— sraancaes —— 


BOSTON + DETROIT - INDIANAPOLIS - CHICAGO + ST. LOUIS - SAN FRANCISCO 
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NEW LINES 
faken on by 


Distributors 


| Penn GENERAL Suppty Co., Pittsburgh, 

has just taken on the lines manufac- 
tured by the Geometric Tool Co., 
| LL. H. Gilmer Co. and the Cleveland 


Pneumatic Tool Co. 


Busser Suppty Co., Lewisburg, Pa. has 
added the line of renewable fuses 
made by the Great Western Fuse Co. 


Mitt & Factory Suprpty Co., Toledo. 
| has added Aro air fittings, Alemite 
lubrication, Baldor Electric motors. 
and Lyon Metal Products’ steel shop 
furniture. 


| FrepertcksspurG Harpware Co., Fred- 
ericksburg, Va., have taken on Con- 
solidated Safety valves. 


H. S. Gray Co., Honolulu, Hawaii, have 
become Duragauge distributors for 
Manning, Maxwell & Moore. 


Thermoid Introducing 
V-Belt Sheaves 


Thermoid Rubber Division of Ther- 
moid Co., Trenton, N. J.. has announced 
the addition of V-belt sheaves and _ pul- 
leys to its industrial rubber products 
line. These, with the line of V-Belts. 
| which Thermoid has been selling fo: 
| the last three years, makes it possible 
for Thermoid Distributors to offer com- 
| plete V-Belt drive service and equips 
| them to engineer and install V-Belt 

drives from a quarter horsepower to a 
| thousand horsepower. 


Complete information on Thermoid 
| V-Belt Drives is contained in a simpli- 
| fied, easy-to-use eighty page engineering 
manual which covers multiple and frac- 
tional horsepower V-belts and drives. 


Sales Schools Not Covered 
By Wage-Hour Law 


Employees need not be paid for at 
tendance at industrial training courses 
or distributor sales schools, accord nz 
to the Wage and Hour Administration. 
provided these requirements are met: 

1. Attendance is voluntary. 

2. The course is given outside of reg- 
ular working hours. 

3. No productive work is performed. 

4. The course is instituted for the 
bona fide purpose of preparing men for 
advancement through upgrading them 
on the job. 





WOOD SCREWS MACHINE SCREWS SHEET METAL SCREWS STOVE BOLTS 


* PROVIDENCE, R. I. DETROIT, MICH. CHICAGO, ILL. ” 
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Armour’s 
ECONOMY ROLLS 
of ELECTROCOATED ALUNDUM CLOTH 
















That's why they se profit items you should carry! Specifications 


To give your customers consistently finer finishing at lower Armour's ELECTROCOATED Economy 
Rolls are 50 yards long, 1, 1%, 2 inches 


costs, Armour makes ELECTROCOATED Economy Rolls wide. They comm ene dite cloth (medium 


faster, cleaner cutting abrasives with a longer useable heavy) in grits 24 to 60, jeans cloth (light) 





life. To make them, sharp aluminum oxide grains are in grits 80 and finer. 





electrostatically embedded in a strong bond of finest 





animal glue on pre-tested cloths . . . Their exact similarity 
3 . . ’ Accept no substi- 
makes it possible and profitable for your customers to sate, Ril Sa 
; i: : es. Look fo 5 
standardize on Armour's ELECTROCOATED Economy ELECTROCOATED 
; Rolls—for you to sell them. Madeé for machines, bench symbol over the 
work, maintenance. They're labor saving, money saving ARMOUR 
precision tools by all standards. Stock them now and watch ie NOTTS 
; the swing to Armour’s ELECTROCOATED Economy Rolls. 





Industry moves ahead with Armour’s Coated Abrasives 


SELL ARMOUR’S ELECTROCOATED ECONOMY ROLLS—THE “EXACT REPLACEMENT” ABRASIVES 


ARMOUR SANDPAPER WORKS 


Division of ARMOUR &xND COMPANY 
eR eB pw. © Fe OD oe we 6 On 2 ae On, BE On ECTOe 
Warehouse stocks available in these cities 
OVE) | pA" 4@) 53.4 BUFFALC PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST. LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT, N.C CINCINNATI 
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to Help You Sell the Modern 


“PRODUCTION DRIVE” 


Easier selling of modern Quality Leather Belt- 


ing means selling the “PRODUCTION DRIVE.” 


And this forceful message is reaching thou- 
sands of power transmission users through 


the pages of leading engineering magazines. 


Sell the advantages of Quality Leather Belting 
... and the modern “PRODUCTION DRIVE.” 
Concentrate on the story of adaptability .. . 
to meet every drive requirement. 


Ask your Leather Belting Manufacturer to tell 
you about the effective sales promotion pro- 
gram to help you get increased transmission 


business ... and to give you your copies of the 


“PRODUCTION DRIVE” Data Book. 


AMERICAN LEATHER BELTING ASSOCIATION 
53 Park Row, New York, N. Y. 














Good manufacturer-distributor relations at 
the ninth hole: Lloyd Smith (Nicholson 
File) and E. T. B. "Ned" Penman (Neal & 
Brinker) playing at the N. Y. Hardware 
Trade Association golf match. 


Cleveland Twist Drill 
Official Dies 


Edward G. Buckwell, formerly secre- 
tary and manager of sales of The Cleve- 
land Twist Drill Co., died in Cleveland 
on May 28. At the time of his death, 
Mr. Buckwell was in his 83rd year and 
still an active director of the company. 

In the early nineties, Mr. Buckwell 
was a salesman for Sargent & Co., cov- 
ering the South Atlantic States. Later, 
in Knoxville, he engaged in the retail 
hardware business as a partner in the 
firm of McClung. Buffet & Buckwell. 
He joined Cleveland Twist Drill in 1899 
and served as manager of sales until his 
retirement on November 1, 1922. Dur- 
ing this period, Mr. Buckwell was re- 
sponsible for establishing many of the 
company’s most important distributor 
connections. 


Shorb of Decatur Pump Dies, 
Son Takes Over Territory 


W. A. Shorb. who served as district 
manager for the Decatur Pump Co., 
Decatur, Lll.. for over two years in 
Pennsylvania, New Jersey. Maryland, 
Delaware, District of Columbia and 
Virginia. died following an operation 
on May 12. Mr. Shorb had made a 
host of friends in the industry and his 
helpful services will be greatly missed. 

W. M. “Billy” Shorb, who covered 
New York and the New England states 
for Decatur Pump, has assumed charge 
of his father’s territory. 
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“Bridges a Century with Wire” 





2 
nite 
4 
a 


FITTINGS » SUSPENSION BRIDGES AND CABLES « AERIAL WIRE 
W CARBON COLD ROLLED STRIP « ROUND AND SHAPED WIRE 


Sy ele 


100 years ago John A. Roebling founded the company which still bears his name. 
» » Today, after a century of service, the name Roebling is still synonymous with 


leadership in wire manufacture, improvement and application. 
» » Incelebrating its 100th Anniversary, Roebling looks forward to the opportunity 


of serving industry in even greater measure than ever before. 


JOHN A. ROEBLING'S SONS COMPANY 





































NORTH * SOUTH * EAST * WEST 


Distributors are reaching into industrial plants and influenc- 
ing the men who originate requisitions for supplies with new 
Donnelley-built catalogs. 


PLANTS ARE WIDE OPEN 
TO CATALOGS 


The more difficult it is for your salesmen to reach the men who 
requisition and buy tools and maintenance supplies, the more 
accessible they will be to your house through a new catalog. 
With so little time to be sold, and only time to buy, the men 
in the plants will appreciate and use a time and labor-saving 
catalog. 
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R. R. Donnelley & Sons Company 





Sometimes it takes two to clinch an order 
even over the phone. Phil Ballien (right) 
checks figures while W. A. Reichle trans- 
mits the information. Both are with Reichle 
Supply Co. in Saginaw, Michigan. 


Fred Hess of Vonnegut Co. 
Toasted on 75th Birthday 


In celebration of his 75th birthday 
and the completion of 60 years’ of serv- 
ice with the firm, Fred W. Hess, mana- 
ger of the mill supply department of 
Vonnegut Hardware Co.. Indianapolis 
distributor, was guest of honor at a 
dinner given by over 90 friends and 
associates on June 12. 

The celebration came as a complete 
surprise to Mr. Hess. who began his 
career with Vonnegut at the age of 15. 
driving the company’s first spring 
delivery wagon in 1881. 

The dinner. which was held at the 
Brookview Inn. was preceded by group 
singing and games on the lawn. 

During the party. George Vonnegut 
presented Mr. Hess a wrist watch and 
gold strap as a gift from 4he firm. and 
Clarence Childers gave him a com- 
pletely fitted traveling bag as a gift from 
his fellow employees. 

Short talks, mostly in a reminiscent 
and lighter vein. were made by Ed 
Galm, Frank Blank. George Vonnegut. 
Richard Kremp. Frank Weaver. Csca: 
Mueller. Erwin Vonnegut. Theodore 
Ruggenstein, Elizabeth Foltzenlogel and 
Kurt Vonnegut. 


Woodbury Executive Dies 


Joseph R. Long, assistant sales man- 


ager of Woodbury & Co.. Portland. 


Ore., died of a sudden heart attack on 
June 16. Joe Long. as everybody knew 
him. was the oldest employee in years 
of service with the company. eighteen 
years. Most of that time he was ac- 


350 EAST TWENTY-SECOND STREET ° CHICAGO, ILLINOIS | tively engaged in selling. 











Speed up ARMSTRONG Tool 
HOLDER Sales and you'll 
Speed-up Production 


Tell your customers that with the right ARMSTRONG Tool 
Holders they can speed up output on every lathe, planer, 
slotter and shaper, and you'll speed up sales. Ordinary 
operating speeds are a carry-over from forged tool days. 
ARMSTRONG TOOL HOLDERS have strength to stand up 
to far higher speed and much heavier feeds than are gen- 
erally used. 


The correct ARMSTRONG TOOL HOLDER for each opera- 
tion can not only step-up output, it will also increase all 
around efficiency and lower cutting-costs. Sell the complete 
Armstrong System—ARMSTRONG Turning Tools, Boring 
Tools, Cutting-off Tools, Threading Tools, Knurling Tools, etc. 
ARMSTRONG TOOL HOLDERS for every operation on 


lathes, planers, slotters, and shapers. 


Every ARMSTRONG TOOL HOLDER you seii wiii be an- 
other step toward "all-out production”. 


@& ARMSTRONG BROS. TOOL CO. 


‘*The Tool Holder People” 
305 N. FRANCISCO AVE. CHICAGO, U.S.A. 


Eastern Warehouse and Sales: 
199 Lafayette St., New York 


ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms | 
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( BIG SALES 
Niet 





OPPORTUNITIES 




















ROTARY PUMPS for General Use 


Industry uses a great many pumps for handling liquids of all kinds 
—and thousands of the jobs require positive displacement rotary 


pumps. 


You can cash in on this demand by selling the complete 


line of ROPER ROTARY PUMPS because they are well known 
throughout industry for efficiency, long life and dependable service. 
Get into these big sales opportunities with both feet—really make 


yourself some excellent pump profits in ‘41. 


See the Roper Repre- 


sentative in your territory. He'll give you valuable co-operation 


based on his wide experience. 


Once you get started selling Roper 


Rotaries you'll find your sales growing in a profitable way. 
BOOST YOUR PROFITS... 
SELL ROPER. ROTARY PUMPS 


TO ALL INDUSTRIES 





capacities from 

per minute... 
1000 Ibs. per sq. 
from 1800 r.p.m. 
ings and drives 

cal need. 





We have pumps standard fitted, 
bronze fitted and all bronze . . 


| to 1000 gallons 
pressures up to 
inch ... speeds 
down . . . mount- 
for every practi- 


Automotive plants, 
chemical plants, 


bottling works, 
hospitals, sugar re- 
textile mills, utilities and 
dozens of other industries use ROPER 
pumps. Thick or thin—acids or alkalies 

corrosive or combustible—There is a 
ROPER that can handle any clean 
liquid. 


fineries, 








You are welcome to complete information on the opportunities for sales and 


profit that we know exist for you. 


simple, non-technical language. 


Beer. 


Otraemwoasi.e- 


Get our latest catalog 942— it is written in 
Write to Geo. D. Roper Corporation, Rockford, Ill. 


ER SR Kotary PUMPS 


Simce res7 
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McCarthy Leaves Harry P. Leu 
To Start Own Agency 


McCarthy, 


Ernest who has_ been 
with Harry P. Leu, Inc., Orlando 
(Fla.) distributor since 1923, and 
general manager of the company since 
1925, resigned his connection on June 
1 to start his own business as manu- 
facturers’ agent. 

Mr. McCarthy is maintaining head- 
quarters at 19 East Harvard Avenue, 


| in Orlando, and is planning to cover 


| 





ERNEST McCARTHY 
., Orlando, Fla., to 


Leaves Harry P. Leu, Inc 
start his own business. 


of Florida, Alabama, 
and North and South Caro- 
lina for manufacturers selling through 
distributors. He has already made ar- 
rangements to represent manufacturers 
of certain power plant accessories, and 


the 
Georgia, 


states 


is currently seeking lines of rubber 
belting, gaskets and packing, and 


other distributor items. 
On his retirement from the Leu or- 


ganization, Mr. McCarthy was pre- 
sented with a new Packard sedan in 
appreciation of his many years’ of 
service to the company. 

The presentation was made at Mr. 
Leu’s birthday party, May 31, on his 
estate on Lake Rowena. During the 


party, employees of the firm also gave 
Mr. Leu a rare shamrock palm, and 
in accepting it he disclosed that he has 
more than 30.000 different plants at 
Lake Rowena. 


Boston Gear Man Dies 


Walter J. Henry, vice president in 


| charge of sales of Boston Gear Works, 


Inc., died in Quincy, Mass., recently at 
the age of 44. 
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ANY ONE TYPE 





MEANS 
WIDESPREAD SALES 


Gor Example 


TAKE A LOOK AT 


MILWAUKEE 
STEEL WIRE BRUSHES 








Wire brushes quickly remove Cjeaning pattern models is one of 
paint, scale, dirt, etc., from the many uses for wire brushes 
wood or metal surfaces. throughout a world of industries. 


General Uses: 


BRUSHING—Metal Parts, Fit- 
tings, Welded Joints, Pipe 
Threads, Tires, Tubes, Battery 
Terminals, etc. 


CLEANING—Small Castings, 
Tanks, Drums, Machinery, 
Tools, Meat Blocks, lronwork, 
Stone, Brick, etc. 


REMOVING — Rust, Scale, 
Weld Spatter, Chips, Borings, 





Mechanics, machinists, and re- Paint, Varnish, Dirt, Grease, 
pairmen are everyday users of 
wire brush tools. 


Floor Wax, etc. 





UALITY . 
WIRE WHEEL BRUSHES - 
BRUSHES 





@ After you have looked over the uses for Steel Wire 
Brushes and the opportunity for Wire Wheel Brushes 
shown on this page, you get an idea of what you can 
do in the way of sales and profit with the entire 
MILWAUKEE Industrial Brush line. Remember that 
industrial brushes are tools—they are a necessity— 
they are considered as tools by users and you sell them 
as tools. Today, with greater production and main- 
tenance operations, the need for industrial brushes is 
proportionately increased. That means industrial brush 
profits for you that can total to exceptionally large 
amounts. Every MILWAUKEE Brush you sell is made 
specifically for the job it is to do. The service your cus- 
tomers get from MILWAUKEE Brushes will sell them 
on the quality and will sell more brushes for you. 


MILWAUKEE Wire Wheel Brushes in 
wide variety offer big opportunity 


Here is another example of the widespread sales possibilities with 
MILWAUKEE Brushes. Wire Wheel Brushes have many appli- 
cations. The picture shows a single job utilizing six MILWAUKEE 
Wire Wheel Brushos for stripping the contact points on storage 
battery plates passing between them on a continuous conveyor 
line. This is business that really builds steady replacement 
orders and bigger industrial brush profits. 











* 


Get our proposi- 
tion —let us give 
you all of the 
facts on the com- 
plete line — see 
why with MIL- 
WAUKEE you have 
the key to all in- 
dustrial brush 
problems. 


* 


THE MILWAUKEE BRUSH MANUFACTURING Co. 
MILWAUKEE, WISCONSIN 


WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 





LT: Key to Industrial Brush Problems 


FLUE BRUSHES 


- FLOOR BRUSHES - PUSH BROOMS - 


BENCH BRUSHES - 
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FOUNORY BRUSHES 































Dayton Rubber Now 
Packaging V-Belts 























Dayton Rubber Mfg. Co. has in- 
augurated a new packaging program 
designed to eliminate the disadvantage- 
of the present method of hanging \ 
Belts, and to give the product a mer- 
chandising appeal through colorful. 
modern corrugated packages. 

Printed in bright orange and black. 
the packages lend themselves to at- 
) tractive self arrangements and counter 
displays. Inasmuch as box sizes range 
from 7x7x2 in. to 11x1lx3 in., a wide 
range of V-Belt sizes can readily be 
stacked in attractive step-up displays. 

Considerable research and experi- 
mentation preceded final design and 
selection. By careful choice of box 
sizes, it was possible to pack 40 dif- 
ferent belt sizes into only six different 
sized boxes. Furthermore, the boxes ; 
are designed so that they can be 
grouped in units which fit conveniently 
into standard shelving arrangements 
The belt size which each box con- 
tains is printed in large bold type on 4 
each end of the box for easy identi- 


fication. After a sale, no further 
THE WITT CORNICE COMPANY wrapping is necessary. 


In the matter of storage space, Day- 
WINCHELL AVENUE CINCINNATI, OHIO ton executives claim that these new 
corrugated packages effect as much as 
33-1/3% savings in space. As demon- 
strated by tests, one group of V-Belts 
stocked on conventional wall hooks re- ; 
quired 19,564 cu. in. of storage space; F 
the same belts individually boxed oc- 


Put this new Se aes cupied only 13,545 cu. in, Another 














Prevent fire hazards by disposing of 
inflammable refuse in WITT Oily 
Waste CANS. They are heavier, safer 
and of better construction. Guaranteed 
to outlast several ordinary cans. 





WITT CANS bear the label of inspec- 
tion and approval of the Underwriters’ 
Laboratories, Inc., and Associated Fac- 
tory Mutual Fire Insurance Com- 
panies. Used by many leading indus- 
tries. 


Ae Path SR ett lee tne 


i are .. 
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group on wall hooks required 7.277 


Simplex d cu. in. of space as compared to the 
; same number of individually boxed belt j 

Jack Catalog in only 4,826 cu. in. 
ce) work ~~ é dling, stocking, and taking inventory, 


For additional convenience in han- 
10 YV-Belt packages containing the 
f Vi J same size of belt are packed for ship- 

0) Ou. F ment and storage in a master corru- 
gated shipping carton. Each carton is 
clearly labeled and a convenient space 
provided for checking off broken carton 
lots as shelf stocks are replenished. 


Sixty pages of 75 millimeter selling 
ammunition— points out new jobs 
for jacks and new jacks for old 
jobs—ideas that mean time and 
labor savings for your customers 
and greater sales for you. Gives 
new price schedules. 
























Templeton, k 
Lever Jacks, Screw Jacks, Push and enly 


Pull, Hydraulic Jacks and special- 
ized jacks for every industry you 
sell— manufacturing, mining, con- 
struction, railroads, utilities, air- 
craft, oil fields, shipyards—-in fact, 
something for every industry! Prompt 
shipment from stock. 


& 
Bets “Heneg — Chicag, 













Put a copy of the “Little Red Book," 7 i sae 
Catalog 41, in every buyer's hands and let Sim pl e 4 J | _ k S 
it work for you—order your supply now. : 

dependable and efficient 


Templeton, Kenly & Co. Lever Type for toe and cap lifting 


Chicago, Illinois Hydraulic for caster cap lifting In one of the big tents, visitors relaxed and 
enjoyed refreshments, while attending the 
Murray W. Sales & Co. industrial exhibit. 








Screw Jacks for economy. 






Better, Safer Jacks Since 1899 
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le IMPERIAL 


CABINET STOCK 


will put you in the 
brass fitting business 


F you want to get into the profitable business of selling brass 

fittings for connecting up copper, brass, aluminum and steel 

tubing, the first essential is to get set up so that you can handle 
orders rapidly and efficiently. 


This means having a stock that will enable you to handle 
orders without delay, and yet at the same time you don’t want 
a lot of money tied up in slow moving items. 


Imperial Cabinet Stocks for Supply Houses cover every 
requirement. You can get one of the big cabinet stocks shown 
here or you can start off with a single section that can be 
built up as your volume increases. 


There is an excellent opportunity for the sale of Imperial 
Compression, S.A.E. Flare, Hi-Duty and Inverted Flare Fittings 
as well as Brass Pipe Fittings and Shut-off and Drain Cocks. 


Write for complete details and prices on a stock that will set 
you up to go after the profitable fitting business. 


THE IMPERIAL BRASS MFG. CO. 


511 S. Racine Avenue, Chicago, Ilinois 




















IMPERIAL 
Iudubtvial Products 








IMPERIAL MASTER FITTING STOCK 
FOR SUPPLY HOUSES—118-MS 


@ Here is a recommended unit for the large 
Mill Supply House. Contains a complete stock 
of all fittings commonly used by industrials. 


Includes 4361 tube and pipe fittings and 233 
shut-off and drain cocks. Steel cabinet has 
72 drawers with adjustable dividers also 
convenient shelf space for reserve stock. Each 
drawer and each divider carries a label show 
ing illustrations, size and list price of part 
contained. 


BRASS FITTING 
STOCK No. 224-F 





@ This is an excellent stock for the small 
Supply House that wants a variety of fast 
moving. fittings but in small quantities. Other 
sections can be added later to make up a 
larger stock. 


Contains 414 tube and pipe fittings and 26 
shut-off and drain cocks. Steel cabinet has 
21 drawers with adjustable dividers. Each 
drawer is plainly labeled. 
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For 
Gncreased. 


Recommend 


the RIGHT 
BUDA JACK 


for the Job! 


HY SELL a slow moving jack when a Buda Ball 
Bearing or Automatic Lowering Jack ‘will raise 
the load much faster and easier? Why sell a jack that 
is hazardous when there are many Buda Jacks that are 
safe, economical and convenient? What type of jack is 
the correct one to sell for heavy machinery moving? These 
questions are all answered by Buda Tested Jacks. There are 
models that have been engineered for every application, as- 
suring you of the RIGHT jack to lift the load —- for maximum 
safety, efficiency and economy. 













































































TOP: Turret lathe 

being lowered in- 

And remember — when you sell the right jack for the job, the deny et) Pe 
customer will be back for more! Get the complete 




















Buda 15-ton ca- 




















ee, story on Buda Engineered Jacks — write for full pacity automatir 
details today! lowering ratchet 

. jacks, using a 

\ specially designed 








chain, available 
THE BUDA COMPANY with each jack. 

of the 2218-H 
° the - 

Harvey (Chicago Suburb) Illinois jack, showing how 
hinged base per- 
mits jack to be 
used at an angle. 

















ESTABLISHED 188! 


























SELL THE BELT-LACING SYSTEM WITH 
THE LARGEST PROFIT FOR YOU! 


. Saletw 


MES US PAF OFF 


BELT HOOKS AND LACERS! 
oun >t 
The Safety Portable Lacer, plus Safety Belt Hooks offer you a 
sound combination of quality that appeals to mechanics and 
5 makes sales and profits easy. In the first place, Safety Belt 
Hooks come in numerous sizes . . . all are guaranteed to hold 
and do the job. 
6 


Second, the Safety Port- 
able Belt Lacer has a full 
6" capacity. The jaws are 
not flat, but ribbed. Each 
rib contacts one hook 
only. Hooks are easily sunk below the 
surface of the belt. Se// the Safety 
System. \t means more profits for you. 
A letter to us will bring complete price 
list and description of our distributor- 
sales co-operation. 
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New Counter Display By 
Templeton, Kenly 


A new counter display. with a hy 
draulic jack arranged to induce pros- 
pects to try its operation, is being of- 
fered industrial distributors by Temple- 
ton, Kenly & Co. The jack stands on 
the display, holding it upright, and 
the cardboard flat on which it stands 
protects finished counters from mar- 
ring. 


Chicago P.T.C. Golfs, Dines 
and Raises Hob at Glencoe 


On June 6, the Chicago Power Trans- 
mission Club, 36 strong, motored out 
to the Glencoe Golf Club for their an- 
nual golf party and shindig. Thanks to 
the efforts of George Zimmerman (R. & 
J. Dick Co.) in devising a special sys- 
tem of handicapping, even the mightiest 
duffer in the crowd had a chance at one 
of the main prizes. 

Charlie Steele (Page Belting), who 
was chairman of the event, arranged a 
surprise buffet lunch at the ninth hole. 
After the first round, those who partook 
of Charlie’s pineapple surprise punch- 
bowl (recipe upon request), found the 
bunkers and rough less troublesome. 

After dinner the prizes for the day’s 
efforts were awarded. H. G. Watson 
(Alexander Bros.) won first low gross 
with a sparkling 88. Jake Harden 
(Dodge Mfg. Co.) was close on Hank’s 
heels and copped second low gross prize. 
First low net prize went to Charlie 
Steele. Other winners were: G. Knott 
(Northern Illinois Power); A. Bruesch 
(Page Belting); Vic Clark (V. R. 
Clark Belting); J. M. Crowley (W. D. 

Allen); and Brad Stiles (Chicago Belt- 
ing). 
















Charlie Steele, chairman of Chicago P.T.C. 
outing, belts one off the first tee, at the 
Chicago P.T.C. golf match. 

















Cuts Two 6” dia. Gear 
Blanks every 11 minutes 


There are 12 MARVEL Saws at the Northern Pump 
Co., Minneapolis, some of which are in their tenth 
year of service. The Giant Hydraulic No. 18 
MAKVEL pictured above, is a comparative new- 
comer in the Northern MARVEL family, having been 
installed just 3 months ago, to speed up production 
on large work. When pictured, it was cutting-off 
gear blanks from 6” dia. S.A.E. 3120 hot rolled 
steel, two at a time, cutting-off two blanks every 
11 minutes. 


MARVEL System are small inexpensive dry- 
cutting shop saws; heavy duty all-ball-bearing high 
speed hack saws (the fastest saws built); automatic 
production sawing machines that require no more 
operator attention than an automatic screw machine ; 
a metal-cutting band saw that saves hours of 
machining, roughing to size and shape; and a Giant 
Hydraulic Hack Saw, that cuts the toughest steel 
with ease. MARVEL High-Speed-Edge Hack Saw 
Blades are positively unbreakable, can be safely 
operated at maximum speed and feed on any hack 
sawing machine 


With the leading and most advanced and most 
complete line of metal sawing equipment built, and 
uith the positively unbreakable MARVEL High- 
Speed-Edge Hack Saw Blades, the MARVEL lime 
offers you more to sell, more sales and more repeat 


business than any other line. It pays to sell MARVEL 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 


5700 Bloomingdale Ave. Chicago, Iii. 
Eastern Sales: 225 Lefayette St.. New York 
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GIVING SUPERIOR 
SERVICE LONG HOURS 
EVERY DAY... 


UPSON- 
WALTON 





.. « TACKLE BLOCKS 


Wood and steel shell types, in all 
sizes, single up to 6 sheaves .. . all 
doing excellent work wherever used. 
Sturdily built to give long-lived serv- 
ice . . . scientifically designed for 
highest efficiency. 


ES 
<<» 





. - - INDUSTRIAL 
HARDWARE 


Strong, serviceable items, to be sold 
in conjunction with wire rope and 
tackle block sales. Galvanized and 
drop forged. Wide variety of sizes 
and types for every requirement. 


Service Sells, and 
Keeps Products Sold! | 
| 


When you sell UPSON - WALTON 
Tackle Blocks and Industrial Hard- 
ware, you sell unlimited service, 
gardless of hard usage 
there's nothing like satisfactory prod- 
uct service to bring old customers 
back, and new customers in. Let 
U-W's Catalog No. 40 help you in 
familiarizing yourself with the line. 
Write for it! 


* 
DUE TO THE NATIONAL EMERGENCY 
AND THE CONSEQUENT HEAVY VOL- 
UME OF GOVERNMENT PRIORITY OR- 
DERS FOR U-W PRODUCTS, SOME 
REGRETABLE DELAYS IN DELIVERY CAN- 
NOT BE AVOIDED. WE ARE DOING 


OUR UTMOST, HOWEVER, TO EXPEDITE 
—— TO OUR REGULAR 
ADE. 


1168 WEST IITH ST., CLEVELAND, OHIO 
Established 1871 





colonel’s widow and 


Manhattan Rubber Dedicates 
Memorial to Founder 


A 55-ft. memoria] flagstaff was dedi- 
cated to Col. Arthur Farragut Town- 
send, one of the founders of Manhattan 
Rubber, in impressive services on the 
lawn of the firm’s office building in 
Passaic, N. J. on May 10. 

Until his death last year, Col. Town- 
send had been with the company 47 
years, and president for 26 years. 

The flagstaff. which was made _ pos- 
sible by contributions of factory and 
office employees at the Passaic plant. 
is mounted on a granite pedestal, orna- 
mented by a bronze bas-relief of Col. 
Townsend and a bronze plate which 
relates his long connection with the 
company. Behind the bronze plate is a 
chamber in which Col. Townsend’s 
ashes repose, together with papers and 


The ceremony was attended by the 
son, officers and 
directors of Raybestos-Manhattan, Inc.. 
invited guests, and most of the 3,600 
employees of Manhattan Rubber. Gran- 
nell E. Knox was master-of-ceremonies, 
the main address was delivered by the 
Rev. George H. Talbott, and remarks 
made by Thomas F. Kennedy. 
Mayor of Passaic. Appropriate selec- 
tions were played by the 114th Infantry 


Band, A.E.F. 


were 





| This newly styled painter cap is worn here 
| by 


Shirley Deane, Twentieth-Century-Fox 
singing and dramatic star, who is painting 


one of the displays exhibited at Chicago 


Art Center by the Pratt Institute of Indus- 
trial Design. ‘No longer will painter's caps 
come in one (the wrong) size," says Shirley, 
“because this new cap has an elastic band 
on the inside that permits the cap to fit 
comfortably on any size head.” 
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LIFTING UNTOLD 
THOUSANDS OF 
TONS DAILY... 


UPSON- 
WALTON 


. . . WIRE ROPE 


LAY-RITE PREFORMED and REGU- 
LAR. Sizes to meet every need. Six 
standard grades of Iron and Steel 
assure the proper rope for the job. 
Miles of this Wire Rope are in daily 
use, lifting thousands of tons every 
24 hours. 





. . » MANILA ROPE 


The large volume of marine trade, 
both on the Great Lakes and the 
Ohio and Mississippi Rivers speaks 
for the serviceability, easy handling, 
and economy of U-W Manila Rope. 
Two standard grades. Both exceed 
Government strength requirements. 
Full range of sizes allow almost un- 
limited use. 


A Job Well Done Answers 
Many Sales Problems! 


You can point with pride to the job 
that U-W WIRE and MANILA ROPE 
is doing every day for all types of 
industry. Actual usage is the acid 
test, and you can sell U-W products 
with the confidence that they will 
satisfactorily meet every requirement. 
Have you a copy of our new catalog 
No. 40? 


DUE TO THE NATIONAL EMERGENCY 
AND THE CONSEQUENT HEAVY VOL- 
UME OF GOVERNMENT PRIORITY OR- 
DERS FOR U-W PRODUCTS, SOME 
REGRETABLE DELAYS IN DELIVERY CAN- 
NOT BE AVOIDED. WE ARE DOING 
OUR UTMOST, HOWEVER, TO EXPEDITE 
ALL SHIPMENTS TO OUR REGULAR 
TRADE. 


To Upson Vato 


1168 WEST IITH ST., CLEVELAND, OHIO 
Established 1871 
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Al Ziemann, manager of mill supply de- 
partment of Cordes Supply Co., Milwau- 
kee, practices what he preaches — that the 
best way to keep in touch with local plant 
conditions is to spend part of each day in 


the field. 


North American Improves 
Catalog Service 


Recognizing the increasing impor- 
tance of the mill supply catalog in 
aiding the distributors’ salesmen to 
service more effectively their customers 
while at the same time providing an 
up-to-the-minute buyer’s guide for the 
busy purchasing agent, the North 
American Press, Milwaukee, has broad- 
ened its catalog division to provide an 
improved service which will enable 
the distributor to show his actual stock 
in complete form with pages prepared 
for his particular territory. 








F. L. Dwiggins, Southern representative of 
the Coffing Hoist Co., writes up a stock 
order from H. E. Mathews, president of 
Mathews-Morse Sales Co., Charlotte, N. C. 
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Defense workers have used- 


electric drills and tools 


S'nce 1898, when James Clark, Jr., made and sold America’s 
{first portable electric drills and electric tools, the name of Clark 
has stood for finest quality and workmanship. In today’s 
emergency, as in years gone by, Defense Industries are calling 
on Clark to furnish the portable drills and other electric tools 
necessary to speed up production. 


Our facilities at the present time are almost wholly at the dis- 
posal of the United States Government. When the immediaie 
emergency is past, however, we will be better able than ever 
to supply your electric tool needs. 


Electric 
Tools 


JAS. CLARK, JR. ELECTRIC CO. 


606 BERGMAN ST., LOUISVILLE, KY. 
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DISTRIBUTORS WANTED 


IMMEDIATELY! 
to Brightboy 1 221:*: 


LET 
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The New and Unusual 
Polishing and Finishing Material 


Right now, customers are probably asking you about BRIGHTBOY—an out- 
standing time and work saver in hundreds of industries geared up to 
urgent defense-production demands. This entirely new rubber-cushioned 
abrasive for 


POLISHING, PRE-POLISHING AND FINISHING METALS 
LAPPING, BURRING, SMOOTHING, REMOVING HEAT 
MARKS AND SOLDER 


should be standard in every supply house 

stock. Inquiries and demands are multiplying 

daily! 

Nine out of every ten of your customers are im- 

mediate prospects. Untold opportunities for new 

uses. 

GENEROUS TRADE DISCOUNTS 
EXTENSIVELY ADVERTISED 

PROMPT DELIVERIES 


Write for samples and prices to 


WELDON ROBERTS RUBBER CO. 
Sixth Ave. & No. 13th St. Newark, N. J. 









eet 


























WRITE FOR 
CATALOGS 


FRED MEDART MANUFACTURING CO. 
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Sam Clark Names Committee 
To Study Ratings Plan 


Shortly after his election to the post 
of chairman of the Chicago Mill Sup- 
ply Association, Sam Clark (Samuel 
Harris) appointed a three-man com- 


mittee to study the New Defense Sup- 





Sam Clark, new head of the Chicago Mill 
Supply Association, who announced the ap- 
pointment of a three-man committee to 
study the new defense plan. 


plies Rating Plan. W. C. Teare (Ster- 
ling Products) is chairman of the group 
and Edward K. Welles (Charles H. 
Besly) and Harry Pulver (Pulver Ma- 
chinists’ Supply) are the other two 
committee members. 

This 


committee, according to Mr. 





New defense committee holds its first meet- 
ing. Left to right; E. K. Welles, W. C. 
Teare and Harry Pulver. 


Clark, will devote its attention to col- 
lecting information and data on_ the 
new Defense Supplies Rating Plan, and 
to devising a simplified, uniform  sys- 
tem of handling which will then be 
recommended for use to the other Chi- 
cago distributors. 


Dardelet Threadlock Corp. 
Moves to Detroit 


Main offices of the Dardelet Thread- 
lock Corp. have been moved from New 
York to Detroit, where they are now 
located in the Machinery Bldg. at 2832 
E. Grand Blvd. 
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Hunn of Mersick Retires 
After 60 Years in Firm 


E. B. Hunn, manager of the mill sup- 
ply department of C. S. Mersick & Co., 
New Haven distributor, has 
after 60 years in the mill supply busi- 
ness. Starting as an office boy in 1880 
one of nine employees—Mr. Hunn has 
seen Mersick grow to its present force 
of 175. 

On his retirement, he said. 
seen practically all of this growth from 
horse and buggy days to the present. 
And they really were ‘horse-and-buggy’ 
days then, for the major industry in 
New Haven was the building of car- 
riages, wagons, etc. And with the car- 
riage industry went the blacksmith and 
the horseshoer, the latter 
turesque character. 

“If I were asked what had been the 
greatest stabilizer of the mill supply 
industry, I should say the trade associa- 
national, state and local. I have 
been closely identified with association 
work from the 

“While my 


matter of long consideration, 


retired 


a most pie- 


tions, 


beginning. 


retirement has been a 
it is with 
deep regret that I sever my active con- 
industry and with the 


which I 


nection with the 


company with have been so 


long connected.” 





In the textile mill 
houses handle all kinds of special gadgets 


territory, the supply 


that help 
product, 


the mills turn out a better 
Here's one, used in making Nylon 


hosiery, being explained by E. M. Rem- 
mey, sales manager of Wysong & Miles Mill 
Supply Co., 


Charlotte, N. C. 


“IT have 





120 FREMONT AVE. ‘ 
Branch Offices: NEW YORK + CHICAGO + CLEVELAND 


Co 


GOES PRODUCTION 


Val 


comes COST 





SLING 


= ALLOY han NS 
— dathle 


SERVICE 
SAFETY 

Smooth movement of materials through manufac- 

turing departments means more profits. Herc- Alloy 

Sling Chains, America’s FIRST alloy sling chains, are 

facilitating speedy production, safeguarding men and 

materials, and reducing costs in every type of industry. 


Fabricated from a high-grade alloy steel of nickel and 
molybdenum, Herc-Alloy Sling Chains have the endurance 
and stamina to withst: one | the toughest industrial assignments. 
Heat treating under rigid pyrometer control insures uniform- 
ity and ductility. Herc-Alloy Sling Chains never crystallize or 
develop grain growth... therefore, they NEVER require an- 
nealing. Links are electric welded by the patented “Inswell” 
process providing 25% more metal at the critical point in the 
link...at the weld. For double strength, service and safety, 
plus cost- cutting performance, specify Herc-Alloy Sling Chains. 


CM manufactures a complete line of chain for every 
application. Trained engineers are available for consultation 
on your chain problems. Write for Herc-Alloy catalog today. 


MBUS-M°KINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 


TONAWANDA, N. Y. 
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Every month the important specifying and buying powers among industrial operating executives are told about the 


advantages of CM products—sales messages that smooth the way for profitable distributor sales. Mill:supply dis- 


tributors interested in tying up with an accepted and outstanding line are invited to write us for franchise details. 














Wo Cold Spots 


in these 


COMPACT 


JOHNSON 
FURNACES _ 


Ae 


WHAT'S MORE — 


@ They save your customers up 
to 50°/, on gas consumption 

@ They're ready for immediate 
delivery 

@ They reach maximum tem- 
peratures in less time 

@ Have a big demand in indus- 
try 

@ Offer Healthy Profits 


NO. 570 (LEFT) 
the large Johnson pot hardening and 
melting furnace is a winner! Most 
efficient for economical lead, cyanide 
and salt hardening and melting of 
aluminum and nickel silver. 


NO. 130 (RIGHT) 
A furnace that's in big demand for 
heat-treating high speed steels. Con- 
sistently develops 2300° F. in 22 


minutes. 

















Write TODAY for the new 20 page 
Johnson Catalog, showing the com- 
plete line of these money-saving John- 
son Gas Appliances. Every customer 
you have can use some of these appli- 
ances... and the reputation they have 
won over the past 40 years make them 
a cinch to sell! Get on the Johnson 
band wagon for real sales and profits. 








JOHNSON 
AS APPLIANCEC 


FOR EVERY 


It's 
FRtp 





INDUSTRIAL PURPOSE 










Joh Gas Appli Co. 
608 E Ave. NW., Cedar Rapids, lowa. 


Please send me the new Free Johnson Gas 
Appliance Catalog. 


Name 
Address 
City State 


Firm Name 
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Seseeeeeeeeeeeseaseasees 


Bob Mueller (Minnesota Mining), cup win- 
ner in the Hardware Trade Association of 
New York's golf tourney, explains how he 


did it, with gestures. 


Southern's 2nd President 
Still Living at 89 


Editor: 
Just to keep the record straight. may 


I refer you to page 53 of the June 
issue of Mitt Suppwies. entitled “After 
Thirty-Five Years.” “Uncle” Peter 


Blow, 
Secretary, 


our second President, never was 


and is very much alive at 89 
years of age. 


I had a personal letter 


from him, written in longhand, last 
week. 

“Uncle” Peter Blow was president 
during the years 1903-4 and 1904-5, 
and acted as secretary (though presi- 


it was decided, when he 


office. 


sional secretary. C. B. 


dent), because 


came into to drop our profes- 


Carter. 
I also mentioned several other past- 
presidents who served at notable 


ods, viz., John Pitts of Alexandria, 
La.. W. P. Simpson of New Orleans, 
C. C. Krueger of San Antonio, Texas. 


and others, 


{lvuin M. Smith 





After-dinner 
the piano player are Willis Horner (Allen 


harmony. Gathered around 


Mfg. Co.), 
Hardware), Roy Schmidt (Stanley) 
C. J. Achs (Bethlehem Steel). An expert 
violinist, Harry made a _ big hit with 
everyone at the Hardware Trade Associa- 
tion outing. 
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peri- 





Harry Kornrumph (Long Island | 
and | 


| 


THIS FREE 
CATALOG 





IS YOUR GUIDE 
TO INCREASED PROFITS 


facts on A-S-E Aurora 
Always in demand—and espe- 
cially now, with this prese nt business rush, they 
are really ‘going to town.”’ 

A-S-E Aurora Equipment has been sold and 
cataloged by Mill Supply Distributors for years. 
Why not let it help you to bigger profits? You 
will have the benefit of a full line, super-quality, 
good profits, economical prices and strong selling 
vids. It's a sure-fire profit opportunity. Write 
for free catalog today. 


AMONG THESE FAST- 
SELLING PRODUCTS ARE: 
A-S-E STACKING BOXES 


They are made in many sizes to hold 
small parts with convenience and 
safety. Stack securely. Cor- 
ners cannot open up. No 
telescoping or unstacking 
from vibration. They save 
time in the handling and 
storing of small parts on the 
@ assembly line . . . in the 
stock room . . . in inter- 
departmental handling . . . 
used in hundreds a indus- 
trial plants. 


_It gives the complete 
Shop Equipment. 






A-S-E 
STACK-UNITS 


have open fronts which 


contents quickly 
accessible. Save time in 
assembly operations. 
Small parts can be 
‘poured out’’ without 
handling. Stack inter- 
chengoenty with Stack- 
ing Boxes of same size. 
A-S-E Taper Pans . . 

containers for small ma- 
chine parts . . . one- 
piece steel construction. 


l.cep 





Can be nested, when 

empty, to save floor 

space. 

A-S-E Tool Boxes . . . are built to withstand 
exceptionally hard usage. Made in any size or 
gauge. 


A-S-E Lockers . . . include a type and size for 
every need . . . assure extra years of trouble-free 
service. 

Write today for full details on these 
profit-building A-S-E 
products 


and other 









~ 


ALL-STEEL-EQUIP << 
COMPANY, INC. SS 


206 Cleveland Avenue, Aurora, Illinois 
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Sa cas Cael 


500 Attend Keystoners'’ 
Golf Party 


Approximately 500 manufacturers’ 


representatives, distributors and indus- 
trial customers attended the fourth an- 
nual outing of the Keystoners’ Club, 
June 25, at the Manufacturers’ Country 
Club in Philadelphia. The entertain- 
ment was broad and varied. 





Front-row audience during the Keystoners’ 
outdoor floor show: Brown (Union Twist 
Drill, and president of the club), Haslup 
(Fairbanks Co.), Ball (Hajoca), Cleary 
(Fairbanks), Cecil (W. O. Barnes). 


The committee in charge included 
Jack MeCann (J. H. Williams 
Bob Berrington (Cleveland Twist Drill) 
and Joe De 
agent). 

In the golf match, Jack Smith and 
J. H. Roach tied for low gross. 

In baseball, a 


( ‘oO. '. 
Jure (manufacturers 


team of 
customers 


purchasing 


agents and swamped — the 


salesmen (and the latter denied they 


were playing a customers’ game). 


J. W. "Jack" Smith, Holo-Krome man re- 
cently shifted to the 
celebrated his new job by winning low gross 
in two golf tourneys. At the Manning, Max- 
well & Moore party he turned in a 78, and 
the following day he won the Keystoners' 
trophy in Philadelphia with an 8!. 


New York territory, 











Nothing builds business like satisfied 

customers . . . and nothing pleases valve 

users more than to be able to reduce 
ft As, 


maintenance costs. 


RENEWABLE Seat 


lron-Body Gate Valves cut maintenance 


Fairbanks Ring 
costs as well as save time, money and 
One 


rings in 10 to 20 minutes—depending 


shut-downs. man can insert new 
on the loeation and size of valve—with- 


out removing valve from the line. 


Some other advantages of selling 
Fairbanks quality line of valves are that 
it consists of a complete line of competi- 
tively priced bronze and iron valves in 
both renewable and standard types. We 
offer distributors an exclusive franchise 
in most territories. Our salesmen assist 
distributors to sell Fairbanks Valves and 
What's 


more, Fairbanks Valves are backed by a 


they are extensively advertised. 


prestige of more than a half century. 


There are many other ad- 
vantages in selling Fairbanks 
that interest 


Valves should 


you. Won't you write today 


for full particulars? 


THE FAIRBANKS COMPANY 
19 East 4th St., New York, N. Y. 
Boston, Mas 


. Pittsburgh, Pa 


Factories 


Binghamton, N. ¥ Rome, Ga 
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4. Insert new rings. Tapered lugs 
on rings fit into corresponding 
machined slots in valve body. 
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Valves 
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Chicago Rawhide Hammers and 
Mallets are needed by the thou- 
sands in the defense work of 
industry, These are the accurate 
long-lasting tools made from 
genuine Java Water Buffalo hide 
that offer no selling problem in 
an ever increasing market, that 
are a necessity in hundreds of 
industries, that have no equal in 
striking safe blows without defac- 
ing or damaging surfaces—even 
in unskilled hands. 


> 






Hammers with malle- 
able iron heads and re- 
placeable faces are 


weighted and balanced. 


j / fy 
j é 
7 
Mallets available in many ‘ |] 
sizes and weights. 


emcaco runhide MFS.c0™ 


1290 ELSTON AVE., * CHICAGO. ILLINOIS. 













QUIP YOUR CUSTOMERS | 
OOLS FOR | 
WORK... 












VINCENT 
HUNTINGTON 


Improved 
GRINDING WHEEL 
DRESSERS 


AND 


CUTTERS 








New Type 
Bushings 





Tool Steet 
Cutters 


...are of great 
importance to 


Industry NOW— 


Grinding wheels must be kept in 
perfect condition to meet the extra 
demands of increased production. 
Vincent-Huntington Distributors take 
this responsibility from manage- 
ment—they supply Vincent-Hunting- 
ton Improved Grinding Wheel 
Dressers and Cutters and make it 
possible for them to get the utmost 
efficiency from grinding wheels be- 
cause of uniform high quality, 
longer life. and dependable per- 
Send for more particulars and our catalog sheets. 


Hooded Type Huntington Dresser 


= 


Regular Type Huntington Dresser 


formance. 


“If it’s a Huntington Dresser or Cutter Vincent makes it” 


2424 Bellevue Ave. 
Detroit, Michigan 


THE VINCENT STEEL PROCESS CO. 
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Defense Supplies Rating Plan 
Develops Problems 








Questions and Answers 


(Continued from page 35) 


Q. Must the distributor request a 
defense or non-defense designation 
from another distributor who picks 
up stock from him? How can this 
be set up—by affidavit, or asking for 
the name of the ultimate consumer 
and his rating? 

A. In practice, the distributor will 
non-de- 
his big 

When 


volume 


probably make his defense, 
fense estimate by analyzing 
accounts from the top down. 


covers 85 per cent of his 


he 
in this way, the figure arrived at 
automatically covers the rest of his 


In all likelihood his 


pick-up sales will be included in the 


business, too. 


unanalyzed section of his business. 

Q. How can the distributor identify 
business received from sub-contrac- 
tors who are doing work for a prime 
contractor holding a priority rating? 

A. The sub-contractor should have 
the same rating on the work he is 
doing for the prime contractor as does 
the prime contractor himself. 

Q. What can the distributor do 


about plants which have a central 


purchasing bureau which buys all 
equipment and supplies for several 
subsidiaries and related plants? 

A. Insofar as possible, all orders 
for defense should be so identified in 
the central purchasing office. Then, 


| as follows the regular custom in oper- 


_ ating the plan elsewhere, an overall 


rating should be estimated for that 


| portion of the business placed which 
| has not been identified. 


about over-the-counter 


Q. What 
sales? Should clerks attempt to get 
priority numbers or identification on 


cash sales or should they be lumped 


| as unidentified orders? 


A. In all probability the answer to 
the question on pick-up sales (above) 
would also apply here. 

Q. In making his first estimate of 


_ sales that are for defense, how far 






back into his records should the dis- 
tributor go? 
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\. He 


month’s sales. 


should analyze the previous 

The affidavit form asks buyers 
for the 
placed which is for defense. 
n't it ask for the 


identified orders for defense? 


business 
Should- 


percentage of un- 


percentage of all 


\. The affidavit really applies to 
that portion of the business not cov- 
ered by identified orders, otherwise 
the identified orders would be counted 
and the figure ar- 


twice percentage 


rived at would be than it 
rightfully should be. 
(). What should be done 


the requirements of 


higher 


to fulfill 
identifying an 
order ? 

customer's 
Navy 


contract 


It should carry the 


preference rating. Army or 


contract number. British 


or Lend-Lease contract number. 


(). Our customer wants to know 
how to base his percentage figure in 
the affidavit furnished to us. Must 


he estimate what portion of his pro- 


duction is defense, or what portion 
of his sales are defense? 

\. O. P. M. clarified this point by 
saving that the percentage used on 
the affidavit is determined by analysis 
of the customer's sales. This is con- 
sidered the simplest way for the cus- 
tomer to gage the extent of his de- 
fense business. 

Q. What about the 
and the Civil 


which is 


Guard 
Authority. 


military 


Coast 
Aeronautics 
training pilots? 
Aren't they entitled to priorities ? 

A. Yes, the affidavit 
(PD-25¢) includes — the 
agencies of the U. S. 


Maritime 


new form 
following 
government: 
Coast Guard. Commission, 
Coast and Geodedic Panama 
National 


on Aeronautics and the Civil Aeronau- 


Survey, 


Canal. Advisory Committee 


tics Administration. 
Defense News 
(Continued from page 35) 
Earlier in the month the price ad- 


ministration had fixed ceiling prices 
lor a wide variety of scrap and sec- 
nickel. 

High-Speed Steel.It is not un- 
likely that prices will be fixed for 


high-speed tool steel scrap and other 


ondary materials containing 


‘pes of high tungsten content steel 


On June 24 Leon Henderson. 


~Fap. 
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“Allen” 


me I me 20 


135 Sheldon St., 


9 





Ss 
“Everything in in Safety Set Screws 


or your Dealer} 


——— 


tente sept . 
Aree stre nai 


a spec 


Ids 404 myer 









All” Allen” Sere apr tegen vt 





which produ cial screws 
ny a 
to the sree "Need wien” of your Dealer 


or parts 


Hartford, Conn. 






In 1915 appeared the advertisement 


above- reproduced, when ALLEN’S Distributor Policy 
was five years old. . . World War the First was in- 
ducing big orders, and these were big inducements 
to  airege Ege It ‘ack: common priceies for the 


THE ALLEN MANUFACTURING COMPANY 
HARTFORD, 
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CONNECTICUT, U.S.A. 

























LENOX DISTRIBUTORS 
WILL NOT BE LET DOWN" 


We are proud of our Lenox Distributors who have stood by 
us when we needed orders, and today we are standing by 
them. Our policy in good times and bad times has been to 
sell only through Distributors. 


Today our plant is at top speed, our men are in there fighting 
every obstacle, keeping the LENOX QUALITY at its peak, 
and giving you our full co-operation. 


Lenox Distributors will not be ““Let Down’’. 


American Saw & Mfg. Co., Springfield, Mass. 


"The Blade in the Plaid Box.” 











Over 400 Types 


to Choose From 


The Fairbanks line of hand, platform and box 
trucks, wheelbarrows, rubber-tired wheels, casters, etc., 
consists of more than 400 different types—a type for 
practically every service. It is the most complete, the 
most modern on the market. 














If vou don’t find what you want in our big catalog, 
we'll build it for you. Consequently, you will never 
lose a sale because you are unable to furnish what is 
wanted when you handle the large Fairbanks line. 

And you won't have any dissatisfied customers, for 
Fairbanks products are backed by a financially strong 
house with a half-century record of square dealing. 
What's more, we assist distributors in pushing sales by 
our extensive advertising. 


Write for catalog No. 50 and price list 
THE FAIRBANKS COMPANY 


19 East 4th St. New York, N. Y. 


Boston ttsaburgh, Pa 








Mass P 
Binghamton, N. Y¥ 






Factories Rome, Ga 


Hand and Platform 
Trucks, Wheel- 
barrows, Casters 


Fairbank 
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Washington’s price boss, asserted that 
certain dealers and users have been 
asking excessive prices for scrap sold 
back to producers. “A ceiling will 
be established unless this practice is 
he, 


prices for scrap will not increase the 


stopped.” said “since higher 


supply and might start hoarding.” 


Rubber.—Rubber, too, has come in 
for continuing watchfulness on the 
part of defense officials, although it 
is said that there is no shortage at 
the present time. Mandatory prior- 
ity control was placed on all synthetic 
rubber, June 9. In order to enlarge 
the nation’s stockpile of crude rub- 
ber. the O. P. M. has issued a general 
preference order requiring a cut in 
the consumption of crude rubber 
from the current rate of about 817.- 
000 tons a vear to about 600,000 
tons a year during the last half of 
1941. The extra crude will go into 
the government's stockpile. 
Tool Steel. 


ply of tungsten, and divert part of 


To conserve the sup- 


the demand for high-speed tungsten 
tool 
| steel, a general preference order is- 
sued on June 12 stipulates that a 


steel into molybdenum-type 


user of high-speed steel may not pur- 
chase the tungsten-type steel if the 


molybdenum-type will serve as well. 
It also provides that, during any 


three-month period, a customer for 
high-speed steel may purchase tung- 
sten steel only to the extent that he 
buys an equal amount of the molyb- 


denum steel containing less tungsten. 


Ships and Railroads..—To speed the 
construction of merchant ships. a 
blanket preference rating like that 
already awarded to airframe build- 
ers 


was granted. on June 12. to 


shipbuilders working on Maritime 
Commission hulls. For ships to be 
completed this year, the rating is A- 
l-a; for 1942 ships it is A-l-b, and 
for 1943 ships it is A-l-c. 


an A-3 rating was granted, a week 


Similarly, 


later, to 60 makers of freight cars. 
Field Offices._-A field organization 
of the the 


O. P. M. was set up last month by 
Priorities Director Stettinius. 


Priorities Division of 
Four 
regional offices are already in opera- 
tion in Boston, New York, Philadel- 


| phia and Chicago. Others to follow. 
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DIXON DAN says: 





‘(Il match this’ GJ-BOSS of mine || 


Small Orders—A Form of 


Sabotage 


(Continued from page 52) 








With any Coupling you can mention 
For what it takes to “hold that line” 
Without a cent’s worth of attention! 














of design, materials 
and workmanship 
make the “GJ-BOSS” 
the strongest and 
most efficient hose 
coupling for every 
type of industrial 
service; that’s why it 
insures steady sales 
and profits for dis- 
tributoers and their 
salesmen. 


| 
| Invoices 


under $5 





naire could 





tion and the 


’ 
IT’S A FACT | turers’) association send out monthly 


outstanding quality | a simple questionnaire for the pur- 


from $15. 


Oscar Iber's Conclusions 


“I suggest that our National associa- 


pose of obtaining the number of 
it 


from $5.01 to $15 


OL to $50 


and over $50. 


“The data from such a question- 
be distributed 
members and would 
minder to all of the small order prob- 
lem. At the same time, it would give 
individual firms an opportunity to 


compare their figures with the indus- 


try as a whole.” 


“GJ-BOSS" 


GROUND JOINT STYLE X-34 


The “GJ-BOSS” is a washerless, leakproof securing the cooperation of purchas- 
coupling for steam, air and liquid lines ing agents toward the end of group- 


in every type of service. Instead of a) ing orders and reducing the total of | 


washer, there is a perfectly designed ground 
joint union between stem and spud, con- 
sisting of copper insert in spud _ fitting 
rounded head of steel stem. This forms 


a distributor money. 


ing. he quoted from a book recently 
# 1 


American 


example” 


| 
| 


(Mr. [ber here produced a number 
of “horrible 


FEMALE HOSE COUPLING plucked from his own records, show: 


ing orders that were bound to cost 


invoices while building the average 


per invoice, was described. Conclud- 


a soft-to-hard metal seal that remains leak. published for the National Associa- 


proof, regardless of wear or the presence of — tion of Purchasing 


Agents. “Indus- 


abrasive particles. Cadmium plated—rust- trig] Purchasing Principles and Prae- 


proof. Sizes 4” to 4”, inelusive. with 4- 
Bolt “BOSS” Offset Interlocking Clamp on 
1” and larger; 2-Bolt “BOSS” Interlocking 


Clamp on *,” and smaller. 


already being stimulated to center 


Sold Only in Strict Accordance With 
Our Established Distributor Policy 


Purchasi 


VALVE & COUPLING CO. 


better than his information.” 


Manufacturers of the largest line of Heavy 
Duty Hose Couplings and Fittings, all of 


tice.” by Howard T. 


small orders. } 
ng agents are studying 


DIXON”. 


distributors. we must study our prob- 


Manufacturers 


the 
quoted passage. it was revealed that 


the thinking of purchasing agents is 


attention on the high cost of placing | 


and 


\ man’s judgment is no 








which are so widely known among users of 
industrial hose that sales resistance is re- 
duced to a minimum. Send for catalog. 


Main Office and Factory: PHILADELPHIA 


Branches: Chicago ¢ Birmingham ¢ Los Angeles « 
Houston 


es |) distributors: 


Northup On Small Orders 


(Continued from page 5: 
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cently received from one of the most 


DEMING 


e “ 
ointeu. 
STOCK THESE PUMPS 
FOR QUICK TURNOVER 


@ Most plants have need for 
one or more of the Deming 
products illustrated. These are 
top-notch profit items for distrib- 
utors’ salesmen. Carry a repre- 
sentative stock for prompt delivery 
and quick turnover. 


DEMING’ MOTOR-MOUNT” PUMP 
A compact, dependable pumping 
unit. Conatieal type. Bestinal 


for horizontal or vertical mount- 
ing. 63 standard sizes. Capacities 
from 5 to 650 gallons per minute. 
Write for Bulletin 4300. 


DEMING “TURBO-FLO” PUMP 


A centrifugal-turbine type pump 
for shallow wells. Two distinct 
designs: Close-coupled; Flexible- 
coupled. Capacities from 240 to 
1200 gallons per hour. Write for 
Bulletin 8000. 


DEMING 
“JET-TYPE” 
PUMP 


A vertical 
centrifu- 
gal pump 
for deep 
well and 
shallow 
well ser- 
vice.Only 
one mov- 
ing part. 
Available 
in two- 
pipe and 
single-pipe models. Capacities 
from 200 to 4500 gallons per hour. 
Write for Bulletin J-4900-A. 


THE DEMING CO. + SALEM, OHIO 


DEMING 
“Pump 








To help you meet 


today’s growing need 


for 
trained management 





LIBRARY OF 
BUSINESS 


Meat + Hk 


MANAGEMENT = 





McGraw-Hill presents a 
new, carefully-planned and authori- 
tative Library of modern business 
management essentials and methods 


this Library for immediate help in specific problems, small and large 


also to 


SI 
U master the definite patterns underlying methods, get the knowledge of all business 


that cannot be gotten from the day's job alone. 


approach to business once and for all 


supplement it when necessary with the 


Wouldn't you like to organize your whole 


to check on the worth of your experience and to 


proper fundamental The need for 


viewpoint? 


this sort of help, and the most practical means of meeting it, have been the sole standard 
by which Milton Wright has sifted and chosen material and organized it, in this Library. 
From it you can get complete and essential training, in the most graphic and business-like 


way 





6 volumes—1973 pages 
Readable 


format, with many 
check lists, key statements, 
ind summaries for note and 
reference use typical prob 


lems, with solutions and inter 
pretations against which to 
check your own—functional: 
confined to the problems and 
methods of definite 
business cbjec 


reacning 
tives 


Editorial Board 
MILTON WRIGHT 
Editor-in-Chief 
ALBERT F. CHAPIN 
New York University 
Henry F. 
Ohio 


HOAGLAND 
State University 


LAWRENCE (€ 
Curtis Publishing 


LOCKLEY 
Company 

WEBSTER ROBINSON 
Industrial Engineer 


L. ROHE WALTER 
Flintkote Company 











in the elements, guideposts, successful methods of modern business management. 


This Library tells you: 


How to organize a single department or a whole 
. plan and control its workings . . 
provide and maintain the most happy and efficient 
personnel 


business . 


How to keep the life-blood flowing in business 

where and how to get money how to 
utilize it... how to keep the business in sound 
financial condition 


How to reduce credit losses . . 
portant elements of credit policy . modernize 
your collection system . . . write better letters . . . 
put the company’s correspondence on a more eco- 
nomical and effective basis 


handle the im- 


How to lay out a workable approach to market- 
ing methods . improve the sales organization 

. develop promotion ideas . . . stimulate results 
in any of the several avenues of marketing 


How to do more work yourself .. . conserve and 
direct your energies . . . and how to handle scores 
of problems, small and large, detailed aspects of 
these important fields of business activity. 


Low Price — 10 Days’ Examination — Easy Terms 


Under our offer get all six books on approval. 
specific problems, use them exactly as you would after purchase. 


Read them, make comparisons, look up 
If this 10-day test shows 


value for you, go right on using the books, paying in easy installments meantime, at the 


rate of only a few cents a day. 
send the coupon today. 


A simple step, but full of promise and possibility for you; 





: McGRAW-HILL BOOK CO., 


Send me Milton Wright's 
10 days’ examination on approval 
} | 


is paid, or return the books postpaid 
in all lines.) 

Name 

\ddress 

City and State 





EXAMINATION PRIVILEGE COUPON — MAIL IT TODAY 


Inc., 330 W. 42nd St., 
LIBRARY OF 


New York, N. Y. 
BUSINESS MANAGEMENT, 6 volumes, for 
In 10 days I will send $3.00, and $3.00 monthly until $15.00 
(To insure prompt shipment write plainly and fill 
PMO: cea rawiacad dct wadkewssarnssweenenes 
Company FMS-7-41 
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“I believe all the time can 
spend to advantage on the small 
order problem from the standpoint 


of both manufacturer and distributor 


we 


will be of more interest to the conven- 
tion than anything else we can do. 
This is an expensive problem for both 
sides. and if a way can be found to 
cut down the loss made by both, it 
will mean more to our members than 
anything else.” 


Percy Ridings. 


A Menace To Profits 


The facts prove not only that this 
is a problem (that has been estab- 
lished bevond reasonable doubt) but 
that this small order loss problem is 
caused by conditions so basically 
unsound and of such proportions that 
it is a menace to the profitable opera- 
tion of the mill supply industry. 

When an industry as large as the 
mill supply industry, rendering such 
the industrial 
consumer, can net a profit of only 
13% over a period of 15 years, there 
is certainly 


essential services to 


something basically 
wrong. The basic error is disclosed 
by Mr. Swisher’s figures. 

Manufacturers’ figures also show 
that their small orders, while large 
in the number of invoices, account for 
only a small part of their sales and 
are profit reducers. 


How the Consumer Pays 

Now. let's look at the industrial 
consumers side of the picture. He 
pays in two ways—and pays heavily. 

First. the of small 
orders. he has a very substantial cost 


as initiator 
himself in placing and receiving each 
order. This much has already been 
recognized by the National Purchas- 
ing their 


willingness to publicize the cost of 


Agents Association in 
placing each purchase order. 
the penalizes 
himself without the knowledge that 
he is doing so because even though 


the 


absorb part of the losses incurred by 


Second. consumer 


manufacturers and distributors 
the small orders, a sizeable balance 
is passed on to the consumer in the 
prices he pays. Here is where every- 
body loses without gain to anyone. 
When 
orders are handled by distributors 


the 


manufacturers and distributors’ prof- 


such a large volume of 


and manufacturers at a_ loss. 











its must come from somewhere. It | 
would appear, therefore, that if the | 
larger orders yield a fair profit, that 

the small orders are responsible for | 
reducing this profit almost to the 

vanishing point, by which I mean | 
1} per cent. This does not seem | 
equitable to the larger purchaser, to 
the distributor, or to the manufac- 
turer, and is caused by giving the 
purchaser of small orders merchan- 
dise at less than cost. 


Problem Even Worse 
In Normal Times 


It may occur to some that in basing 
our calculations on present-day ship- 
ments, we are including many back 
orders in the 46 per cent of small 
invoices. This possibility has been 
examined. Back at a time when there 
was no back order problem (Febru- 
ary, 1938), we asked several repre- 
sentative distributors to supply infor- 
mation on the small orders. Their 
figures revealed that 51 per cent of 
the orders received at that time were 
for less than $5 which shows actually 
that the small order loss problem is 





more serious in normal times than in | 


prosperous times. 

It would seem that manufacturers 
in industries in which the dollar unit 
of sale is small, could benefit the con- 
sumer as well as the distributor, if 
an equitable 
minimum and maximum prices was 


differential between 
established. It is not unreasonable to 
believe that this would invite buying 
in increased quantities, in 
event, the consumer would benefit by 
better prices. 

Under the impetus of the National 
Defense program, small orders will 
probably be reduced. To the extent 
that they are reduced, we should plan 
now, to keep this volume of small 
orders from creeping back. 








What About Greenhouses? 
(Continued from page 38) 








replacement of steam traps. Faulty, 
defective or worn-out traps make it 
almost impossible to maintain the 
necessary even temperature through- 
out the entire house, force the heating 
system to limp through a bad season 


which | 








DISTRIBUTORS— 
You can make 


deliveries N Ow 


on the 


ACRO 
PARALLEL UNIT 


They'll be meeting you with open 
arms in plants everywhere when 
you show the ACRO Parallel Unit. 
This simple, safe, time-saver will 


be appreciated immediately by every tool and die maker and machinist. It 
eliminates outmoded, makeshift methods formerly used for supporting dies, jigs, 
tapping, counterboring, and grinding. 
need them need many. and volume sales are what fill the cash box. 


etc. when drilling. milling. 


We repeat 
together. 
Immediate deliveries. 





“they'll be welcoming you on your first call.” 
Our dealer policy will pay you handsomely. 


Shops that 


Let's both get going 
Write now for details. 











NS en 
\\ gRECISiog 


ACRO TOOL & DIE WORKS eS 


2815 W. MONTROSE AVE. 


CHICAGO, ILLINOIS 


"Cine —e 














EAR in and year out mill supply 

houses have made money out 
of Alligator Steel Belt Lacing dnd 
Flexco HD Belt Fasteners and Rip 
Plates—made money because Alli- 
gator and Flexco are used every- 
where belts are used—made money 
because a small stock will show a 
remarkably good turnover. 


Why not go after some additional 
business on both Alligator Steel Belt 
Lacing and Flexco HD Belt Fasteners 
and Rip Plates? You may be sur- 
prised to find how many dollars you 
can add to your profits by checking 
up on the requirements of printing 
plants, laundries, repair shops, plan- 
ing mills, dairies, sand and gravel 
plants, and every type of industrial 
outfit in your section. 


@ Men who lace belts like Alligator because 
it can be put on with a hammer and it drives 
straight. Its compression grip protects the 
belt ends and there is no ply separation. It 
embeds in the belt and is smooth on both 
faces. The two piece rocker hinge pin greatly 
increases the service life, and yet the belt 
fastening can easily be separated at any time, 





@ Men who have charge of conveyor belt 
maintenance like Flexco HD Belt Fasteners 
and Rip Plates because the fasteners make 
a tight butt joint with long life. The recessed 
plates embed in the belt and prevent ply 
separation. Patching and other repairs wit 
rip plates save expensive conveyor belt re- 
placements and extended shutdowns. 


FLEXIBLE STEEL LACING COMPANY 
4633 Lexington Street, Chicago, Illinois 


ALLIGATOR Steel Beit Lacing for transmission belts 





For conveyor belts FLEXCO wa 5 Fasteners and Rip Plates 
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pravocrarnep CATALOGS 


A Modern Catalog— 
®Tools Made of HIGH SPEED 


STEEL are priced in red. 





@Nationally Advertised Lines 
are tied up with manufacturers 
advertising by reproduction of 
manufacturers trademarks. 


@®Action illustrations demon- 





strate the use of many products 


A Weinberg & McKee planographed catalog will 


do a maximum job of selling for you. 


For Details Write Today To: 


WEINBERG & MCREE, Inc. 


610 W. VAN BUREN ST. CHICAGO, ILLINOIS 


SMOOTH-ON.... 


the iron repair cements 
used by industrial plants 
for over 45 years 











Here are products that you can sell to 
every industrial plant, mill and factory 
in your territory to help keep equipment, 
pipe lines and structures in good condition 
and to avoid production delays due to 
breakdowns. 


These many-purpose iron cements are 
advertised in 46 weekly and monthly trade 
journals and magazines, and the wide- 
spread interest in their use is evidenced 
by the tens of thousands of inquiries we 
receive each year. 











You can capitalize on this interest if you 
feature Smooth-On, and tell your cus- 
tomers. 


Doit with SMOOTH-ON 


Smooth-On Mfg. Co., Dept. 25 
570 Communipaw Ave., Jersey City, N. J. 
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and thus cause many a sleepless night. 
Several such replacement installations 
in our territory, made in the middle 
of the heating season, quickly proved 
well worthwhile by cutting fuel costs, 
reducing “cold night” worry, main- 
taining uniform house temperature 
and resulted in healthier, more pro- 
ductive plants. 

By devoting a small amount of time 
studying the problems of maintaining 
a greenhouse. I have been able to 
make suggestions which, in turn, re- 
sulted in building a_ respectable 
yearly volume. It wasn’t easy at first. 
I knew the best approach would be 
an appeal to the pocketbook, but | 
needed a guinea pig to work on. This 
break came when the Huntingburg 
Greenhouse at Huntingburg, Indiana. 


gave me a chance to install new steam 


traps on all return lines. Each month 


the owner and I checked the fuel ex- 
pense against the previous year’s bills. 
When the heating season was over the 
total saving actually staggered us. 
Before installation of the steam 
traps, fuel bills for Huntingburg 
averaged $2.000 per year. But now 
with these in operation there was a 
new low——$1.350. This represented 
a saving of $650. which not only paid 
for the cost of the installation but left 
a sizeable sum to boot. Aside from 


this cash saving. Mr. Henderson. 





Courtesy Armatrona Machine Works 


Interesting steam trap installations which 
Bob put in at E. G. Hill Co. in Richmond. 
Note connections from trap to return 
header is a one foot length of woven 
bronze hose. This takes care of pipe ex- 
pansion in both steam line and return line. 
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Huntingburg’s manager, reported 
other noticeable improvements. Tem- 
peratures in return lines were much 
lower, indicating that heat was being 
used in coils under plan benches 
where it is most needed, and that 
steam pressure varied only a few 
pounds, depending on outside tem- 
peratures. 

With that job done, I tackled the 
E. G. Hill Co. at Richmond, one of 
the largest rose growers in the coun- 
try. Savings at Huntingburg opened 
wide the door for a new welded in- 
stallation. All the steam radiation is 
divided into individual coils, which 
are welded throughout, making vir- 
tually a one-piece, leak-proof con- 
struction. Each coil is close-con- 
nected to a steam trap with a union. 
Connection for trap to return header 
is a one-foot length of woven bronze 
hose which takes care of pipe expan- 
sion in both steam and return lines. 
This installation resulted in a consid- 
erable saving for the Hill organiza- 
tion for now they are able to heat 
the house without turning on over- 
head lines in order to get an even 
temperature throughout. This job. in- 
cidentally, was done during the win- 
ter months, 

Another was Henley Bros. Terre 
Haute. The change-over saved 211 
tons of fuel in one severe winter and 
dropped the boiler pressure from 12 
to 15 lb. down to 7 to 10 Ib.. yet 
maintained the necessary even tem- 
perature throughout the house. 

The above examples illustrate but 
a few ways in which a distributor's 
salesman can be of service. But this 
is merely a scratch on the surface of 
things to come. In the past several 
years greenhouse growers have been 
conducting a nationwide campaign. 
désigned to reach into the humblest 
home and make its o¢cupant flower- 
conscious. As the success of this cam- 
paign begins to take hold, the result- 
ing spurt will require greater floral 
production, larger greenhouses and 
vreater efficiency of operation. This. 
in turn, means less reliance on hand 
methods of control and more on me- 
chanical—which is the point where 
the alert distributor’s salesman can 
fit even more helpfully into the 
picture, 
































STAR SALESMAN 








@ This salesman is working for you day and night in 
hundreds of plants all around you. He sends in many 
orders but never an expense account. He doesn’t do 
much entertaining but he is full of facts for the one who 
has a bearing problem. He is loyal to the Bunting whole- 
saler. He deserves your support. He is only one of 
many forces this company employs to aid the mill supply 
wholesaler ... The Bunting Brass & Bronze Company, 
Toledo, Ohio... Warehouses in All Principal Cities. 


BUNTING 5 





BEARINGS 


METALS 
PRECISION BRONZE BABS: BABBITT 


Remember CF 


. » » Whether it be to fill normal Industrial Anais 
and Construction needs, or the special re- WZU%eg 
quirements of Industrial Mobilization the 
only lasting basis for the popularity of any 
REVERSIBLE RATCHET WRENCH is the 


quality and quantity of the work it is capable of doing. 











We are merely re-asserting what hundreds of your cus- 
tomers know when we say that LOWELL REVERSIBLE 
RATCHET WRENCHES are unequalled for quality and 


service. 


While the National Defense Program will call for large 
quantities of our wrenches, we want to assure our dis- 
tributors that we will at all times do our best to give 
them the Lowell Quality and Service. Order as far in 
advance as you can. 


LOWELL 


LOWELL WRENCH CO. WORCESTER, MASS. 


The name LOWELL stands for an Honest Deal with Honest Tools 














MILL SUPPLIES © JULY, 1941 








THE OPPORTUNITY IS 
coop NOW to seit 


DIENER 
FIRE EXTINGUISHERS 


There is greater necessity for being concerned now 
about the possibility of fire in industrial establish- 
ments. Any plant, whether large or small, cannot 
afford to be without DIENER fire protection. The —— a — 
market for the mill supply man is wide in aviation " re Extinguisher 
and automobile plants, oil refineries, utilities, air- faa ten aoe oe 
ports, garages, boat docks, steel mills—and in those coe oe Se poem. 
. . : an unheate ul ings. as 
industries especially where jeen used successfully in 
defense work demands fighting —— ae hag 
water use in eate ulia- 
extra watchfulness. Let us send ings and Diener Non-freez- 
you circulars and literature de- ing solution charges in un- 


scribing the full line of pomp ne 2 
DIENER Fire Extinguishers. somes stream 35 to 50 
e 
ol | 


et. 

_ “Automatic” Chemical Fire Extinguisher 
This 2% gallon Soda and Acid Extinguisher can be more 
effective than the fire department if used in time. Heavy 
copper cylinder 7” dia—cap. 3 gal. Tested to 385 Ib. 
pressure per sq. in. Turned upside down it throws a 
gas-laden shower 35 to 50 feet which should be directed 
at base of fire. 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave. CHICAGO, ILL. 













































































The Complete Line 


Only Armstrong-Bray can supply all of your belt 
lacing needs—WIREGRIP BELT HOOKS, Lacers 
and Lacing Machines; STEELGRIP FLEXIBLE BELT 
LACING, SUREGRIP HOOKS and FLEXGRIP 
COUPLINGS for round belting. 


WIREGRIP BELT HOOKS (6 sizes) come on pat- 
ented alignment cards that hold hooks rigidly in 
position, and prevent handling losses and card 
end waste. Applied with a Wiregrip or any other 
standard make lacing machine. 


STEELGRIP BELT LACING (8 sizes) in standard 
boxes, handy packages or long lengths for wide 
conveyor belts. 2-piece hinged rocker pins take 
up wear and increase flexibility. Applied with 
hammer, penetrates toughest belting with ease 
and clinches into a smooth “humpless” joint. 


WIREGRIP Belt Lacing Machines, Standard Bench 
Type illustrated (parts interchangeable with other 
standard makes), and improved Portable Vise 
Lacer, that has feet to hold it upright while 
loading. These machines take all makes of wire 
belt hooks. 


CHAINGRIP WHEEL PULLERS (3-ton or 12-ton) 
Pull all gears, wheels, motor wheels and motor 
pulleys regardiess of distance from end of shaft. 
The ‘Universal’ puller. 









Write for 
Catalog 








ARMSTRONG-BRAY & CO. 
“The Belt Lacing People’’ 


310 N. Loomis Street 
Chicago, U. S. A. 
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Harnessing The Tempest 


(Continued from page 43) 








pressure joint must be installed in 
the line. 

In some cases, an air valve is re- 
quired that is just the opposite of the 
conventional one. Instead of being 
normally closed, it is normally open, 
the operating lever or button closing 
instead of opening it. 





Any air-blast cleaning device—for 
chip removal, part ejection, or the 
like—wastes air unless a convenient 
control is provided. Such devices, 
called blast nozzles, air guns, or blow 
guns, are made in a variety of styles 
Most have a lever- or button-operated 
valve, and the nozzle can be varied to 
suit the work. There are long and 
short extensions, jets and_fishtails, 
and even long flexible copper exten- 
sion nozzles which can be bent to fit 
any aperture. One type has an in- 
ternal lever-operated valve, so is op- 
erated simply by bending the hose 
slightly. A modification of this unites 
the casing valve used in sausage stuff- 
ing. in which the jet tube is simply 
moved out of line slightly to open the 
valve. 

Increasing use of air-pressure op- 
erators for press ejectors, clamps, or 


A rock drill in use at Radford (Va.) lime- 
stone quarry. This is typical of field hose 
installation. 
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The Unions 
that sell themselves 
and YOU... 


DARTS 


Dart Unions and you were made to 


be partners. Not only do Darts sell 
themselves but their records for econ- 
omy and performance also add to 
your own reputation for delivering 
the goods. 

Dart Unions have matched bronze 
seats, ground to accurate, “true-ball” 
surfaces. Because of this feature, and 
because Dart nuts and bodies are 
made of air refined malleable iron, 


Dart Unions make tight quickly, un- 
failingly ... 
and again . 
resist corrosion. 
For steady, 
smart—sell Dart. 
policy. 


can be re-installed again 
take pipe abuse and 


profitable business, be 
Write for jobber 











onmtieons 
E M. DART MFG. CO., Providence, R.1. 


Seles 4genmior 
The Fairhanhs Company, New Vert 
aed oll branches 


( emadian Vartery: 







Dart ( mies Campany. Lid... 
Terentec. ( anads 


clutch trippers has resulted in develop- 
ment of a whole series of cam or roller 
operated valves. A cam on a rotating 
shaft or a projection on a ram or 
other reciprocating element operates 
the valve as required. Or the roller 
may be on the ram and the projection 
on the valve. Where required, these 
valves can incorporate timing devices 
or delaying elements that cause the 
blast to occur at any desired later 
time for any predetermined period. 
In the same general category are the 


press safety controls which require 





both hands (thus 


avoiding any danger to a hand in the 


operation with 


way of the press ram), devices to con- 


vert any press into a single-stroke 


unit, or to convert a foot (kick) press 
into an air-operated unit. These are 
all 


ments previously mentioned. 


assemblies of the standard ele- 

Often, air coming through a pipe- 
line carries with it oil from the com- 
pressor, plus scale and dirt from the 
pipeline itself. Such inclusions can- 
not be permitted in food manufacture 
and in operation of light weight. high- 
speed hand tools, as well as in many 
other devices. Separators and filters 
are available to remove all dirt, oil 
and water inclusions. 

Conversely, it is a good idea to feed 
oil to an air tool in service. Special 
lubricators go into the airline just 
short of the tool, and take care of 
this job. 


There are dozens of other elements. 


all planned for the same general pur- 
| pose—-to enable air to do some desired 
job. The only point I want to make 


here is that the companies supplying 


you with air-line fittings either already 
have or will be clad to develop for 
you, a hookup to solve almost any 


customer requirement—usually using 


elements you already have in stock. 


So wherever you hear or see an air 
compressor, be on the lookout for 


applications for airline fittings. Many 





air users don’t realize the number of 


additional applications they can de- 


velop economically — particularly in 


| the metal-working plants which are 








now straining every facility. There | 


| are all sorts of operations they now do 


by hand that you can show them how 


to do better and cheaper and faster 


with air. 
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Stow Popularity Earns 











Extra STOW Production Is 
Supplying This Big Market! 


Stow’s popularity carries the 
compelling proof of 66 years’ 
experience in manufacturing re- 
liable flexible shaft machines. 
Small wonder that today, as 
Stow reliability meets the most 
difficult demands of full-speed 
production, new Stow distribu- 
tors are joining up to the tune 
of a 57% increase in 12 months. 


More—Stow’s recent plant ex- 
pansion enables distributors to 
take advantage of the upswing 
in sales—to give customers from 
2 to 5-day delivery on Standard 
Specification machines. And 
Stow’s broad line assures you 
complete field coverage! 








HEAVY-DUTY 


This type of flexible shaft machine 
available in 14 models. Powerful motors; 
oversize shafts; variety of attachments. 
Time-proved for reliable, continuous 
operation! 





Fast-Selling Junior Line 


begins at $ 
Many exclusive features 
that give a new standard 


of value and service to gen- 
eral utility units. 











WRITE TODAY for liberal distributor 
proposition and complete details on new 
STOW line—including Flexible Shafts 
for drives and controls. Send for the 
new STOW catalog now—see for your- 
self the sales possibilities this mer- 
chandise presents! 


STOW 


Inventors of Flexible Shafts 





MANUFACTURING CO., Inc 
5 Shear St., Binghamton, N.Y 





























1 WANT A | 
COMPACT GENERAL : 


SERVICE PUMP THERE'S NOTHING 
BETTER THAN A 


GOULDS 


“CLOSE CUPLD” CENTRIFUGAL 


"The Pump of All Work’ 
It's versatile. Gives 


@ Broad Service 





®@ High Efficiency 
@ Long Life 


Low in initial cost—low in operating cost Conserve space. Operate in any position. , 
—minimum maintenance expense. Is com- These pumps are made in twenty-one different 
pact, easily installed. Its progressive fea- sizes. Capacities range from 5 to 1600 G.P.M. 


tures have high sales appeal. Advantages at heads up to 525 ft. 
are above the average run of pumps. Un- 
limited field of usage. Adaptable to every 
industrial service. 

Pumps and motor are compact—light- 
weight—self-contained—need no foundation. 





If GOULDS ‘'Close-Cupid" Centrifugal can save 
me money, | want to know how much. Who is 
nearest GOULDS Distributor who can tel! me? 





FORMRO cc ccccccccccccecccecccerecseesccesoeee 
,  .  BEPPTTTTTITTTITTITTTT TTL 

GOULDS PUMPS Inc. 0 
SENECA FALLS. NEW YORK. U S.A Bs coos enererecsadonate BaSO... ccvescvcce 








“FOR DISTRIBUTORS AND 
THEIR SALESMEN” 

















The keynote of our editorial policy, the 








above has been our byword since our 
beginning. Now in our 30th year, we 


hope to continue serving the distributor 

















as faithfully as we have in the past. 




















MILL SUPPLIES 


A McGRAW-HILL PUBLICATION 
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A New Market: Munitions 


(Continued from page 37) 








grounds. On several occasions, how- 
ever, he has been able to arrange for 
the contractors’ men to attend special 
product demonstrations at the Barrett 
Hardware headquarters during the 
evening. 

Since time is the all-important 
factor in the completion of this vital 
defense plant. a large percentage of 
the business is placed over the phone 
by the central purchasing department. 
On all equipment or supplies needed, 
the Army has ruled that bids must be 
obtained from at least three sources. 
(Juotations are for immediate answer, 
or not later than the following morn- 
ing. The governing factors in the 
placing of orders are usually rated in 
this order: date of possible delivery, 
quality and finally price. 

In order to comply with this de- 
mand for speedy service, Mr. Mateer 
has worked out a smooth-flowing sys- 
tem with the cooperation of Ray 
Dudek, one of Barrett’s telephone 
salesmen. Every quotation requested 
via the phone is compiled in type- 
written form that day or evening. 
Each morning Don drives out to the 
plant and interviews the assistant 
buyer, who placed the request. This 
type of immediate follow-up service 
is proving successful for it permits 
the purchasing department to work 
closely with the construction person- 
nel in scheduling the work program. 

Another service which is proving 
helpful is the work of Art Ostrom. 
When an order is placed, “expediters” 
or order chasers at Kankakee’s central 
purchasing office begin making daily 
check-ups on deliveries. At first Don 
and Ray Dudek handled these calls, 
but as the number of new orders 
began piling in daily. they had to 
turn the follow-up work over to Art. 
He checks manufacturers on prom- 
ised delivery dates and keeps after 
them until shipments are in the Bar- 
rett warehouse for delivery. 

As a result of his work with the 
Kankakee purchasing department and 


’ Fe 














the Army personnel on this defense 
job, Don Mateer offers this simple 
list of “Dos” and “Don'ts” for sales- 
men calling on ordnance plants. 

1. Don’t be impatient with the 
rules and regulations for protecting 
a job. 

2. Don’t try to “get around” these 
rules. It won't work and is the surest 
way of getting a one-way ticket 
“OUT.” 

3. Concentrate attention on the 
purchasing department. 

1. Cooperate immediately with all 
requests for extra quotations. This 
makes p.a.’s job easier and provides 
him with a measuring rod with which 
to gage your willingness to give “all- 
out” service. 

5. Be on the job or, at least avail- 
able, part of each day. 

6. Arrange for special product 
demonstrations through the buyer, 
and preferably after hours. 

7. Don’t make delivery promises 
on your own. Check the office first to 
be sure your commitments can_ be 


kept. 








Contest Nets $30,000 Sales 


(Continued from page 41) 
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secured for each product. this volume 


was composed of: 


Transmission belting....... 40 orders 
oO OE ee 
Conveyor DeRs.cccsccscss Bi 
Hose (all types).......... 160 
MR icedsionedtacinaxe: Ss 
PAE writiaiccomecmonines Se 
Miscellaneous ............ 36 


Characterizing direct mail as a 
mass selling tool that supplements per- 
sonal calls of salesmen by carrying a 
sales message to all customers and 
prospects simultaneously, Mr. Wil- 
liams remarked that in planning a 
campaign these three factors must be 
borne in mind: 

1. Customers and prospects vary 
widely. A sales letter that appeals to 
all is almost impossible, hence the 
letter should be written to appeal to 
the broad average. 

2. A direct-mail campaign should 


he well-planned at every stage. and 











DON’T BUCK THE TREND 


—SELL CHAIN DRIVES! .. 


Positive chain drives are Industry's Number One choice for power 
transmission. . . Ride the trend to bigger and more profitable sales 


by selling the finest chain drives—Morse positive chain drives! 


Effective sales arguments? Plenty of them! Efficiency—up to 
99.4%, for the life of the drive. Compact, easy installation. High 
production levels. Adaptable to all types of motors and machines. 
Long life, low maintenance cost, few repair bills. And a first cost 
that is frequently lower than other types of drives. 

Sell the complete power transmission line that has won friends 
through forty-five years of outstanding service to Industry. Sell 


Morse chains . . . Morse Chain Company, Division, Borg-Warner 


Corp., Ithaca, N. Y. 


COMPAN Y 


ITHACA, NEW YORK 


CAPITAL ‘“‘RED CAPS” 


... SUPPLYING BRUSHES AND 
BROOMS TO INDUSTRY IS A BIG 
JOB NOW FOR DISTRIBUTORS 


The maintenance outlay in industry is 
tremendous because of defense pressure. 


The job of supplying brushes and brooms 








is a big one and one which CAPITAL 
Distributors are well able to handle. 
CAPITAL “RED CAPS” save money for 
users because they do a better job—they 
wear longer—there are fewer replacements 
needed—there is a right type for every 
job. Sell the best maintenance equipment 
money can buy—sell CAPITAL “RED 
CAPS.” 


INDIANAPOLIS 
BRUSH AND BROOM MFG. CO. 


Corner Brush and Broom Streets 
EST. 1890 


INDIANAPOLIS, 








INDIANA 
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BUNTING BEARINGS) | 


“Constructive, Active} f 


“Consistent users of ‘ 
FACTORY's pages for 
mony yeors .. .” 

















Mr. G H Adams, Vice 
Pres, Dir. of Sales of the 
Bunting Brass & Bronze 
Company 





AUTOMOTIVE 
VEHICLES 





| inoustria 


MACHINERY 





of 
The Bunting Brass & Bronze Company Adve 
tising Prepared by Sterling Beeson, Inc 






S| PROVE FACTORY 


Force in Merchandising” 
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There is a market for Bunting Bearings wherever a 
wheel turns in industry. And a ready welcome in 
those identical places for FACTORY, too. It is this 
singleness of aim, no doubt, which prompts Mr. 
Adams’ fine and flattering letter (reproduced on the 


opposite page) wherein he says: 


“The broad and comprehensive coverage that 
FACTORY provides for the advertiser of indus- 
trial products has firmly and conspicuously placed 
your great magazine in our sales promotional 


plans. 


“This company has consistently used your pages 
for many years to carry the Bunting message to 


American manufacturers. 


“FACTORY has been a powerful factor in the 
establishment of Bunting leadership in the field of 


Bronze Bearings, and is a constructive, active force 






FACTORY 


MANAGEMENT ond MAINTENANCE 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 


MANUFACTURERS’ ADVERTISING 


IN FACTORY HELPS YOU 
SELL TO INDUSTRY 


in the merchandising of our products through the 


selected local wholesalers.” 


FACTORY takes pride in the continuing confidence 
of so many manufacturers and their distributors. 
Last year, 423 leading advertisers gave FACTORY 
the largest space increase (34%) and the greatest 
page increase (486 pages) among industrial business 


papers. Its advertisers now number 500. 


But even more highly prized is the help it brings 
monthly to the 80,000 men who rule production. 
More plant operating men pay to read FACTORY 
than any other magazine because on every page, text 
and advertising, FACTORY delivers INDUSTRIAL 
EDUCATION. 


If you have not examined a recent issue, we'll gladly 
send one with our compliments. Send for a copy and 
see what it is in FACTORY that so interests plant 


men—and those who need to reach them. 






FACTORY, the Market Place for the 80,000 
men who control the bulk of the buying in the 
manufacturing industries and the 500 FACTORY 
advertisers who make the bulk of the sales. 












UF KIN 


UNIVERSAL 
INDICATOR 





READING FACES. 


And those two reading faces 
offer one big reason why you 
should feature the Lufkin Uni- 
versal Indicator. They'll sell it 
for youl They permit the ma- 
chinist to take readings (no 
matter what position the tool 
is in) without the aid of a mir- 
ror or resorting to awkward 
positions. Any machinist 
knows what that means, Then 
too, is the one piece rotating 
head, permitting more rapid 
and easy setting of the tool. 
It's a superior tool throughout 
—that means sales for youl 


OF A/IN 


SAGINAW, MICHIGAN New York Cit 


TAPES - RULES PRECISION TOOLS 


| synchronized with the efforts oi sales- 


men. 
A campaign should be timed, 
seasonally, to attain maximum results. 
In planning a campaign, he advises 
thoughtful 


such questions as: 


first a consideration of 
To whom should 
we try to sell this particular commod- 
ity? 


prospect in this commodity ? 


How can we best interest the 
What 
are the quality attributes of this com- 
modity, and which quality should we 
What should we say to 


prospect 


emphasize ? 
make the about, 
specify or purchase the commodity? 

Backbone of the 
paign, according to Mr. Williams, is 
the 


inquire 
direct-mail cam- 


mailing list. 


who should analyze his prospects and | 


submit the names of the men who 
would have to initiate an inquiry or 
an order. This list is never static. 


up-to-date. 


Effectiveness of a direct mail pro- 


motion cannot be judged by a single 
for 


repeated sales messages to build de- 


mailing. he points out, 


sire and confidence in the buyer. Fur- 





The quickest and | 


best source of the list is the salesman, | 


but | 
must constantly be revised and kept | 


it takes | 


LANTERNS 


ther, these repeated messages have a | 


cumulative effect. 
Mr. Williams declares that 


a direct-mail program should be an 


Finally. 


integral part of a distributor's sales 
tied in with the 
the 


program, definitely 


other activities of sales depart- 


ment. 








Selling The Packers 


(Continued from page 45) 








handling and processing, and anyone 
found in plant without a pass is 
liable to forceful expulsion. 
Distributors’ 
to observe this check-in ruling to the 
letter for in a warehousing and dis- 


salesmen are careful 


tributing center like Omaha with lit- | 


tle manufacturing. loss of entré to the 
pac king houses would cut a deep hole 
in the salesmen’s volume. 

their 


Packing plants, with 


conveying, lifting and handling oper- 


many | 


| 


ations require a slew of items. Most | 


of them have their own 
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STREAMLINE 


GIVE 


LONG 
STEADY 


LIGHT 


DIETZ LANTERNS give 
long dependable light with- 
out diminishment. Wind, 
rain or murky weather can- 
not down the powerful, 
steady beam of an ever reli- 
able DIETZ. They are very 
economical too, one pint 
of kerosene burns three 
nights. 


Also DIETZ ROAD TORCHES 


R.E. DIETZ COMPANY 
NEW YORK 


Output Distributed Through the 
Jobbing Trade Exclusively 


1840 1941 
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‘ven at that they usually purchase | 
on the average $25,000 to $30,000 
worth of city water for processing and | 
cleaning. All of them use rotary, cen- | 
trifugal and deep well pumps as well | 
as pipe, valves, fittings, mechanical 
packing and steam specialties. Steam, 


air and water hose are also used 
throughout the plant; chain hoists | 
for processing and maintenance oper- 
ations; wire rope on elevators and 
hoists; flat and V-belts drive many of 
the machines; grinding wheels, drills, 
files, hacksaw blades, manila rope. 
chains. sprockets, conveyors (large 
and small), grease guns, machine 
bolts and screws are a few of the 
other items Sid Neal must push in 
order to build volume. 

Creameries are another important 
industry in Omaha and this salesman 
spends Tuesday afternoons calling on 
those scheduled for that day. There 
are at least six large cold storage 
or creamery plants in the city which 
churn butter, crack eggs (separating 
volk from white) and eviscerate chick- 
ens. These products are then shipped 
throughout the country. Unlike the 
packing houses, these plants are much 
smaller and depend a great deal upon 
the services and knowledge of men 
like Sid Neal for help in solving tech- 
nical problems. 

Each creamery or cold storage plant 
usually has a small machine shop, for 
repair work only, operated directly 
under the supervision of the chief 
engineer. Once each week Neal calls 
on these houses, contacts the chief 
engineer direct, and both go over the 
plant’s requirements. It may be a 
new deep well pump (creameries use 
plenty of water for cleaning purposes 
and prefer to pump their own), or 
hose, belting, packing, reducing 
valves, tube cleaners. Or the cream- 
ery may need replacement parts on a 
conveyor, new pulleys, pillow blocks. 
shafting. speed reducers, new hand 
truck or casters. And machine shop 
is always a ready market for drills, 
taps. pipe threading tools. grinding 
wheels, chucks, tool holders and port- 
thle electric tools. 

Sid has the respect and admiration 
‘{ plant men both in the packing 


houses and creameries. They know he 



















FEATURES THAT IN- 
CREASE SALES VALUE 


1@ of DURO 
o seceeion”™ METAL AND WOOD CUTTING 


BAND SAWS 


Note these features—they will 
help reduce production costs. 
There are dozens of jobs, such 
as cutting gates or runners on 
castings, forming inserts on 
dies, straight or irregular cut- 
ting on wood, metal, or plastics 
that can be done easier, faster, 
and better with DURO Band 
Saws. They range in size from 
912" to 16” cap. One piece 
cast iron frame—one piece cast 
iron guard—heavy construction 
—convenient adjustments. 





DURO Distributors give greater 


Conveniently Located value to their customers be- 





Adjustments cause we pass on to them the 
savings we make in purchases 
Other Duro Tools of raw materials, special parts, 
table saws ¢ jointers « etc. Our entire facilities—ex- 
drill presses © shapers perience, ability, buying power 
scroll, saws Py —are back of our Distributors 
ible shafts « lathes « to help them to do a real sell- 
grinders © sanders ¢ ing job. Let us discuss the 
electric drills ¢ v-belts “ P li 
¢ puileys © motors benefits to be gained by selling 


DURO Power Tools. 


DURO METAL PRODULTS CO. tuicago MiNols 




















KEY Graphite Paste 


.--To Eliminate Scaling 
and Oxydizing When 
Stress-Relieving 


Hundreds of your customers are looking 
for this ...a method to prevent scaling 
and oxydizing of flange faces and ma- 
chined surfaces before putting the assembly into the furnace. If 
these are given a heavy coat of Key Graphite Paste, they will be 
bright and clean after the powdery residue is removed with a 
buffing brush. Here is another valuable use for Key Graphite 
Paste ... feature it NOW. 


FOR STEAM AND OIL LINES... Key Graphite Paste is 


biti teense the ideal leak-proof sealer. Key Graphite Paste expands when 

ash on ena heated and will not freeze the joint in service ... and, it is eco- 
nomical because it gives several times the coverage of ordinary 
“pipe dopes.” 







Coat machined surfaces 
with Key Paste 


FOR YOU Key Graphite Paste is a real ‘“money-maker”... 


it will “‘plus’’ your sales and is one of the most profitable items in 
your catalog. 









Buff off powdery residue 
. Surfaces are unharmed 


i" 


2621A McCASLAND AVENUE EAST ST. LOUIS, ILLINOIS 
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The 
los make it possible to couple or uncouple 
any size at any point in less than a minute. 
Customers save money and improve machine 
operation. And one roll provides any length 
V-Belt quickly. In fact, experience proves 
that a Veelos installation sells other items. 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA. 


“Our detachable Veelos V-Belts can be installed 
without any disassembly of spindles or bearings, 


“Veelos easier 
adjustment constantly 
scores sales for us, 


remarks R. J. WAID 
Sales Mgr., 
Trumbull Mfg. Co., 


standard, interchangeable links of Vee- 














states Cullman Wheel Co. 


Mill Supplies Dept. 
Warren, O. 


VEELOS 


V-BELT 


ADJUSTABLE to any length 
ADAPTABLE to any drive 
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“BLUE DEVIL” Products 


* Socket Set Screws, Head Cap Screws, Head 
Stripper Bolts, Screws (dardalet thread), Screw Keys, 
Pipe Plugs (cold drawn or alloy steel) © Safety 
Alloy Steel Dowel Pins * Square Head Set Screws 
(alloy steel) © Studs (cold drawn or alloy steel) 
* Toot Post Screws (alloy steel) * Headless an 
Screws (cold drawn) 


Neha 4 


4445 N. KNOX AVE. 








“BLUE DEVIL” 


SCREW PRODUCTS 
THEY FILL THE 


BILL — WELL! 
. . »« WE FILL THE 


ORDERS - PROMPTLY! 


A reliable source of supply for de- 
pendable screw products — that's 
what our Distributors can boast 
because "BLUE DEVIL" Screw 
Products have proved themselves 
—by actual test—fast, safe, and 
dependable. We have always 
prided ourselves on our SERVICE. 
We now jealously guard that repu- 
tation and strive to maintain it 
under the pressure of today's in- 
creasing demands. No order is 
too exacting—no specification too 
intricate for us — try us —let us 
quote on your next orders— 


OVE (OMPH he 


CHICAGO, ILL. 
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is an experienced machinist and tool- 
maker and don’t hesitate to call on 
him at all hours for advice and serv- 
ice. Some of the more intricate prob- 
lems Sid takes home with him. In a 
workshop fitted out with small lathe, 
drill press, bench grinder and a raft 
of fine hand tools, he’ll spend hours 
working out a tricky problem until 
Mrs. Neal despairs of ever getting him 
up out of the basement, leaves him a 
midnight snack and goes off to bed. 





Evening finds Sid Neal down in his work- 
shop. 








Sales Meeting In Print 


(Continued from page 48) 








Answers 
1. 82 deg. 
2. Same as the wood screw. 
3. 20. 


4. From 0.477 
words, about 1% in. 

5. Yes—0.051 to 0.066-in. width and 
0.046 to 0.070-in. depth. 

6. 18 threads per inch. 

7. Yes. The %-in. 
threads per inch. 

8. Round, oval and fillister. 

9. Width allowances are the same, 


to 0.507—in other 


16 


screw has 


_ but depth range is 0.080 to 0.108-in. 


| 0.472-in. 





(See answer 5). 

10. Smaller—the range is 0.443 to 

11. No—it’s shallower, 0.112 to 0.136- 
in. for the 14-in. oval-head screw. 

12. Same as the flat-head—about 14- 
in. 

13. Smaller. For the 14-in. screw, the 
range is 0.389 to 0.414-in. 


14. No. Head diameter range is 0.477 
to 0.500-in. for the cap screw, slot di- 
mensions 0.058 to 0.070-in. wide by 


0.053 to 0.073-in. deep, and head height 
0.146-in., compared with 0.040 to 0.051- 
in. for the machine screw. 

15. A button-head. 

16. 15. 
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SALESMEN PROFIT, 
THROUGH STRONG 
PRICE POLICY 


Cut-Price Tactics Eliminated 





By Walker-Turner’s Firm 


Resale Policy 


Plainfield, N. J.—Distributors’ Sales- 


men selling Walker-Turner Machine 


price tactics by this company’s firm 


Tools are fully protected against cut- | 





resale price policy . 





the Walker-Turner line so profitable 
for distributors’ salesmen to handle. 

As a pioneer in the manufacture 
of the type of machine tools exem- 
: plified by the Radial Drill shown here. 
Walker-Turner has developed and 


patented scores of exclusive features. 











) These features make Walker-Turner 
Machines easy to sell. Repeat orders 
up to several hundred machines are 
not rare. 

Get all the facts on this profitable 
line. Address: Walker-Turner Co., Inc. 


| 2871 Berckman St., Plainfield, N. J. 





4 c P DRILL PRESSES + LATHES 
t BAND SAWS + BENCH SAWS 
TILTING ARBOR SAWS «+ HIG 

SAWS + RADIAL DRILLS 

RADIAL SAWS + BELT AND 

DISC SURFACERS . GRINDERS 

JOINTERS + SPINDLE SHAPERS 

FLEXIBLE SHAFT MACHINES + MOTORS 


This price policy is only one eX: | 


ample of the leadership that has made 









17. 0.164-in. 

18. The No. 5. 

19. No. 0 to No. 24. 

20. The No. 24 is 0.372-in. in di- 
ameter. 

21. The No. 0 is 0.060-in. in diameter. 

a 4. 

23. From the largest diameter of the 
bearing surface of the head to the ex- 
treme point, on a line parallel to the 
axis of the screw. 

24. 1,-in. between 14 and 1-in. 14-in. 
between 4 and 6-in. 

25. Twice the diameter plus 1-in. 
On screws too short for this, the thread 
should run as head as 
possible. 


close to the 


Sam Gains A Square Foot 
of Stainless 


(Answer to the problem on page 48) 


Sam’s Piece Cut = 64 sq. ft. 

















The Needed Piece 65 sq. ft. 
be —-— — 5" —— ope -—3" -o ——-— 5' —--» 
1 F 
= 
| 
A 4 g | 
; a 
c D 7 «i D Cc 
1 | 
| 
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That Bull Dog Grip 


(Continued from page 47) 








| varying workpiece heights, and also 


can be used to support odd-shaped 
pieces as required. The T-slot bolt 


| has a square head and rectangular 
| shank to fit 
| table slots. The washer and spacer 
| 


conventional machine- 


| take care of bolts that are overly long 


for a particular clamping job—thus 
saving the time otherwise necessary to 
find one of the proper length. 

All in all this group of accessories 
handles a lot of difficult gripping and 
holding jobs. They can fill in for 
or fixture and 
done while the 
fixture would still be on order these 
days. Try that approach on your 
metal-working and maintenance-shop 


many a special jig 
help to get the job 


customers. 
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The reason why 
his pliers are 


KLEIN’S. 





“Since 1857” 


than chance—more_ than 


habit that places Klein's in the hands 


T’S more 


of electricians—everywhere! 


Compared to mass production methods, 


the Klein craftsmen way of building each 
plier individually may seem unnecessarily 
slow—unnecessarily painstaking. But the 
truth remains there is no other way to pro- 
duce a plier of Klein quality. And the 


slight additional cost of a 
pair of Klein’s is a small 
price to pay for the plus 
service they render. 

Your copy of the Klein Pocket Tool 
Guide will be sent on request. 


Mathias KIEIN & Sons 
er Chicage 1 USA 


3200 Belmont Avenue, Chicago, Ilinors 










































PRODUCT 


Bearings 

Feed Material Tank 
Socket & Tool Set 
V-Belt 

Wet Grinders 

Glue Pots 

V-Belt 

Water Heaters 
Offset Markers 
Collet Chuck 
Flexible Shaft Tools 
Barrel Pumps 
Lubricants 
Pneumatic Roller 
Endless Belt 

Hack Saw 

Thin Hex Nuts 
Lathes 

Half Round Tablet 
Protective Apron 
Clamp 


Holder 


NEW PRODUCTS 


With Sales Possibilities 


PAGE NO. 


140 
140 
141 


141 








MAIN FEATURE 


Precision-made 

For light duty 

Contains 40 pieces 

Unique driving surface 
Double end 

Built to Navy specifications 
More strength, less stretch 
For storage tanks 
Convenient in small recesses 
Flexible shaft machines 
Various applications 

Heavy duty usage 
Convenient package 

For belt convevors 

For high speed work 

Set at any angie 
self-locking fastening 
Bench and floor tvpes 

For working eurved surfaces 
Will not burn 

Rapid action 


Hand style 





MANUFACTURER 


Jeffrey Mfg. Company 


Paasche Airbrush Co. 


Bonney Forge & Tool Works 


Dayton Rubber Mfg. Co. 


Standard Elec. Tool Co 


Russell Electric Co. 


Allis-Chalmers Mfg. Co. 


Taco Heaters, Inc. 


Brown & Sharpe Mfg. Co. 


Stow Mfg. Co., Ine. 
Foredom Electric Co. 


\lemite Division 


Fiske Bros. Refining Co 


Stephens-Adamson Mfg. Co 


LL. H. Gilmer Co. 


Plomb Tool Co. 


Elastic Stop Nut Corp 


Sheldon Machine Co., Inc 


Weldon Roberts Rubber Co 


\merican Optical Co 
Knu-Vise, Ine. 


Acromark Corp. 
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Bearings 


Precision-Made 





\nnouncement has been made of a new 
and improved line of solid and split 






journal bearings. Of accurate dimen- 
with rounded lines and 
smooth gun metal finish, these precision- 


ions modern 
made bearings have machined bases and 
ends. Height to center line of 
shaft is rigidly maintained. The babbit- 
ted bores are broached to smooth hard 


faced 


surface and require no “wearing in.” 
Both styles are tapped for grease cups 
or pressure fittings. An ample storage 
vroove in the top provides proper dis- 
tribution of lubricant. In addition, the 
-plit bearing has feeder grooves on each 
Individual containers fur- 
nished for easy handling and protection 


~ide. are 


in shipping.—Jeffrey Mig. Co., Colum- 
bus, Ohio.—Mirt Suppties. July 1941. 


MILL SUPPLIES @ JULY, 1941 


Feed Material Tank 
For Light Duty 





\ compact, light duty 


pressure 


feed 





















material tank is now available at a new 
low price. Interesting features of this 
light duty tank are: the full size 6-in. A STATEMENT (VF FACTS 
opening that makes cleaning easy; the ; 
“clamptight cover” which is easily taken “7, CP &.. 

off a replaced; the accurate pressure We Sell Through 

regulator with large —_ easy-to-reach cAuthorized Stock Carrying Distributors” 
gauge; the large fluid tube with strainer. itn 




































This tank holds pressure up to fifty HOLO-KROME has proven, through years 
c of practiwal e reme h Industry ts 

pounds and has the same safety valve caren aon amie aor 

as on high pressure tanks. At this time, effcrently because of this fact 

this tank is supplied only in a two- HOLO-KROME FIBRO FORGED Socke: 


Screw Products are sold through Authorized 


gallon capacity. If the tank is wanted Stock Carrying, Distributors 
less regulator and gauge, for use on low HOLO-KROME considers its Distributors 
‘ te as advantageously located Branch Ware 
pressure lines up to fifty pounds, same houses and, as important a part of the 
° ° Holo-Krome organization as any department 
may be supplied.—Paasche Airbrush — ee depart 
Co.. Chicago, Ill—Mit Suprties, July siiciiaiadaaiall ait ea ee, 
19 } ] ing Distributors, stafled with trained repre 





sentatives fully conversant wich Holo- Krome 
Products and Policies, serve Industry 


Civithan and National Defense—in a mar 


Socket & Tool Set ner not matched by any other method 
HOLO-KROME at all times, realizes its 


responsibility to Industry 


Contains 40 Pieces 





THE HOLO-KROME SCREW CORPORATION 
Sa 


HARTFORD. CONN Y 


Guarantee 


UNFAILING PERFORMARCE 
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The No. TD6 socket and tool set has 
just been added to the manufacturer's 
line. Sockets and attachments included 
are all in *g-in. square drive, made of 
Bonney chrome-vanadium steel and 
heavily chrome plated to provide a last- 
ing finish. Containing 40 pieces, it in- 
cludes 10 sockets with double hexagon 
openings from Ye-in. to “-in.; 4 extra 
deep sockets with 5g-in., té-in., 48-in., 
and 7x-in. double hexagon openings: 
universal joint; 3-in., 6-in., 12-in. and 
l7-in. extensions; 171%-in. speeder; 
drag link socket; 81-in. hinge handle; 
6-in. cross handle, 7-in. reversible 
ratchet: 8-in. sliding “T”; 4 Bonaloy 
Tutype wrenches; Channellock adjust- 
able pump plier; 4 asserted punches 
and chisels; pocket size screw drivet 
with neon tube; four wood handle screw 
drivers and 34-lb. ball pein hammer. All 
pieces are packed in a strong, attrac- 
tively finished metal box. The box has 
removable tote tray. The entire set 
weighs 201% lbs.—Bonney Forge & Tool 
HW orks, Allentown, Pa—MIUt Supp .ies, 


luly 1941, a clearly defined 
Distributor Sales Policy 





V-Belt 


Unique Driving Surface 





\ V-belt with a unique driving surface 


B-2 ea forged SOCKET SCREW 


Aft ed under the name of Davton Cog- | ic.) ae cone © fol | ale |S Maer 5 HARTFORD CONN fe oe 
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HOW LONG WiLL IT 

TAKE 10 GET WOLD OF 
THIS SHIM STOCK FOR 

2@ COMPANY, NICK ? 


Heres the ANSWER 


@MODERN PACKAGED SHIM STOCK... 
Look into our complete line meeting all 
requirements. Brass and steel. Eliminate 
delays for your customers. You will build 
valuable good-will . . . with little effort. 


Less handling .. . you reach for a package 
instead of the shears! You gain a bigger 
unit of sale... you receive “fill-in” orders 


automatically. 


Write today for our catalog and dealer mer- 
chandising plan. Turn an “accommodation 


nuisance” into a business asset. 


LAMINATED SHIM CO., INC., 58 Union St. 
Glenbrook, Conn. 


WW 











BARNES 


AWS 








—now, and in the 
tough times to come 





Barnes Metal Cutting 
Band Saws and Hack Saw 
Blades are serving thou- 
sands of your customers 
now, when all metal-work- 
ing plants are under the 
tremendous pressure of de- 
fense operations. 


And after the last bomb 
has been dropped these 
superior cutting tools will 
still be serving your cus- 
tomers—helping them hold 
their positions in the spir- 
ited struggle for peace- 
time business. 
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Belt,” it is designed around a new type 
of cog construction principle on the 
inner surface of the belt. Not only does 
this construction provide greater flexi- 
bility and longer belt life when flexing 
around small pulley diameters, but for 
V-flat drives it applies the scientific 
principle of increasing traction by 
means of a non-skid design. The pat- 
ented cog construction provides greater 
grip and less slip on smooth flat pulley 
surfaces. Likewise, when riding in 
grooved pulleys, this new belt provides 
a greater gripping power with die-cut 
raw edge sides which present the same 
undistorted driving surface to the pul- 
ley regardless of side wear. This new 
belt is being manufactured in all stand- 
ard lengths in A, B, C, D, and E cross- 
sections, and in perfectly matched sets 
for multiple drive service——Dayton 
Rubber Mfg. Co., Dayton, Ohio—Mui 
Suppuies, July 1941. 


Wet Grinders 
Double End 


Leo. 


| 
| 





The recent development of a new line 
of 12-in. and 14-in. heavy duty wet 
grinders has been announced. The ar- 
rangement consists of wet grinding hood 
with integral splash bowl and adjustable 
work rest. Equipment on each guard 
includes a valve for controlling the flow 
of water, adjustable nozzle and suitable 
piping. Bottom of guard trough fitted 
with hose connection for gravity return 
of water to the tank. A motor driven 
pump with tank secured to the back of 
pedestal and suitable piping provided 
for carrying the water to each guard. 
The pump has capacity of 10 gal. per 
minute. Both the grinder motor and 
pump motor are operated simultane- 
ously through the push button safety 
starter at front of machine. This ma- 
chine is also available as a combination 
wet and dry grinder and it is for the 
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One packless valve 
that IS poutine 


HIS truly . alieia 
valve is an example 
of the advanced de- 


sign that distinguishes 
every Marsh Product, 
whether it be a gauge, 
dial thermometer, or a 
heating specialty. The simple design 
that totally eliminates packing is 
shown at right. A collar (A) is ma- 
chined on the stem. Two stainless, 
spring-steel wafers, (B) and (C), press 
against the upper and lower faces of 
this collar to form a tight annular 
seal. It's a design that has been 
working perfectly for twelve years— 
has proved to be the greatest pack- 
less design ever developed. 


JAS. P. MARSH CORPORATION 
2079 Southport Ave., Chicago, IIl. 











SLEEVES and 
SOCKETS 





USE-EM-UP TYPE 


STANDARD TYPE 


PLAN AHEAD . . 


GET THOSE ORDERS FOR THESE 
TIME-SAVING TOOLS 


Collis Sleeves and Sockets are all ground 
true to size and will help your cus- 
tomers to make production savings both 
in time and equipment. We can handle 
your regular and special orders swiftly 
and efficiently and with profit for you. 
Get our catalog showing the complete 
Collis line of Quality Tools. Send Collis 
your next order. 


-~wwwwe* 
a eee 


-~w* 
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THE COLLIS COMPANY 
CLINTON, IOWA 











user’s selection as to whether the safety 
hinge door guard for dry grinding is to 
be located on the left hand or right 
hand side—Standard Electrical Tool 
Co., Cincinnati, Ohio.—-Mi.t. Supp.irs, 
July 1941. 


Glue Pots 
Built to Navy Specifications 








“Hold-Heet” glue pots are now being 
manufactured in accordance with U.S. 
Navy specification No. 41-P-28A. These 
glue pots are now available with special 
copper covers. The appliance cord has 
been lengthened from six feet to eight 
feet, and the rating of the element is 
now 115 volts instead of 110 volts, and 
230 volts instead of 220 volts. Outstand- 
ing features by “Hold-Heet” are the 
automatic theremostatic control which 
keeps glue temperature controlled accu- 
rately within 1 degree of proper tem- 
perature; double asbestos insulation 
which saves current: elimination of 
water jackets; safe operation—listed by 
Underwriters; the “20-year” heating 
element built for even, uniform heating; 
nickel-plated container that can’t dis- 
color glue: heavy-welded — steel-plate 
body.—Russell Electric Co., Chicago, 
1/1. Mirt Surriiers, July 1941. 


V-Belt 
More Strength, Less Stretch 





The cords in the new “Super 7” belts 
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LONG BEACH, 
36 N. CLINTON, CHICAGO 
24 £—. 22nd, NEW YORK 


are smaller, permitting the use of more 


Lt mays 
to sell 


Darnell Casters 
& E-Z ROLL WHEELS 


Nearly- 4000 models 
from which your 
customer can select 
the exact type for 
his particular needs 


DARNELL 


CORPORATION, LTD. 


CALIF 





































































































































































IMPORTANT 
NEWS. 


IMMEDIATE 
SHIPMENT 


of 
Acid-Resisting 
PACKING 


Many chemical plants, paper 
mills, oil refineries, munitions 
plants, and other process 
plants in your territory re- 
quire packing for acid-han- 
dling pumps, valves, and 
process equipment. 


The most suitable material 
for acid-resisting packing is 
Blue Asbestos, the importa- 
tion of which from Africa has 
now been practically cut off. 
Foreseeing this situation, we 
have obtained a large supply 
of Blue Asbestos for our 
*SUPER CUTNO Acid-resist- 
ing Packing. 


Take advantage of this op- 
portunity to secure profitable 
business on a vitally-needed 
product which is no longer 
generally obtainable. Investi- 
gate your customer's require- 
ments for acid-resisting pack- 
ing, and stock up on *SUPER 
CUTNO without delay. Write 
for prices and full information. 


Greene, Tweed & Co. 
Bronx Bivd at 238 St., New York 
Manufacturers of Self-Lubricated Pack- 
ings for all purposes. Also *BASA Re- 
placable Face Hammers, *EMPIRE Raw- 


hide Mallets and *FAVORITE Reversible 
Wrenches. 


. SUPES 
LITN 


PACKING 


for acids ‘"\* 


lat. OT 
made by the 
manufacturers of 


*PALMETTO 








_ a ATA TATA A TR 


| cords per belt with a resulting greater 
strength and less stretch. Each cord is | 
individually imbedded in heat dissipat- | 
ing rubber to reduce internal belt de- | 
| generation. 















These belts are made in 
matched sets to assure uniform, smooth 
running, highly efficient drives. Each 
element of the belt is designed to fulfill 
an individual function. The live rubber 
bottom cushion absorbs the ceaseless im- 
pacts of operation. The central cord 
portion transmits power at the effective 
pitch diameter. The bias cut fabric pre- 
vents “dishing” and assures transverse 
stability. The 2-ply rubber-impregnated 
fabric cover prevents destructive agents 
from reaching the vital belt elements. 
resulting in a high-grip co-efficient be- 
tween belt and sheave walls.—Allis- 
Chalmers Mfg. Co., Milwaukee, Wis. 
Mitt Suppwies, July 1941. 


Water Heaters 


For Storage Tanks 





New low cost “HG 
recently 


Taco” heaters have 
introduced. These hori- 
zontal gravity water heaters are for use 
with storage tanks from 700 to 3000 gal. 
capacity. Their heavy gauge steel shells 
and heavy bronze heads guarantee serv- 
ice. Since “HG” shell tappings can be 
located to meet the particular require- 
ments of any job, they have unusual 
adaptability for meeting tight spots as 
Taco Heat- 
Mitt Sup- 


been 


far as space is concerned. 
ers, Inc.. Veu York. N, re. 
pigs, July 1941. 


Offset Markers 


Convenient in Shallow Recesses 





Two new items have been added to the 
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Industry NEEDS a LOT of 
RUBBER TIRED WHEELS 





ALL OUT PRODUCTION demands at- 
tention to details. That's why the de- 
mand is steadily increasing for French 
& Hecht wheels to promote faster, 
quieter, safer materials handling. Your 
territory is filled with prospects and our 
wheels meet every need. We'll gladly 
send you complete information. 
Write TODAY for New CATALOG 
and PRICE LIST 


FRENCH & HECHT, INC. 


60 East River, Davenport, lowa 
WHEEL BUILDERS SINCE 1888 














manufacturer's line of precision tools, 


TUBING FITTERS 
PREFER C & L TORCHES 


ah 
Cf 





The torch that does the neatest job of 
sweating fittings on copper tubing is the 
mechanic's best bet. 


That’s why C & L No. 99 (Mechanic's 
Grade Burner) stands out as the preferred 
tool for work on |!" to 2” copper tubing. 
Pint capacity tank permits work in close 
quarters. C & L Flame Control allows 
quick adjustment of flame to suit size of 
tubing and fittings. 


Rapidly increasing demand for this use- 
ful torch means steady sales. C & L’s 
recognized leadership produces satisfied 
customers. 


Order now while basic materials care 
still available. 


















CLAYTON & LAMBERT 
MFG. CO., Detroit, Mich 
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INVESTIGATE 


this Growing Market 





Standard Size (2" to 
48") R-S Butterfly 
Valves for the posi- 
tive control of air, 
gas, steam and 
liquids. 

Hand wheel, lever, 
chain lever and automatic op- 
eration. Pressures to 150 Ibs. 
and high, as well as sub-zero 
temperatures. Write for de- 
tails about this growing and 
unlimited market. 


R-S$ PRODUCTS CORPORATION 


4532 Germantown Ave. Philadelphia, Pa. 
When you See a Butterfly, Think of 


RS » LY 


¢= 














SIDE. tam Round tron Type 


inclusive 


INDUSTRY HAS 
RELIED ON 


pn itt> 


eckto FASTENERS 


for 50 consecutive years 


Used to connect bandings on circular 
tanks, kilns, silos, water flumes, etc. 

Sizes to accommodate 32" to 1!2" 
ROUND, and 1” to 10” FLAT steel (inclu- 
sive). 

Our pledge of a half-century is 
QUALITY — DEPENDABILITY — SERVICE. 

Let us help solve your banding prob- 
leme* we are here to serve you and your 
cust. aers. 

Send for Price List and Discount Schedule. 


E. ©. TECKTONIUS MFG. CO. 


Dept. T, Racine, Wisconsin 





Tecktonius “ore Bolt’’ Flat Band Fastener 
” to 10” inclusive) 











which are known as offset markers Nos. 
585C and 585D. These offset markers in- 


| crease the usefulness of Brown & Sharpe 


vernier height gages No. 585. With 
them, measurements can be taken as 
low as the plane of the surface on which 
height gage is placed, and also, in shal- 
When used in inverted 
position they extend the range of the 
height gage beyond the range of a gage 
with a straight marker. The marker arm 
is made unusually long, an advantage 
in measuring over projections. These 
markers are available in two sizes—3-in. 
with the 10-in. 
vernier height gage. and 4-in. long over- 
all, for use with 18-in. and 24-in. vernier 
height gages.—Brown & Sharpe Mig. 
Co., Providence, R. 1.——-Miwv Suprwies, 
July 1941. 


low recesses. 


long overall, for use 


Collet Chuck 
Flexible Shaft Machines 





\ compact. single purpose collet chuck 
which can be attached quickly to hand- 
pieces used on Stow flexible shaft ma- 
chines, has just been introduced. The 
new unit is furnished in two sizes, one 
with °.-in. 


with 14-in. and the other 


chucking capacity. This attachment is 


made in two styles. With the straight- 
threaded, hex-head = stud. the collet 
chuck interchanges with the clamp 


spindle on the standard hand-piece. 
With the tapered shank it fits into the 
tapered socket of the high-speed hand- 


piece, a type used with rotary files, 


mounted points or other high-speed 


tools. The tapered type of collet chuck 


will also fit a tool post attachment for 


grinding operations with a_ lathe. 
Stow Mig. Co., Inc., Binghamton, N.Y. 


Mitt 1941, 


Suppuies. July 


Flexible Shaft Tools 
Various Applications 


Added to the line of flexible shaft tools 
is the new No. 400 series tools. The valu- 
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“ALL OUT AID” 
GRINDING WHEELS 


Supply your 
customers with 


GRINDING WHEEL 
DRESSERS &CUTTERS 


and help them keep their wheels 
fast cutting and accurate and 
lower cost grinding will be the 
result. 








We manufacture the only complete line 
of Dressers and Cutters and will be 
glad to send you our new catalog and 
jobbers price sheet. 


SIMPLEX 


STEEL SLIDE 


VISES 





The exclusive solid steel slide enables 
you to furnish your customers with a 
stronger and more serviceable vise at 
no extra cost. 





We make a complete line of Machinists, 
Drill Press & Milling Machine, Produc- 


tion, Welders and Filers Vises. Write 
for copy of our new catalog and job- 
bers price sheet. 


DESMOND-STEPHAN 
MFG. CO. 


URBANA, OHIO 














GRAY TROLLEYS 


... INDUSTRY 
NEEDS THESE 
EFFICIENT 
HELPERS... 


SIDE VIEW 


Industry needs the safety and efficiency 
which Gray Trolleys assure. They are 
designed to meet the demand for a trolley 
with closest possible headroom, which can 
be easily transferred throughout the shop. 
and are equipped with new type, thor- 
oughly sealed, Gray Ball Bearing Trolley 
Wheels which take maximum radial and 
thrust loads. 


250-lb. to 2-ton capacities, adjustable to 
suit various size I-beams. 


Good returns for New and Replacement 
business. Send for bulletin on Trolleys, 
Trolley Wheels and Heavy Duty Gravity 
Rollers. 


RAY HUB COMPANY 


Incorporated 1922 
17265-17403 GABLE AVENUE 


FRONT VIEW 


DETROIT, MICHIGAN 











CAR 
MOVERS 
Have proven their 


ability to meet 
present expansion 
MOOUS— 4 long, satistactory rec- 


ord of efficient performance has made 
BADGER Car Movers favorites with indus- 
try everywhere. Low first cost, ease of 
handling, safety, little or no maintenance 
are some reasons why BADGERS are pre- 
ferred. Because they can fill a very defi- 
nite and urgent need in today's expansion 
programs Distributors have little or no sales 
resistance to overcome. Let us send you 
more details on our products and on our 


SLIP-PROOF we 
ability to serve you promptly. 


ADVANCE 


CAR MOVER CO. 
APPLETON, WISCONSIN 


SAFETY CAR WRENCH 
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able feature of these tools is that the 
flexible shaft and handpiece assembl\ 
can be quickly attached to either the 
geared end for low spegds or to the 
motor shaft direct for high speeds. Since 
a six-step foot-operated speed control is 
included with the tool. a speed range of 
from 500 to 14.000 r.p.m. is obtainable. 





There is a choice of five different hand- 
pieces, some as small as a pencil, and 
all having the quick detachable feature. 
making it possible to use with the tool 
just the right type for the work at hand. 
—Foredom Electric Co., New York, 
N. Y.—Mut Suppties. July 1941. 


Barrel Pumps 


Heavy Duty Usage 





New and efficient lubrication barrel 
pumps especially designed for heavy 
duty usage by contractors, and in fleet 
garages and motor bus maintenance 














Defense-item manufacturers are in a hurry. 
They need tools, supplies... and data right 
now! That’s why they’re phoning, writing 
and wiring us to get additional copies of our 
shell-manufacturing data. They’ve paid a 
dollar each for almost a thousand copies of 
this reprint because, as usual with Amer- 
ican Machinist editorial articles, it’s the lat- 
est and most complete information avail- 


able on their primary job — production. 

These telegrams are evidence of the close 
executive readership that makes American 
Machinist such a valuable advertising me- 
dium—that makes it an essential one for the 
manufacturers you represent. Their regular 
advertising in American Machinist can 
make your selling and servicing job to 
Metal-Working easier. 


AMERICAN MACHINIST - 330 W. 42nd St., New York, N. Y. 











TELL THEM TO 
TAKE THE ¢: 





MOUNTAIN f 
TO MAHOMET 


RE your customers 
wasting time taking 
metal to the saw for cutting? 
A portable Wells saw can be 
quickly shifted to handle metal 
cutting jobs anywhere in the 
plant. Valuable minutes used in 
carrying material back and forth 
are saved for greater production. 
Sheets, tubes, bars and angles or 12" x 16" flat. 
are cut rapidly, accurately and Also the No. 9 Upright 
economically. The Wells is just Saws. 
the saw for the countless odd cutting jobs that pop’ up around any plant. Today, more 
than ever, your customers are looking for a saw like this. Sell it to them. Make 
arrangements now to handle Wells Saws! 


WELLS MFG. CORP., Three Rivers, Michigan 


Now Built in 3 Sizes 
No. 5—5" dia. round or 
5'' x 10" flat. 

No, 8—8"' dia. round or 
8" x 16" flat. 

No. 12—12" dia. round 











MORGAN = VISES 


oar wee This quality line offers our Distributors a fine profit opportunity. 
Outstanding features of construction and dependable performance 
give you plus selling features. Your customers like the inter- 
changeability, the accuracy and precision, the dependable 
Chucking strength. Another plus is that we can fill your orders NOW. 
. Don't overlook any orders from garages, machine shops, electrical 
Weoguereing shops, schools, home work shops. etc.—just take them and we'll 
Continuous deliver where and when you want them. Sell Morgan Vises 


Screw 2 2 s 
Quick Action for lasting satisfaction. 
Lightning Grip 


suamire MORGAN VISE CO. cuicaco, tumors 


Garage 


Bench 
Combination 


pe 
Coachmakers’ 
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shops, have been announced. One type, 
a volume barrel pump for 400-Ib. oil 
drums (models #6701, #6702 and 
#6705). operates with a 40-to-one 
piston delivering up to 6 lbs. of regular 
semi-solid lubricant per minute. For 
medium and small setups where re- 
quirements are less severe, Standard 
#7295, and Master #7300 are designed 
for use directly on lubricant drums. In 
both high and low pressure models 
these two pumps are equipped to fit 
both 100 and 400-lb. oil drums. All 
pump castings are of fine grain cast 
iron of high tensile strength. Wearing 
surface of the cylinder is hard chrome- 
plated over cast iron.—Alemite Divi- 
sion, Stewart-Warner Corp., Chicago, 
1/1.—Mius. Supruies. July 1941. 


Lubricants 
Convenient Package 


A collapsible tube package of “Lubri- 
plate” Jubrications now makes these 
lubricants available for economical 
application to a wide range of mechan- 
ical equipment, especially of the smal- 
ler size. The tube is fitted with a 1-in. 
extended nozzle which is convenient 
to fit filler openings in small gear 
cases, ball bearings. etc. The three 
“Lubriplate” products packed in tubes 
are. Ball Bearing Lubriplate, for all 
types of ball and roller bearings oper- 
ating at speeds up to 5000 r.p.m. and 
temperatures to 340 deg. F.; No. 310. 
the product widely used for use in gear 
cases of portable electric tools; No. 
150, for use in gear cases of outboard 
motors to lubricate and protect various 
parts against rust and _ corrosion.- 

Fiske Bros. Refining Co., Newark, 
V. J —Mut Suppties, July 1941. 


Pneumatic Roller 
For Belt Conveyors 


\ recent development in the materials 
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FREE W ATCH CHARM. Jenkins Bros., 
New York, N. Y. Handsome miniature 
valve suitable for use as charm on watch 
chain. Sent without cost or obligation in 
response to penny postcard request ad- 
dressed to Dept. KJ, 80 White Street, 
New York, N. Y. 


AIR COMPRESSOR CHECK VALVE 
Folder 191 describes and illustrates Air 
Compressor Check Valve Figure 56, em- 
ploying an entirely new seating principle. 
Folder gives facts about perhaps the most 
severe test ever given any valve, covering 
seven months of grueling service; yet 
Figure 56 remained bubble-tight after 
more than 40,000,000 pulsations. Conic- 
ally shaped, light weight, stainless steel 
disc cleans itself on every lift-and-reseat- 
ing operation; spring-loaded to cushion 
upstroke and accelerate downstroke for 
immediate closure. Large-sized cutaway 
view in Folder 191 permits detailed ex- 
amination of new seating principle and 
construction. Jenkins Bros., New York, 
N.Y 


(advertisement) 


PROLONCG the LIFE 
of WIRE ROPE with 


(hector 


CONNECTORS 


AFE, strong, streamlined, Electroline-FIEGE 


Connectors are being rapidly adopted by In- 
dustry because their design damps vibration 
stresses and thus prolongs the life of wire rope. 
This unique gripping unit “holds like a bull- 
dog” with a which 
feathers off from maximum at ‘rear to zero at 
front, so that lines held by these connectors are 
not subject to “weak point” crystallization and 
consequent failure. 

The complete line of Electroline-FIEGE Con- 
nectors, available in black and stainless steel, 
bronze and monel metal, is fully described in 
@ new 8-page Bulletin, a copy of which will be 
sent you at your request. No obligation—send 
for the book today. 


Electrotine Company 


4072 SO. LASALLE ST. | CHICAGO, ILL. 














handling field is the pneumatic roller, | 
for carriers on belt conveyors, wherever 
the shocks of 


These pneumatic 


impact are excessive. | 
carriers are specially 
designed for use under loading spouts 
and in belt feeders where the impact of 
heavy bulk loads subject both conveyor 
belt and carrier to abnormal strains and 
wear. To cushion the impact of mate- 


rials, the rollers in these carriers are 


made up of a series of pneumatic rub- | 





ber units, 6-in. in diameter, suggestive 


of miniature automobile tires. The roll- | 


ers in these impact carriers are mounted 
on the steel hub in which bearings and 
shaft are Roller 
thick, wear-resisting treads and are in- 


housed. units have 
fated and permanently sealed to pre- 
Identified as style “No. 
impact carriers,” the 
assembly is built for easy servicing and 
quick replacement.—Stephens-Adamson 
Wig. Co., Aurora, Ill—Mint. Surewies, 
July 1941. 


vent loss of air. 
711) pneumatic 


Endless Belt 
For High Speed Work 





An endless belt for high speed precision 
yilmer-Hevaloid” 
belt, has just been announced, A unique 


work, known as the “¢ 


process of impregnating the cotton pull- 
ing element with latex is said to form a 


MILL SUPPLIES © JULY, 1941 


CPA 
OTOL 


for More Tool Mileage 








We have developed a complete 


line 





of yon fad pe 





















material that is virtually homogeneous, 


resulting in special qualities of elas- Like Finding DOLLARS 


ticity, strength and durability. Made 
without lap, seam or splice, the belt * 

operates rl from een A non-slip in Clouds of DUST i 
surface results from direct contact of 
the belt with the pulley face. affording 
a high-co-efficient of friction. This pro- 
duces practically a positive drive, which 
permits lighter tension. decreasing bear- 
ing load, and maintains a higher and 
more uniform driven speed on drives 


% In every industrial local- 
ity Dust Dangers are in- 
creasing every day ... 
bringing with them a 
greater DEMAND for dust 
protection . . . a demand 
that YOU can turn into 
PROFIT with Cesco’s 
NEW No. 602 Healthguard 
Abrasive Mask. 


Works on high or low 
pressure air. Highly effi- 
cient in silica, metallic and 
mixed dusts. Permits wide, 
clear vision, natural breath- 
ing of cool, filtered air. Ap- 
roval No. 1918 by U. c 
ureau of Mines. 








such as routing machines. winders, 
grinders and similar applications. Plia- 
bility for use over small pulley diame- 
ters and lightness in weight adapt it for 
operation at speeds up to approximately | 
9000 f.p.m.—L. H. Gilmer Co., Philadel. | 
| phia, Pa.—Mut Surruies. July 1941. | Cesco PAINT 


WW E-Yot ave) bE! SPRAY MASK 


fe ee Hack Saw | 
Anti- Friction 1 fie Contos 
Set At Any Angle Construction fea- 

Metal 


IS BEST 


sell! Made in 
light muslin— 
rubberized cloth, 
and heavy khaki. 
® Largely self-lubricat- 
ing— 
it is graphite treated. 
® Prevents scoring— 
absorbs dust and grit. 
® Lowest coefficient of 
friction— 
(0.0008 by U. S. Gov. test). 
® Unvarying puritv— 


pours freely as water. 








New Comfort 








Protects head, shoulders, face and eyes. Big 
plastacele window slides out, cleans easily. 


SALES POINTS fully outlined in descriptive 


circular with prices, full details. Write for 
yours today. 


CHICAGO EYE SHIELD COMPANY 


2329 Warren Bivd. Chicago, Illinois 

















The 





Known as the “Firmback,” a new type 
Recommended for all steady | of hack saw has been introduced with 


high speed and even loads, in- | frame designed so that it can be set at 
cluding motors over 10 H.P. | any angle with the pistol grip handle, 
Tensile strength 15,000, Bri- | and adjustable blade mounts that keep 
121.8 the blade straight at all times. As illus- | 
me . trated, the pistol grip handle is mounted | 
on the frame to give direct push and 
For all severe sheck loads, | pul! action on the blade. It can be 
Diesels, trap rock, crushers, | ‘4 t¢ 4ny Position to get close-up A WORD TO 
cuts in spite of obstructions. The blade ° : ° 
can be turned and positively set at any Wise Distributors 
A / ry angle. The frame is adjustable to take Here’s a pulley that definitely saves a lot 
DAMAN l all popular lengths of blades, and the | of headaches because it saves a lot of con- 


veyor belt troubles. 
blade mounts are movable up or down, 























etc., use 


Ss . ‘ Naturally the wise supply house recom- 
super | on the legs of the frame. For special | mends the ““BELTSAVE R” for conveyor 
Genuine purposes, a short leg is available for the fae wane god gh yee = yA 
| frame.—Plomb Tool Co., Los Angeles, ee, rr soning on joe 
Migr 4 t to play havoc 

BABBITT, | catitie scrrntes. jury ron | SEAM Aa eee 


| Your crushed rock and gravel plant cus- 

} tomers will appreciate the service you ff 

° } them when you recommend ‘‘BELT- 

Thin Hex Nuts | SAVERS”’ as a means of doubling the 
life of their conveyor belts. 


MAGNOLIA METAL COMPANY 


| 
| 
or : | 
120 Bayway Elizabeth, N. J. | Thew's “OG BOOMRY” for veo whes 
| you sell the ““BELTSAVER” — Write for 
| | prices and discounts. 
| 


Self-Locking Fastening 


San Franciseo, Cal. Fort Worth, Tex. 


Montreal, Can. For use on shear bolts where a high 


| degree of the stress is lateral, and for 

, Z | ommvel application to light and “- SPROUT, WALDRON & C0. 
BEARING \) / ii dium stress fastenings, an improved 160 Sherman St. 

METALS mal <a line of thin hex nuts is announced. MUNCY, PA. 


These nuts have approximately 40 per 


MAGNOLIA » 
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UMI 














cent of the strength of standard-height 
hex nuts and have been developed to 
meet the demand for self-locking fasten- 
ing, which offers savings in space re- 
quirements, weight and cost. The self- 
locking action is accomplished by 

















































JoBBERS SELLING 
OTARY PUMPS 


The book is FREE to all jobbers and salesmen. It takes 
guess-work out of pump selection—makes pump sell- 
ing easy. 





> 


THE BLACKMER LINE 
means of a vulcanized fiber collar gives you the RIGHT PUMP for more industrial jobs. “Seas 
which is built into the head of the nut. 
The nuts are available in steel, brass, 
and aluminum, in a complete range of 


ROTARY HAND PUMPS 
54 models—a hand pump for every conceivable appli- 
cation. Self-priming. The easiest operating hand 





standard sizes.—Elastic Stop Nut Corp., pump on the market. 
Union N, J.— Muri Suppers, July Power Pumps 
1941. ROTARY POWER PUMPS sic Zoo apm 


From 5 to 700 GPM. Lined, unlined, steam-jacketed 
and sanitary constructions. Furnished in all standard 
drives. 


Lathes THE BLACKMER LINE IS COMPLETE 


Write for jobber proposition. 
It's a money-maker. 


Bench and Floor Types 








Sanitary Pyenge 
For food industry 


1817 Century Avenue, S. W. Grand Rapids, Michigan 











The Foley Automatic Saw Filer is the only machine 
that sharpens cross-cut circular saws 3” to 24” in 





ma satay cican it cies A alec aia cabaita 
ie, ; = as a = files diameter, band saws 4” to 44%” wide —all hand saws. 
mpageeery- ’ hee Seen ane 7 nae Te, BAND Your saws will cut faster and truer and stay sharp 
ll-in. and 12-in. lathes with pre-loaded ' 2 longer when filed on a Foley Saw Filer. The ex- 
ball or precision roller bearing head- IY SAWS clusive patented Foley jointing principle straightens 


up uneven teeth and makes them perfect in size, 
shape, spacing. That is why Foley-filed saws in- 
crease sawing production 25% to 40%. The Foley 

zi also cuts down filing time, saves on files and re- 
files duces saw breakage. The new Model F-16 is the 
perfected result of 40 

CIRCULAR years’ experience in build- 


SAWS ing saw filers. Any one 


can operate it. 


stock with a l-in. capacity spindle hole 
having 13<-in. diameter. These new 
lathes are moderate in price and come 
in both bench and floor types with semi- 
quick or full quick change gear boxes, 
with plain aprons or worm feed aprons 
with power cross feed. A choice of 
motor drives is available including the 
Sheldon needle bearing overhead motor 










drive, and the 4-speed lever operated S files 
. . . ae 

underneath motor drive which is en- te HAND 

tirely enclosed in a cabinet leg. A com- 


plete line of attachments and accesso- 
ries is offered for each of these new 


lathes—Sheldon Machine Co., Inc., | FOLEY auro SAW FILER 


Chicago, Ill—Muu Suppuirs, July 1941, 


f; Z SAWS 


30-DAY TRIAL OFFER. We offer your customers 30-day trial on 
machines sold through you. Write today for literature and prices and 
details of this offer. 


Half Round Tablet | —_ 
For Working Curved Surfaces | FOLEY MFG. CO., 63 Main St. N. E., Minneapolis, Minn. 
| Also Manufacturers of Foley Saw Setters, Grinders, 


wen rors S k. 
Designed to speed the finishing and | Die-Making Machines, etc 
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IF YOU’RE ABLE TO SUPPLY THEM— 








THERE ARE PLENTY 
WHO WILL 
BUY THEM 


—and— 


“SHURFLO” 
OIL CUPS 


Ask about them— 








3 o 


2 & 
Yes - sw 


HUNTER PRESSED STEEL CO. 


Lansdale, Pennsylvania 

















Add This 
“Best Seller” 
To Your Line! 





























“HOLD- 

im Foundries: Nemical 
ral industry: =. : 
— ct teet . rhe ides 
S determinint P 


Write for catalog sheets and prices—and 
start your profits rolling in with this well- 


known RUSSELL ‘Best Seller’ right now! 


345G West Huron St. 





CHICAGO, ILL. 





polishing of curved metal surfaces, is 
the half round “Brightboy” tablet just 
developed. This item is made in the 
same compound as other “Brightboy” 
products. a soft rubber binder which 
cushions the abrasive. It is semi-circular 
beth inner and 
outer surfaces may be used. and the 


in cross-section and 


inner surface is corrugated for faster 





action. Since it is very pliable it may 
be compresses | by the hand to conform 
to the diameter of tubing or shafting,. 
or it may be squeezed into the hollow 
of tubes. bushing or flanges. It finishes 
and polishes these surfaces quickly and 
effectively. Weldon Roberts Rubber 
Co.. Brightboy Div., Newark, N. J. 
Vint Stppries, July 1941, 


Protective Apron 
Will Not Burn 
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IN 1941 AS 

IN1911... 
SERVING THE 
DISTRIBUTOR 


e For thirty years 
Mill Supplies has 
been true to the 
principles on which 
it was founded. 
Wholehearted co- 
operation and loy- 
alty to the Distrib- 
utor has enabled us 
to put in these 


years of service. 


e We will continue 
this cooperation 
and look forward 
to another long 
period of service 
to the Distributor. 


MILL SUPPLIES 


330 W. 42nd St. New York, N. Y. 


A McGraw Hill Publication 





The material of this new “AO Protec- 
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eee TOPS IN QUALITY 


Kanry-Tex 





LOBE 


WOVEN BELTING 


* Pa 


LONG-LIFE AND 
SALABILITY 


The profits to be made through the 
sale of GLOBE Woven Belting Pro- 
ducts are evident in: first, its high 
quality ... no effort is spared to 
bring buyers the best that superior 
manufacturing methods can achieve; 
second, its long-life . . . actual usage 
tests have proven GLOBE to have 
unusually long service life; third, 
salability . . . once sold, a GLOBE 
belt brings many more sales on its 
performance. Write for details cover- 
ing all our products, which include, 


Solid Woven White Cotton Belting 
Endless Woven Belts 
Solid Woven Water-Proof Treated Belting 





Globe Woven Belting Conc 


‘NEW YORK 








TWO PROFITS in 
every ET FCO cnuck 


YOU SELL... 


A cash profit for you, and a profit for your 
customer in the better performance and 
longer working life of ETTCO Chucks. 


ETTCO DRILL CHUCKS 


—pay dividends to users be- 
cause of their time and en- 
ergy saving KEYLESS self- 
tightening feature and their 
outstanding quality that as- 
sures years of trouble-free 
service. 





ETTCO TAP CHUCKS 


—pay dividends because of 
their VISIBLE Grip that as- 
sures true centering on the 
round and positive driving 
on the square every time, 
which means utmost accur- 
acy and prevents damage 
to taps. 


@WRITE for a copy of descriptive Bulletin 
No. 6 and details of the clean-cut ETTCO Dis- 
tributor Proposition 


ETTCO TOOL CO. 


600 Johnson Ave. Brooklyn, N. Y. 














DRiLt CHUCKS 

TAPPING CHUCKS 
TAPPING ATTACHMENTS 
TAPPING MACHINES 


MULTIPLE SPINDLE TAPPING 
AND DRILLING HEADS 


Unexcelled for Desiga, Materials 
and Workmanship 


tocote” provides exceptionally effective | 
protection against 
greases. In addition to protecting the. 
worker's clothing. this apron guards 
his person against contact with indus- 
trial compounds and liquids that cause 
skin diseases and discomfort. It re- 


acids. oils and 


sists heat. will not burn. Although 
tough, it is light in weight. assuring 
both comfort and durability. It is 


made in two styles and 11 sizes. 
American Optical Co., Southbridge, 


Mass.—Mitt Surrties. July 1941, 


Clamp 
Rapid Action 





The rapid action “Klampacto” clamp 
erecting 


work 


is designed for use in the 
shed, shipyard, round-house of 
This “C” clamp combines the 


deep throat of the standard clamp with 


shop. 


the holding pressure of a toggle move- 
ment. The lower jaw swings clear of 
the work Equipped 
with two handles it is unnecessary to 
hang onto the clamp and work when 
fixing it into position for just a squeeze 
of the hand applies it with 2000-lb. 
pressure. It is furnished with threaded 
spindle and lock nut, or patented Kam- 
Lock adjusting rod for use when arc 
welding to avoid spatter. The clamp 


when released. 


comes in three models with a 5-in.. 
6-in. and 10-in. jaw, respectively. 
Knu-Vise, Inc., Detroit, Mich.—Miui 


Suppuies, July 1941. 


Holder 
Hand Style 


For faster numbering with a tool that 
will withstand hammer 
blows sufficient to mark steel parts and 
hand style heavy 


continuous 


castings. the new 
duty “Hercules” 


lected shock steel 


resisting tool 
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holder has been de- 
| veloped. It is made entirely of a se- 
with 









ECONOMY 
PRODUCTS 


have great 


“Holding Power’ 


says 


THE LITTLE 
MAESTRO 


Holding Power is im- 
portant in economical 
plant operation and plant 
managers are always 
interested in cutting pro- 
duction costs. Economy 
Products demonstrate 
their true worth in speed- 
ing up manufacturing 
operations, dependably. 
They're made right—threads clear and 
sharp—specially heat treated. 


We can handle—without delay—from our 
complete stocks—your orders for Hollow 
Set Screws, Socket Head Set Screws, 
Headless Set Screws, and special orders 
on screw machine products. Send us 
those orders. 


ECONOMY MACHINE PRODUCTS CO. 


5217 LAWRENCE AYV., 


CHICAGO 





BALDOR 
scaunc GRINDERS 


BUILT FOR HEAVY 
PRODUCTION SERVICE 





No. 101 10-inch Ball-bearing Bench 
Grinder. 1% H.P. BALDOR Motor. 
1725 r.p.m. 220 volts, 3 phase, 
60 cy. Wheels, 10” diameter; 1” 
face; %” bore. Net wt. 155 Ibs. 


$90.00 


Write for bulletins on complete line 


BALDOR ELECTRIC CO. 


(Electrical Manufacturers for 20 Years) 
4364 Duncan Ave. ST. LOUIS, MO. 


1 Year Guarantee 








BALDOR GRINDERS 


beilt by Motor Specialists 





COIUMBIAN VISES 


FOR 


SHIP... 
Mil ivY 





. and sold under a policy of selec- 
tive distribution at established resale 


prices. 
The complete line of Columbian 
Vises is designed to excel in its 


field, and all are made to the same 
high standards of engineering and 
workmanship. Write for Columbian’s 
Distributor Plan. 


The Columbian Vise & Mfg. Co. 


Dew Bessemer Avenue, Cleveland, Ohio 





| holds the 








ITS TAKING HOLD 


in 
> ‘ --% 


Heros Why 
WELDWOOD PLASTIC 
RESIN GLUE IS 
VV WATERPROOF 
STAIN FREE 
y ROT PROOF 


TREMENDOUS 
STRENGTH 


YY QUICK ACTING 
COLD SETTING 
PLASTIC 

UNITED STATES PLYWOOD CORP. 


616 West 46th St New York N.Y 


WELDWA4UD 


PLASTIC RESIN 


WATERPROOF GLUE 












the head drawn to prevent peening and 
mushrooming. The thumb clip that 
type is also made of steel. 
The steel type is made of a shock 


| resisting tool steel that takes an ex- 


cellent hardness and retains its face. 


| Each character is machine engraved by 
| modern 


three dimensional engraving 


| equipment and carefully hand finished 





and hardened. The extra body to the 


| type not only gives it a shoulder for 


holding in position and insuring fool 
proof assembly but it gives great extra 
strength where needed. These new 
available in all com- 
monly used sizes and can also be made 
to meet special conditions. 


Corp., Elizabeth, N. J. 


tools are now 


-Acromark 


MILL 


Sup- 


PLies, July 1941. 
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COUPLINGS—Containing typical in- | 


stallation views, bulletin No. 8100 illus- | 


trates and describes five types of 
“Airflex” couplings. Other features are 
a complete discussion with example 


illustrations of the “Airflex” coupling | 


“rubber loading in shear” principle; 
dimension drawings and tables of each 


MILL SUPPLIES @ JULY, 194! 
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ROCKWELL | 
BLAST GATES 






®@ Practically every industry 
uses low pressure lines to carry 
air, gas, liquids or semi-liquids 
—that should be controlled by 
blast gates. 


Distributors find the Rock- 
well line ideal, because they 
can supply any type or size, 
and make prompt shipments. 


No servicing required. De- 
liveries are made direct to your 
customer. 


Write for catalog No. 4026, 
price lists and discounts. 





W. S. ROCK 


WELL COMPANY 


50 CHURCH STREET NEW YORK, N. Y. 














ATLAS PERFECT 
CAR MOVER SPURS 






PERFECT PERFECT 
SHARP TEMPERED 
EDGES - wa, STEEL 


DOUBLE SPURS 


ATLAS PERFECT SPURS are 
made of one of the strongest 
steels available today. There 
is nothing on the market that 
is any better for this purpose. 


SIZES FOR ALL MAKES 
OF CAR MOVERS 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 
formerly at Appleton, Wis. 
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Sell this 
BIG RED BAR 


THAT SAVES 
POWER AND BELTING 


vr wee eee 





Dixon's Solid Belt Dressing 
makes belts grip better 
and last longer. Just hold 
the big 2''x 8" bar against 
the running belt. Peel off 
cardboard wrapper as 
dressing is used. Perfect 
for leather, rubber and 
composition belts. 





Write for Booklet 


AND HOW THESE SELL 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N.J. 


O-71. 





ORV GRAPHITE 
LUBRICATION 
FoR LOCKS 
AND A 1000 
OTHER USES — 
SQUEEZE ‘Em 















This is the 


DEALER'S 
GUARANTEE 


of solid, repeat 
business ..... 


Belt manufacturers recommend CAN- 
TOL Belt Wax because it is made of 
pure vegetable wax and contains no 
ingredients that would be harmful 
to belting. It is economical, pre- 
serves and lengthens belt life, in- 
sures perfect traction, and increases 
production. It is adaptable for 
so aga rubber, canvas or balata 
elts. 


CANTOL Belt Wax has proven so 
satisfactory that d d 
increases daily and our Jobbers are 
enjoying good, sound profits. There 
is no time lost on comebacks nor 
complaints because CANTOL is guar- 
anteed by us to give perfect satis- 
faction. Write for prices and complete 
information. 








CANTOL WAX COMPANY 


BLOOMINGTON, INDIANA 











- 


type of coupling; an easy to follow sec- 
tion on “How To Select Falk Airflex 
Couplings.”—The Falk Corp., Milwau- 
kee, Wis. 


REPAIRS—How to make practical, low- 
cost and lasting repairs to equipment 
and pipe lines without dismantling or 
use of heat, described in a new and 
revised edition of the “Smooth-On 
Handbook.” It contains 40 pages with 
170 diagrams and simple concise in- 
structions on sealing cracks in castings, 
stopping leaks in apparatus, tightening 
loose fixtures and parts of equipment, 
making up tight pipe joints, patching 
concrete floors and walls, waterproofing 
cellars, etc. A helpful guide for engi- 
neers, mechanics, and maintenance men. 


—Smooth-On Mfg. Co., Jersey City, 
N.. 2. 
PACKINGS, GASKETS — A conm- 


pletely new illustrated catalog of pack- 
ings and gaskets, containing 

recommendations and suggestions, has 
just been released. In addition to de- 
tailed information on “J-M” packing 
and gasket styles. the handbook in- 
cludes handy tables 
which serve as a guide to proper pack- 


service 


recommendation 


ing selection for various types of equip- 
ment under such diversified service con- 
ditions as steam, brine. ammonia, acids, 
caustics and oils. Copies of this hand- 
book, Form PK-12A, may be secured 
by writing the manufacturer._-Johns- 


Vanville, New York, N.Y. 


JACKS 


to multiply manpower. to relieve busy 


Innumerable types of jacks 


cranes and other handling equipment 
and to simplify many jobs are shown in 
junior catalog No. 41. This 
little hook points the way to do many 
lifting. lowering. 


the new 


pushing, pulling and 
supporting jobs faster. easier and safer. 
Recently 
also listed. 
Chicago, II. 


revised price schedules are 


Templeton, Kenly & Co., 


ROTARY PUMPS —Convenient _ brief 
descriptions and selection tables of the 
manufacturer's line of double-helical- 
gear rotary pumps are featured in 
booklet W-483-Bl. The types discussed 
are small capacity; heavy duty moder 

steam-jacketed 
vertical 


ate pressure pumps; 


pumps: marine .type pumps: 


external bearing pumps for non-lubri- 
cating liquids: chemical pumps of spe- 
cia] materials: marine cargo unloading 
pumps.—Worthington Pump & Mach. 


Corp., Harrison, N. J, 


BURNERS, FURNACES —Just issued 
is a new Johnson catalog which pic- 
tures and describes their entire line of 


burners, furnaces, torches, mixers, 
valves and blowers. Among the new 
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Plant Modernization 
Increases Sales 
Opportunities for 


DAG G ETT BALL BEARING 


LOOSE PULLEYS 

Added production schedules demand 
more speed and higher efficiency with as 
little maintenance outlay as _ possible. 
DAGGETT Ball Bearing Loose Pulleys fit 
right into this speed-up picture because 
they end many troubles for plant 
managers. 

DAGGETT Ball Bearing Loose Pulleys 
save on daily oiling time—on cost of 
lubricant—on replacement cosis and on 
power and time losses. There are no com- 
plicated parts to get out ‘of order and 
cause costly shutdowns. There is a real 
opportunity selling DAGGETT Ball Bear- 
ing Loose Pulleys—we'll be glad to give 
you more details. Write. 


CHICAGO PULLEY &G 
Ss oe On Oe 


21 N. Des Plaines St CHICACC, ILL 














TODAYS OPP 


ORTUNITY 
a be 


x? 


r— 
a9 O04 maRKET 


To keep machinery in continuous opera- 
tion and avoid costly delays, equipment 
must be kept in running condition—and 
that means 


FREE OF DUST and DIRT 










CLEMENTS 


CADILLAC 


Portable Electric 


BLOWERS & SUCTION CLEANERS 


offer the quickest, surest, easiest way to 
eliminate dangerous dirt— 


AND OFFER YOU, TOO, 
NEW SALES OPPORTUNITIES 


Write for details TODAY 


CLEMENTS MFG. CO. 


6658 S. NARRAGANSETT AVE. CHICAGO, ILL. 
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COILUMBIAN VISES 


THE FOR 


STRENCT WsHIP.. 


WORK MP pil ivy 


m=. \ TOOL STEEL 
» SS , jaw FACES 





Smet Gane 


PALLEABLE (RON 
— CASTING 
. ~ GUARANTEED UNBREAKABLE 


. and sold under a policy of selec- 
tive distribution at established resale 


prices. 
The complete line of Columbian 
Vises is designed to excel in its 


field, and all are made to the same 
high standards of engineering and 
workmanship. Write for Columbian’s 
Distributor Plan. 


The Columbian Vise & Mfg. Co. 


Bax Bessemer Avenue, Cleveland, Ohio 














WELDWOOD PLASTIC 
RESIN GLUE IS 


VY WATERPROOF 

STAIN FREE 

y ROT PROOF 
TREMENDOUS 
STRENGTH 

YY QUICK ACTING 

Va oon ee 
PLASTIC 
Write pert , 

UNITED STATES PLYWOOD CORP. 


616 West 46th St New York N.Y 


WELDW4VD 


WATERPROOF GLUE 





| The steel type is made of a shock 


the head drawn to prevent peening and 
mushrooming. The thumb clip that 
holds the type is also made of steel. | 


| resisting tool steel that takes an ex- | 
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| cellent hardness and retains its face. | 


ROCKWELL 
BLAST GATES 


Each character is machine engraved by 


modern three dimensional engraving 


equipment and carefully hand finished 





| and hardened. The extra body to the 






sole 


®@ Practically every industry 
uses low pressure lines to carry 
air, gas, liquids or semi-liquids 
—that should be controlled by 
blast gates. 


Distributors find the Rock- 
well line ideal, because they 
can supply any type or size, 
and make prompt shipments. 


No servicing required. De- 
liveries are made direct to your 
customer. 


Write for catalog No. 4026, 
price lists and discounts. 





type not only gives it a shoulder for 
holding in position and insuring fool 
proof assembly but it gives great extra 


strength where needed. These new | 


tools are now available in all com- 


W. S. ROCKWELL COMPANY 


Gate L 


50 CHURCH STREET YEW YORK, N 
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monly used sizes and can also be made 





to meet special conditions.—Acromark 


Corp., Elizabeth, N. J—Muw. 
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COUPLINGS—Containing typical in- 
stallation views, bulletin No. 8100 illus- | 
trates and describes five types of 
“Airflex” couplings. Other features are 
a complete discussion with example | 
illustrations of the “Airflex” coupling | 
“rubber loading in shear” principle; 
dimension drawings and tables of each 








ATLAS PERFECT 
CAR MOVER SPURS 






PERFECT 
SHARP 
EDGES 


PERFECT 
TEMPERED 


AB lea STEEL 


DOUBLE SPURS 


ATLAS PERFECT SPURS are 
made of one of the strongest 
steels available today. There 
is nothing on the market that 
is any better for this purpose. 


SIZES FOR ALL MAKES 
OF CAR MOVERS 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 
formerly at Appleton, Wis. 
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Sell this 
BIG RED BAR 


THAT SAVES 
POWER AND BELTING 







Dixon's Solid Belt Dressing 
makes belts grip better 
and last longer. Just hold 
the big 2''x 8" bar against 
the running belt. Peel off 
cardboard wrapper as 
dressing is used. Perfect 





for leather, rubber and 
composition belts. 
Write for Booklet O-7! 


AND HOW THESE SELL 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N.J. 





ORY GRAPHITE 
y LUBRICATION 
FOR LOCKS 
AND A 1000 
OTHER USES — 
SQUEEZE ‘Em 
——S~ 











This is the 


DEALER'S 
GUARANTEE 


of solid, repeat 
business ..... 


Belt manufacturers recommend CAN- 
TOL Belt Wax because it is made of 
pure vegetable wax and contains no 
ingredients that would be harmful 
to belting. It is economical, pre- 
serves and lengthens belt life, in- 
sures perfect traction, and increases 


production. It is adaptable for 
+ ge rubber, canvas or balata 
belts. 


CANTOL Belt Wax has proven so 
satisfactory that consumer demand 
increases daily and our Jobbers are 
enjoying good, sound profits. There 
is no time lost on comebacks nor 
complaints because CANTOL is guar- 
anteed by us to give perfect satis- 
faction. Write for prices and complete 
information. 





CANTOL WAX COMPANY 


BLOOMINGTON, INDIANA 
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type of coupling; an easy to follow sec- 
tion on “How To Select Falk Airflex 
Couplings.”—The Falk Corp., Milwau- 
kee, Wis. 


REPAIRS—How to make practical, low- 
cost and lasting repairs to equipment 
and pipe lines without dismantling or 
use of heat, described in a new and 
revised edition of the “Smooth-On 
Handbook.” It contains 40 pages with 
170 diagrams and simple concise in- 
structions on sealing cracks in castings, 
stopping leaks in apparatus, tightening 
loose fixtures and parts of equipment, 
making up tight pipe joints, patching 
concrete floors and walls, waterproofing 
cellars, etc. A helpful guide for engi- 
neers, mechanics, and maintenance men. 


—Smooth-On Mfg. Co., Jersey City, 
N. J. 
PACKINGS, GASKETS — A com- 


pletely new illustrated catalog of pack- 
ings and gaskets, containing 
recommendations and suggestions, has 
just been released. In addition to de- 
tailed information on “J-M” packing 
and gasket styles. the handbook in- 
cludes handy tables 
which serve as a guide to proper pack- 


service 


recommendation 


ing selection for various types of equip- 
ment under such diversified service con- 
ditions as steam. brine, ammonia, acids, 
caustics and oils. Copies of this hand- 
book, Form PK-12A, may be secured 
by writing the manufacturer.—Johns- 


Vanville, New York, N.Y. 


JACKS—Innumerable types of jacks 
to multiply manpower. to relieve busy 
cranes and other handling equipment 
and to simplify many jobs are shown in 
the 11. This 


little book points the way to do many 


new junior catalog No. 


lifting. lowering. pushing, pulling and 
supporting jobs faster, easier and safer. 
Recently price schedules are 
Templeton, Kenly & Co., 


revised 
also listed. 


Chicago, Hil. 


ROTARY PUMPS —Convenient _ brief 


descriptions and selection tables of the 


manufacturer’s line of double-helical- 
gear rotary pumps are featured in 


booklet W-483-B1. The types discussed 
are small capacity; heavy duty moder 

steam-jacketed 
vertical 


ate pressure pumps; 


pumps: marine 


external 


type pumps: 


bearing pumps for non-lubri- 


cating liquids: chemical pumps of spe- 
cial materials: marine cargo unloading 
pumps.—Worthington Pump & Mach. 


Corp.., Harrison, N. a 


BURNERS, FURNACES —Just issued 
is a new Johnson catalog which pic- 
tures and describes their entire line of 
burners, furnaces, torches, 
blowers. 


valves and 


Among the new 
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mixers, 











Plant Modernization 
Increases Sales 
Opportunities. for 


DA G G ETT BALL BEARING 


LOOSE PULLEYS 

Added production schedules demand 
more speed and higher efficiency with as 
little maintenance outlay as_ possible. 
DAGGETT Ball Bearing Loose Pulleys fit 
right into this speed-up picture because 
they end many troubles for plant 
managers. 

DAGGETT Ball Bearing Loose Pulleys 
save on daily oiling time—on cost of 
lubricant—on replacement costs and on 
power and time losses. There are no com- 
plicated parts to get out of order and 
cause costly shutdowns. There is a real 
opportunity selling DAGGETT Ball Bear- 
ing Loose Pulleys—we'll be glad to give 
you more details. Write. 


CHICAGO PULLEY & 
SHAFTING CO. 


N. Des Plaines St. CHICACC, ILL 














a @90% MARKET 


To keep machinery in continuous opera- 
tion and avoid costly delays, equipment 
must be kept in running condition—and 
that means 


FREE OF DUST and DIRT 





CLEMENTS 


CADILLAC 


Portable Electric 


BLOWERS & SUCTION CLEANERS 


offer the quickest, surest, easiest way to 
eliminate dangerous dirt— 


AND OFFER YOU, TOO, 
NEW SALES OPPORTUNITIES 


Write for details TODAY 


CLEMENTS MFG. CO. 


6658 S. NARRAGANSETT AVE. CHICAGO, ILL. 









145 














"O.K." your sales 
WITH THE 


“K.O." PUNCH 


WHITNEY ptncues 


Any user wants the best tool he can 
get for his money and Whitney 
Punches “knock out” two days’ work 
in one. They have capacity, strength, 
and range, and can do a neater, 
quicker, better job. 


Investigate the W. A. Whitney line 
we guarantee all our tools—we 
give you prompt, efficient service 
on orders—returns are good and 
steady. Send for our booklet. 





WAWHITNEY Mrcco! 
; ES 








PORTABLE HAND £2) VER METAL PU NCH L 
ROCKFORD 


ILLINOIS 





DRILL CONCRETE, TILE, 
BRICK, ETC.—50% FASTER 


Stop noisy, dusty chiseling. Drill holes in concrete, 
tile, brick, etc., 50°) faster with a Carboloy Masonry 
Drill-Point. No special equipment needed. Use in 
any rotary drill. Carboloy Drill Points hold size and 
stay sharp up to 50 times longer than ordinary steel. 


SOLD AT LEADING SUPPLY HOUSES 


CARBOLOY COMPANY, INC. 
I1I31E. 8 Mile Rd., Detroit, Mich. 


7 + 343 ie) Be) | 


MASONRY DRILL-POINTS 


. 


items featured in the catalog are the 
No. 130 hearth type furnace, the 570 
pot type hardening and melting furnace, 
the No. 34 “Pre-Heating” torch, the No. 
305 Bunsen burner which can_ be 
mounted parallel with the pot, tank or 
vat, ete. Also included is a chart show- 
ing correct carburizing and heat-treat- 
ing temperatures and a heat color chart. 

Johnson Gas Appliance Co., Cedar 
Rapids, lowa. 


METAL CUTTING TOOLS—A new 
catalog. No. 17. covering a complete line 
of precision metal cutting tools. Book, 
192 pages bound in stiff cover, is com- 
pletely illustrated and contains tables 
covering each type of cutter. A special 
section is set aside for engineering data 
on milling cutter speeds and feeds along 
with other pertinent information.—Mid- 
west Tool & Mig. Co., Detroit. 


JACKS bulletin, No. 


1040, covering various types and sizes of 


An eight-page 


jacks for lifting jobs in industry, trans- 
portation, mining. oil fields and con- 
Many pictures 


are used as well as tables to describe 


struction, application 
the types of operation and the capacities 
of the jacks—The Buda Co., Harvey, 
Il. 


BEARINGS~— New aircraft bearing bul- 
letin, No. 532. shows application draw- 
ings. also sectional views of newly 
developed aircraft bearings. Particular 
stress is emphasized on bearings which 
have a protective “felt” seal to prevent 
ingress of water. a feature that is impor- 
tant to ships operating in salt water 
areas 


ll. 


Shafter Bearing Corp., Chicago, 


COATED ABRASIVES 


ers ot Clover 


Manu factur- 
coated abrasives and 
grinding and lapping compounds an- 
nounce the publication of a new 28- 
page catalog and price list. Complete 
information on the types. grades, back- 
ings, sizes and prices of each class of 
coated abrasive goods has been organ- 
ized for quick reference. In the same 
way. data are different 
grades, weights and prices and uses of 


given on the 


grinding and lapping compounds. 
There are twelve pages of helpful engi- 
information. An identification 
table, listing the trade names under 


which different brands of coated abra- 


neering 


sives are sold, and the corresponding 
abrasive products to which such trade 
names apply. as well as a comparative 
also is included. Clover 


Vorwalk, Conn. 


grading chart. 


Vig. Co., 
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GREASE AND OIL CUPS 


Our line of Grease 
and Oil Cups is 
moderately priced, 
there are countless 
opportunities for 
new business, re- 
placement business, 
and continued busi- 
ness, our discounts 
are attractive, and 
good substantial 
earnings are assured. 
Write for details. 


Grease Cups 


Suitable for many purposes where automatic feed is 
desired. Cup is filled by removing from base—very 
convenient when cup is not easily accessible. A full 
line of standard de- 

signs in all types— 

brass or steel. 


Glass Body 
Oil Cups 


Check valve for 
gasoline engines 
and air compressor 
service—plain type 
for industrial ma- 
chinery bearings. 
Controlled feed. 
Rugged design and 
construction stands 
severe use. Stand- 
ard on agricultural 
and industrial ma- 
chinery and in the 
machine tool in- 
dustry. 


AMERICAN 
INJECTOR CO. 


Detroit, Mich. 











STEADY 
REPEAT 
ORDERS 


DEVELOP INTO 


VOLUN 


In the Ottemiller line, distributors 
have a practically complete line of 
cap screws, set screws, coupling bolts, 
studs and screw machine parts to meet 
the needs of almost any customer. 
Then, too, the Ottemiller line is a line 
of uniformly high quality—one that 
is given preference where the advan- 
tages of standardization are recognized. 

Ottemiller—in products and in dis- 
tributor service offers everything re- 
quired for a steady, repeat order 
business. That's why the Ottemiller 
franchise is one of recognized desir- 

ability. Why not find 
out more about it at 
once? 








a BERS 
THE WM.H. 


OttomiblorG 


YORK, PA. 
“hae | 








